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of a Name 


For fifty-nine years IRWIN has supplied America and the world with 
more Augers and Auger Bits than any other manufacturer. 


During this time the wood-boring problems from every part of the 
earth have been solved in our factory laboratory. Since the Japs 
struck at Pearl Harbor, our facilities and experience have been 
utilized to the limit by every fighting branch of the armed services 
and the producers of war materials. It is only natural that IRWIN, 
as the leader in their field is called upon to do a job they are best 
qualified for. It is a duty and an obligation that we are proud to 
fulfill. 


A STAR HAS BEEN ADDED 
On the last day of 1943, the men and women of our 
company were awarded the official "'star'’ for their 
Army-Navy "E" flag, denoting the second time they 
have earned the Production Award for meritorious ser- 

\ vices on the production front. 


* THE IRWIN AUGER BIT COMPANY 


WILMINGTON, OHIO, U.S.A. 
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There is no comparison 


WOOSTER F83335 BRUSHES 


THE WOOSTER BRUSH CO. © WOOSTER, OHIO 
BRUSH MANUFACTURERS SINCE 1851 — THRU 4 WARS 



















THE 
BUSIEST MAN 
- IN THE US. 


Can help you 
keep up 
wartime sales 


The farmer in your community is a 
ready source of wartime business...and 
to help direct the greatest possible 
amount of that business fo your store, 
Yale has built its seventh Wartime 
Progress Plan promotion around the 
types of hardware needed on the farm. 

The seventh issue of THE YALE VIC- 
TORY NEWS, coordinated with the 
national “Food Fights For Freedom” 
campaign, will appear shortly in your 
hardware paper. Yale’s SATURDAY 
EVENING POST advertising will appeal 
to farmers in the POST’S tremendous 
audience, and tell the general public 
how hardware dealers are helping in 
vital food production. 

As always, Yale’s national advertising 
continues to urge Mr. and Mrs. America 
to "Shop At Y our Local Hardware Store”’ 








Yale Puts 3 Big Sales Movers 
inte Your Business 
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The name YALE helfis make the Fate 






THE YALE & TOWNE Stamrono, conn..u. s. 


Hardware Age, published every other Thursday by Chilton Co. (Inc.). Entered as seconi-class matter March 24, 1938, at the Post Office at Philadelphia under the Act of 
March 3, 1879 (Printed in U. S. A.) $1.00 per year. Single copies, 25¢ each. Vol. 153, No. 4. 
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Anvil Tools 
Awls 

Bars — Ripping 
Bit Braces 
Boring Tools 
Breast Drills 
Chisels — Cold 
Chisels — Wood 
Dolly Blocks 
File Holders 
Hammers 

Hand Drills 
Knife 

Levels 

Marking Gauges 
Mitre Boxes 
Planes 

Punches 

Rules 

Saw Sets 
Scrapers 

Screw Drivers 
Sledges 


Soldering Irons (Electric) 


Spoke Shaves 


Squares 


Vises 
















U. S. Signal Corps Photo 

Tackling the “impossible” job, and getting it done, has been a 
specialty of the men who build America. But no job in the past ever 
required the near-mitacles of construction and production America’s 
craftsmen have performed in the past two years. And no job has ever 
used Stanley Tools in such tremendous quantities. 

To meet the endless demand, it has been necessary that some 
Stanley Tools be “stripped for action”. Though their endurance and 
efficiency is unchanged, the finish has been simplified to speed pro- 
duction and save scarce metals. 

When the war is won, there will be other big jobs ahead for Stanley 
Tools. And they'll be styled, finished, and packaged to sell — better 
than ever. New displays and dealer helps will be furnished to back 
your selling effort. 

When you start your post-war planning for profitable business, put 
STANLEY TOOLS at the head of the list. 


\ el Stanley Tools, 111 Elm St., New Britain, Connecticut 


STANLEY 


THE TOOL BOX OF THE WORLD 





HARDWARE 
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This FREE 68-page 
book still aveileble, 
write for your copies, 


“Macklin high quality abrasive products 
for every grinding and sharpening purpose.”’ 
Ask for the services of a Macklin Field Engineer 


MACKLIN COMPANY 


Manufacturers of GRINDING WHEELS — JACKSON, MICHIGAN, U.S.A 


in all principal cities 


Cincinnati 


Distributors 
Philadelphia 


- Pittsburgh 


Sales Offices: Chicago - New York - Detroit Cleveland Milwaukee 
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THESE ARE THE DUST-STOP* 
AIR FILTERS IVE BEEN READING 
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IT PAYS TO DISPLAY 
DUST-STOP* AIR FILTERS 


N ANY RETAILERS are finding that 
Dust-Stop Air Filters are a profit- 
wle item for over-the-counter sales. 


Every owner of a forced-warm-air fur- 
nace is a prospect for Dust-Stops. Dust- 
Stops offer a good margin of profit .. . 
they move quickly, and, being a replace- 
ment item, they are natural repeaters. 


Here are the reasons why: 


Most forced-warm-air ffirnaces are 
equipped with an average of, three air 
filters and they should be replaced at least 
once a year. This is because the old filters 
get clogged up—choke the furnace and 
prevent it from operating at peak effi- 
ciency—waste fuel. 


But, new Dust-Stops allow plenty of 
clean air to circulate . . . precious fuel is 


6 


saved ... the job of house cleaning is 
minimized. 


Your customers know 
about Dust-Stops 


Big-space advertising in a group of na- 
tional magazines is telling millions of 
prospects about Dust-Stops during the 
heating season. Your customers are read- 
ing about Dust-Stops in The Saturday 
Evening Post, Life, Better Homes and 
Gardens, House Beautiful, and The Amer- 
ican Home. 


And in addition... 


Dust-Stops offer you a complete retail 
selling plan. You get free folders to put 
in customers’ packages . . . display ma- 
terial . . . newspaper ad mats. . . every- 
thing to let prospects know that you are 





the Dust-Stop retailer. 


Yes, Dust-Stops are available from 
local warehouse stocks. For full informa- 
tion address Owens-Corning Fiberglas 
Corporation, Toledo 1, Ohio. In Canada, 
Fiberglas Canada, Ltd., Oshawa, Ontario. 
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AIR FILTERS 


HARDWARE AGE 
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PUBLISHED BY GENERAL ELECTRIC LAMP DEPARTMENT, NELA PARK, CLEVELAND, OHIO 








Don’t throw away 
your G-E Mazda 
lamp containers 


Many G-E lamp dealers have found that 
they can reuse the boxes in which G-E 
Mazda lamps are packed for other de- 
liveries. They’re just the right size for 
many purposes. Or they can be sold to 
someone who can reuse them. 


In most stores, every G-E Mazda lamp 
container can be reused at least once. In 
most cities there are dealers who will buy 
used containers for sale to others. 


Paper and packaging materials must be 
conserved. Why not save money and help 
conserve at the same time? 


DO YOU KNOW... 

How many G-E lamps on an M-4 tank? 
About the same number of lamps you’d 
find in the average small home 

How many lamps on a battleship? About 
30,000. 


70,000 Requests Drawn by 
G-E Hour of Charm Offer 


ws New proof of the tre- 
" mendous pulling power of 
* the G-E Hour of Charm 
came in a recent offer of 
a folder containing full 
color photographs of 
s Evelyn and Vivien and 
photographs of all the 
other members of the All- 
Girl Orchestra. The offer was made on two 
successive broadcasts. 


EVELYN 


Requests started to pour in the day after 
the first offer and by now are close to the 
70,000 mark. Maybe you _ 
would like one yourself. 
Photographs of Evelyn 
and Vivien are 8 x 10 in- 
ches in full, natural color. 


Like a free copy? Send 
your name and address to 
General Electric, Nela 
Park, Cleveland 12, Ohio. 


VIVIEN 





Hear the G-E radio programs: “The G-E All-Girl 
Orchestra,”” Sun., 10 p.m., EWT, NBC; “The World 
Today" news every weekday, 6:45 p.m., EWT, CBS. 


THE G-E LAMP THAT TURNS SHELLS INSIDE OUT 








G-E REFLECTOR LAMP REFLECTING MIRROR 


Ordnance plants must inspect the inside of 
shells to make sure there’s no grease, dirt, 
or pitting that might cause duds or pre- 
mature explosions. To look inside a 75 mm. 
shell was difficult until G-E lighting en- 
gineers helped work out a faster way. A 
beam of light from a G-E reflector lamp is 
directed into the shell and reflected back so 
that the inspector sees the interior of the 
shell in the mirror. This is another in a 
series of G-E ads that is helping to build 
your future turnover of G-E Mazda lamps. 


Another G-E “Lamps at War” 
Ad That Is Helping Maintain 
Public Recognition of the G-E 
Trademark ... 






This ad appears in: 
COLLIER’S 
February 5th 
U.S. NEWS 
February 11th 
BUSINESS 


e\ February 12th 
NEWSWEEK 
February 14th 














HOUR OF CHARM 
SEEKS NEW RADIO VOICE 


Search for a new 
voice—the Undis- 
covered Voice of 
America—was an- 
nounced on the 
January 9th G-E 
Hour of Charm 
program. Auditions 
will be held from 
coast to coast. Con- 
testants not only have a chance to appear 
on the Hour of Charm but also perhaps 
to become a regular featured soloist on 
the program. 





Thousands of inquiries have been received 
and auditions are getting underway. 
Watch the radio columns of your local 
newspapers and the G-E Mazda Lamp 
News for further information. 


This response is another example of the 
popularity of the G-E Hour of Charm— 
the only nation-wide lighting program on 
the air, and a potent force in building 
public preference for G-E Mazda lamps. 





Plan now to relight your 
store after the war! 


SURVEY SHOWS MANY STORES 
EXPECT TO MODERNIZE 


Have you made up your mind about 
modernizing your store lighting after the 
war? A lot of stores have, according to a 
survey made by the Duquesne Light 
Company and reported in Electrical 
World. Interviews covered 45 business 
districts in western Pennsylvania. Here’s 
what store-owners and managers said 
about fluorescent: Will buy as soon as 
available, 44%; Will buy sometime, 19%; 
Don’t know, 28%; Will not buy, 9%. 


Right now you are faced with the need 
to conserve electricity and make the most 
of your present lighting. But what about 
after the war? What will your competi- 
tive situation be? Are you planning to 
use modern lighting to attract customers 
and help you sell your merchandise? Get 
competent advice now! 


LET’S ALL BACK THE ATTACK—BUY ANOTHER WAR BOND THIS MONTH! 


FEBRUARY 17, 1944 
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Results of Frici DAIRE 


GOOD-WILL BUILDING PROGRAM 


foreshadow bigger things to come 


%& THE STORY of a Wartime Plan which we sincerely believe is helping 


both the Public and the Frigidaire Dealer Organization. 





OUR OBJECTIVES 


1. To cooperate with important Government programs. 


2. To provide a real and needed service, not only to 
the millions of Frigidaire users, but also to the users 


of all other refrigerators. 


3. To help keep the name Frigidaire before the public 
in a way that would be favorably remembered. 


4. To help Frigidaire Dealers build good will and main- 
tain their identity with the Frigidaire business. 


THE PROGRAM 


1. Consistent advertising in leading women’s magazines. 


2. Activities offering materials and other help to home 
economists and others for classes and study groups. 


3. A simple, practical handbook on the use and care 
of a refrigerator, entitled “Wartime Suggestions”. 


4. A motion picture for group use entitled “How to 
Get the Most out of Your Refrigerator.” 


5. Effective dealer helps and campaign information. 








WHAT DEALERS DID 
Frigidaire Dealers built good will by — 


e@ Giving Wartime Suggestions booklets to store visitors; 
mailing them to customers; leaving them on service calls. 


@ Arranging with thousands of Teachers, Red Cross, 
Group Leaders, County Agents, and many others to use 
the General Motors motion picture, and distribute 
books to these groups. 


e Tying in the program with War Bond, Cooking 
School and similar activities in their stores. 


@ Distributing books through Boy and Girl Scouts, 
Ration Boards. Groceries and in many other ways. 


@ Featuring Frigidaire’s helpful messages and booklets 
in attention-getting displays, and in their newspaper, 
radio and direct mail advertising. 








Watch for 
"44 Announcement! 


It is on this foundation that Frigidaire has 
built a new and enlarged program for 1944. 
Watch for the announcement! 











THE RESULTS 


@ Over 245 million advertising messages attracting an 
unusually high percentage of women readers, have 
helped keep the public reminded of Frigidaire Products 
and Frigidaire Dealers. 


@ More than 6%4 million “Wartime Suggestions” book- 
lets required to meet requests—more than 5% million 
of these distributed through Frigidaire Dealers. 


@ More than 625,000 booklets and 250,000 reprints of 
advertisements requested by Home Economists and 
group leaders. 


e The free Motion Picture “How to Get the Most out 
of Your Refrigerator” has been seen by thousands. 


e@ Hundreds of expressions of interest and appreciation 
have been received from Government agencies, Educa- 
tors. Home Economists. Dealers and the public. 











Listen to 
GENERAL MOTORS 
SYMPHONY OF THE AiR... 


Every Sunday Afternoon, 
NBC Network 
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LET’S ALL 
BACK THE ATTACK! 
BUY EXTRA WAR BONDS! 


* 
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HARDWARE AGE 











So that we can speed produc- 


tion and make better ship- 





ments for you, we are restricting our line to the items 
that are the most popular and the most necessary. 
Even with the new wartime policy, Glasbake and 
Range-tec will still continue to be the most complete 
line of glass cooking ware in the world. 

As an example, in the Regular line we will make 1% 


qt., 2 qt., and 3 qt. round casseroles with pie covers; 


1 qt. round casserole with knob cover; and a 1 qt. oval 


McKEE 





- GLASBAKE —RANGE-TEG 


OVEN WARE agtm 








casserole with knob cover. Our sales representative 
or your jobber will give you complete details. 

Like every other manufacturer of quality products, 
our production has been affected by war orders, govern- 
mental restrictions and governmental regulations. This 
situation is made worse by the greatly increased de- 
mand for Glasbake and Range-tec. 

By thus restricting our lines, we will be able to make 
more Glasbake and Range-tec for you. The McKee 
Glass Company, Jeannette, Pa. Established ‘1853. 





TOP-OF-STOVE WARE tog. 1. 





THE MOST COMPLETE LINE OF GLASS COOKING WARE IN THE WORLD 
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wes the month commemorate of revered names, great men — and 





associated with them, periods forever flaming bright in American memory...We pause, in these 


decision-making days, to honor February's George Washington, soldier, hero, statesman, first pre 







sident... And, with profound respect for what we regard as his greatest object lesson, we pause also 
to honor Valley Forge. It was here that Washington, impelled by faith, nobly exemplified American 
courage... American fortitude... American purpose...In principle and practice, these qualities are 


as fervently America’s today. God willing, they will again bring success to our righteous cause 


ENGLISHTOWN CUTLERY, uno. 282: 2304057", 0045 re women 
J ‘ , LID. q) FACTORY. ENGLISHTOWN, NEW 


JERSEY 
NORMAN J. MERCER Go @p VICE PRESIDI 
wo 
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Goes Ull-Out for 
Pouce-lime Sales 


2 -+.. you'll see as fine and complete a line of radios as skilled 
DISTRIBUTORS: designers and engineers can produce; a line that will offer 





true values, distinctive styles in a range of prices, and great 


Discuss Sales Plans Prepare now to tap the rich market that awaits the day when 
With You! ’ gets are again available. Plan with CLARION for your part 






of the tremendous demand that is bound to follow the war. 

The Warwick Manufacturing Corporation, with manufactur- 
ing achievements and a financial stability that give it a high 
place in the radio world, is completing its distributor and 
dealer organization. 

Our highly skilled engineering staff has been performing 
splendidly for the Government and the Armed Forces. The 
same ability will be applied to the production of equipment for 
a public that is hungry for radios. 

You'll want to see the CLARION line. You'll be proud to 
handle it. It will pay you to begin preparations now for a 
CLARION franchise. Our Sales Department will provide you 
with plans that will prove profitable, and our advertising and 
sales promotion will build a leadership from which you can 
profit handsomely. 

Use the coupon below in requesting further information and 
our GET ACQUAINTED BR 


F.M.... Television . . . Electronics 


WARWICK MANUFACTURING CORPORATION 
CHICAGO 44, ILL. 


® Warwick Manufacturing Corporation 
» 4646 West Harrison St., Chicago 44, Ill. 






A sales 






























& Please send information and your Get Acquainted 
g Brochure. 
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TODAY IS NONE TOO SOON TO BE 
THINKING ABOUT YOUR POST-WAR PLANS 






arion 
RADIO 
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ON TWO FRONTS 


ON the home front and on the battle front, we 
are proud of the demand enjoyed by our prod- 
ucts and the contribution they are rendering to 


the war effort. 


If we cannot satisfy all your requirements, we 
know you will understand. When "it is all over" 
our expanded facilities will be used to give you 


better service .. . greater satsifaction. 


NEW YORK SOLDER COMPANY INC. 
13-19 Crosby Street - New York 13, N. Y. 
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“How To Do It” 
FS Information For 
Crescent Tool Users 


athe eR 








No. 18 .... PICKING THE 
PROPER TOOL FOR THE JOB 








With Hacksaws. the question of picking the proper 
type concerns the blade more than the frame. How- 
ever, reasonable judgment should be exercised in 
choosing a saw for a specific job. 








Crescent’s No. 1042, for example, is relatively light 
and is intended for average rather than heavy dut 
service. Depth of cut is another matter to be Pare 4 
ered. The ei above cuts only to a 2-1/2” depth, 
which might not be sufficient , the job at hand. 














Crescent’s No. 1047, with its heavy rigid frame, on the 
other hand is designed for the hardest work imag- 
inable. Its 3-1/4” depth of cut is sufficient for the job 
illustrated and its big, comfortable, pistol-grip handle 
enables the operator to put more power in the cutting 
stroke. 





_ CRESCENT TOOLS 





Fog Boe’ Ja a 





FEBRUARY 17, 1944 





14 18 24 32 











Blades are made with a varying number of teeth per 
inch, ranging from 14 to 32. Selection of the blade 
should be based upon material to be cut. Blades with 
18 teeth per inch are the best for general use, but there 
is no cau thing as an “all-purpose” blade. 


; 
Ass 


~ 


**# tare 





Select your blade according to the above chart. Never 
permit a condition wherein the teeth “straddle” the 
work. Use a blade of finer pitch or change the angle 
between blade and work so at least two teeth are al- 
ways engaged. Have work securely held when sawing. 


MAIL THE COUPON FOR FREE REPRINTS 
} This is No. 18 in Crescent’s TOOL NOTES 


Series. These informative advertisements 
— practical information for users of 
nand tools. Mail the coupon today! 






CRESCENT TOOL COMPANY, JAMESTOWN, N. Y. 
Crescent Tool Co., Jamestown, N. Y. 1-5 
Please send your “TOOL NOTES” Series 


(| for Bulletins (| for 3-ring binder 


Name = 





Address _ 





City State 
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CREATED BY ‘ 
THE MANUFATURERS OF 
GAS RANGES 


BEARING THE CAN HELP 
FAMOUS (P) sea GIVE THEM 


This program is contributed to the 


Gas industry by manufacturers of 

Gas Ranges bearing the CP Seal. PEACETI Mi F JO BS 
All Gas Ranges bearing this Seal 
are certified to meet the highest per- 


formance standards created by en- 
gineers and home economists of the BY PLA NNING NOW TO BUY 
entire Gas industry. ee ee 
A-B STOVES, INC. 
AMERICAN STOVE CO. 
CALORIC GAS STOVE WORKS 
CLARE BROS. & CO., LTD. 
CRIBBEN & SEXTON CO. 
DETROIT-MICHIGAN STOVE CO. 
THE ESTATE STOVE CO. 
GLENWOOD RANGE CO. 
JAMES GRAHAM MBG. CO. 
GRAND HOME APPLIANCE CO. 
HARDWICK STOVE CO. 
MOFFATS, LTD. 
O’KEEFE & MERRITT CO. 


ROBERTS & MANDER STOVE CO. WITH EXTRA WAR BONDS 








GEO. D. ROPER CORP. 
STANDARD GAS EQUIPM’T CORP. 
THE TAPPAN STOVE CO. 
WESTERN STOVE CO., INC. 


AMERICA’S SYMBOL OF 


14 HARDWARE AGE 











POSTWAR PROBLEM 


Jobs for Service Men— 
| Better Business for You 


Jobs for service men and war workers — millions of them — that’s America’s No. 1 
postwar problem. Here’s a definite, flexible nation-wide plan that will help create 
those jobs by starting peacetime industry’s wheels whirling with a backlog of 
orders. It’s a look-ahead, easy-to-use pre-selling plan that lines up profitable 
prospects for immediate postwar sales — makes your showroom Headquarters 
for Postwar Home Planning and enables you to re-sell old customers and pre-sell 
new prospects on Gas for Cooking and CP for Certified Cooking Performance. 








HERE’S HOW THE () BUSINESS BUILDING PLAN WORKS FOR YOU 


1—Your customers set aside NOW $100 to $150 EXTRA in War Bonds so they 
can buy the CP Gas Range they want and need immediately after the war. 





2—From a special easy-to-use CP Postwar Prospect Card you find out EXACTLY 
what kind of a CP Gas Range your customers want and need and file the informa- 
tion for future follow-up and sale. 


3—No money changes hands. No contracts are signed. But you can take definite 
orders and create a priority list if you wish. 


The CP Business Building Plan is practical, timely and as simple as ABC. You 
can expand it to cover every item on your sales floor. It’s a program your cus- 
tomers will welcome because it helps answer a problem all America is thinking 
about and provides a way for your customers to get the new CP Gas Range they 
want and need immediately after the war. 









Write for Your ) Business Building Kit Today 


We're backing this war bond selling, job making and sales building plan with 
nation-wide promotion and a complete kit of dramatic, colorful posters, mailing 
pieces, publicity, prospect cards, newspaper ads, bond holders and definite plans 
to help you tie in. Write today for the CP Business Building Kit to Association of 
Gas Appliance and Equipment Manufacturers, 60 East 42 St., New York 17, N. Y. 
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PEORL-WIGh 


Americas, Most Famous Hamper 











; In the past two years, our Pearl-Wick = ey 


4 has produced vast quantities of war goods, 


and a limited number of Pearl-Wick 
Hampers. We're still making munition 
boxes. But we're not neglecting our duty 
toward the thousands of our dealers who 
have shared with us Pearl-Wick’s sensa- 
tional growth. Important plans are now 
materializing that will vastly increase your 
post-war Pearl-Wick Hamper business. 


A STREAMLINED, MODERN PLANT 


When victory is ours, Pearl-Wick will be 
ready with a modern, up-to-the-minute 
plant. For the past few months a leading 
national engineering organization has been 
re-planning, re-arranging, and re-equipping 
our factory. Processes have been changed, 
operations improved. Startling results will 
come from these plans... creating top-flight 
quality hampers .. . and values at competi- 
tion-defying prices . . Surpassing even our 
pre-war super-values 


AIRLUICK 









DISCLOSES VAST PROGRAM 
NOW IN FULL SWING, TO 
BRING TO THE HARDWARE 
STORE AN AVALANCHE OF 
POST-WAR HAMPER PROFITS 











POST-WAR MODELS . .. MATERIALS 


Already, dozens of stunning new models are 
awaiting future production. These were cre- 
ated for Pearl-Wick by famous industrial 
designers whose incomparable modern 
touch will embellish all our Hampers. 
Newly-found plastics will play an important 
part in these designs. In styling, color and 
finish they will belong in the beautiful 
homes of the post-war era. As always, 
Pearl-Wick’s leadership will be maintained. 


The First Time for ANY Hamper... 





A GENUINE NATIONAL 
ADVERTISING PROGRAM 


To top off our gigantic plans for the future, 
we've already started and will continue a 
SUSTAINED PROGRAM OF NATIONAL ADVERTISING 
THAT IS NOW REACHING MILLIONS OF WOMEN, 
MONTH AFTER MONTH, IN NATIONAL PUBLICATIONS, 
BUILDING NOW Your POST-WAR HAMPER CUSTOMERS. 














sEmMCUCAL rad Famous Hamper 


PEARL-WICK CORP ISLAND CITY 2, N.Y 
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YOUR THERMDS MARKET 1S GROWING 


TRADE~ MARK REG, U. S. PAT. OFF. 


* Countless thousands of wavluns who never huge list of long-time, well-satisfied Thermos 

before carried a vacuum bottle now recognize _—_ users, and you have a mafket potential un- 

“Thermos” brand vacuum bottles as a neces- __ paralleled in vacuum ware history. 

sary part of the work-day. Thermos advertising today is doing the im- 
An even greater number of people are be- _ portant part of building and protecting your 


coming acquainted with Thermos brand prod- = Thermos business tomorrow. 


Paice THERMDSs 


BONDS TRADE MARK REG. U. S. PAT. OFFICE 
R 


Sly Moe W*®  Byand Vacuum Bollles 


ucts through consistent advertising in national 
magazines. 
These two groups make up a vast new mar- 


ket for your postwar sales. Add to this the 














THE AMERICAN THERMOS BOTTLE COMPANY, NORWICH, CONNECTICUT 


4 
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BUILDING FUTURE BUSINESS 


This advertisement, in full color and black and white, 
is reaching millions of sportsmen, farmers, and prospec- 
tive shooters. It is cultivating a bigger future business 
for you in Savage sporting arms. 


SAVAGE ARMS CORPORATION 
Utica, New York 


j 





HARDWARE 


AGE 








Alvout war production does not pre- 


clude planning for V-Day. Therefore, we 
are constantly alert to the peacetime 
value of the new manufacturing tech- 
niques we have learned while making 
military materiel. Because of this new 
experience, we will be able to produce 
an even finer line of Mercury bicycles 
and Steelcraft juvenile wheel goods. 











McHinneys 


direct war work 


contains 
a MESSAGE 
OF IMPORTANCE TO 
MCKINNEY DEALERS 


Much of McKinney’s production has been 
diverted to war channels, yet McKinney’s new 
activities are not without profit to McKinney 
dealers. Every facet of this new work (the 
making of parts for numerous war items from 
sircraft to hand grenades and landing mats to 
tanks) is adding much to McKinney’s produc- 
tion skill—will help make McKinney more 
broadly known than ever, after the war is over. 

Add that to McKinney’s 75 odd years of 
experience in meeting changing trends and you 
have the assurance of a more salable line to 
meet competitive postwar markets. 

Keep McKinney in mind for wartime building 
.. » then talk McKinney and display McKinney 
for building after the war. 


HARDWARE AGE 
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HOW TO 
“SINK” A SHIP 


Rope on a ship—any kind of a ship— 
is as necessary as men on its decks. A ship \ 
without plenty of rope would be literally 
“sunk!” \ 


~~ 
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All the rope on the constant stream of ships to} 
almost everywhere—and all the rope on many 
other “fighting” jobs, where it is EXPEND- 
ABLE—means that rope must be saved here ‘ 
at home! 


Make it your patriotic duty to see that every 
rope user knows how to save rope. Write for 
free copies of the W.P. B. sponsored booklet, 
“The Rope You Save Fights For You!”— 


distribute it freely! 


PLYMOUTH 


THE ROPE YOU CAN TRUST 


PLYMOUTH CORDAGE COMPANY, North 
Plymouth, Massachusetts and Welland, Ontario. 
Division Offices : New York, Chicago, Houston, 
San Francisco. Warehouse Stocks: New York, 
Boston, Philadelphia, Baltimore, Houston, Chi- 
cago, San Francisco. 
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UST tell a customer you can fill his 
order with the famous American 
Fence—and watch him beam. He 
knows from experience how good it is. 
You'll be able to fill more orders 
now, because we are permitted to 
manufacture more American Fence. 
But the quantities are still too small 
to meet ail demands. So you'll have 
to continue the splendid job you’ve 
been doing in keeping customers 
happy while asking some of them to 
wait. And here’s what we are doing to 
help you: 
In our advertising to farmers we 
inform them that you may not be 


Uss 


STEEL 


NEEDS 


able to supply them with American 
Fence. But we suggest they place 
their order with you now—to make 
sure of the earliest possible delivery. 
If you keep this list of customer 
orders up to date, it will help distri- 
bute fairly the fence we can send you. 

We are urging farmers, while the 
war lasts, to ask for only the fence 





they absolutely need. And to help 
them get along, we offer the free 
booklet, “How to Make Fences Last 
Longer”. If you wish to distribute 
copies of this good-will building book 
in your store, tell us how many you 
will need. Write: American Steel & 
Wire Company, Room 404, Rocke- 
feller Building, Cleveland, Ohio. 


AMERICAN STEEL & WIRE COMPANY, Cleveland, Chicago and New York 
COLUMBIA STEEL COMPANY, San Francisco 
TENNESSEE COAL, IRON & RAILROAD COMPANY, Birmingham 


United States Steel Export Company, New York 


MORE SCRAP 


NOW...SEND IT INI? 


AMERICAN FENCE 


Vhewed mort tn we Ther ang Kher brani 
OR ly OR Das We, Se ie ee be OD 
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HE lines of every architectural design de- 

pend upon the strength and quality of the 
materials they call for. In supplying every 
need for door hardware Richards-Wilcox has 
a record of 64 years of unfailing dependability. 
The reputation for quality which R-W prod- 
ucts have gained is further strengthened by a 
service that is second to none. The R-W Engi- 


neering Department is familiar with every 





FEBRUSRY 17 1944 


Richard s-Wilcox Mig. Co. 






doorway problem—and ready to give prompt, 
competent assistance in determining the most 
suitable hangers for doors of any description— 
home, industrial, barn, garage, elevator or fire. 
R-W provides standard hangers of every type. 
Each of the branches listed below is staffed 
with competent engineers ready to provide the 
service you need at the time you need it. They 
will consult you gladly, without obligation. 
They are a reliable source of “strength be- 
hind the lines.” 


BUY MORE WAR BONDS 


Strength behind lhe lines 





1880 
64 


1944 





YEARS 
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ACCURATELY 
CONTROLLED 


An A-P OILIFTER, automat- 

ically lifting oil from bulk 

storage in basement or out- 

doors, feeding it in measured quantity for the require- 
ments of the heater, means quick, easy heating 
comfort for thousands of Americans today. 


The standard A-P Constant Level Oil Control Valve, 
illustrated next to the OILIFTER, is standard equip- 
ment on most of the leading oil burning heaters. 
It may be manually operated, or controlled through a 
thermostat. 


All A-P Oil Controls and accessories are precision- 
built to the highest standard of dependability. They 
offer accurate oil control, heating economy, and 
steady service-free efficiency that adds much to the 
satisfaction of your buyer. 


Continuing research and development now in prog- 
ress at A-P laboratories will offer many more 
advantages—‘‘dividends”—of A-P control-knowledge 
in post-war appliances. Watch for them—for new 
selling aid in peacetime heaters and other products. 


AUTOMATIC PRODUCTS CO. 


2442 N. Thirty-Second St., Milwaukee 10, Wis. 





Here’s one more reason 





you ll sell more if they’re 


Whitn ey 


We don't necessarily mean 
right now. We know only 
too well you're not getting 
all the Whitney hampers 
you'd like. But there will 
come a day soon, we hope, 
when the Whitney advertis- 
ing now consistently appear- 
ing in American Home and 
House Beautiful will pay 
dividends to you and our- 
selves through greater ac- 
ceptance of the best hampers 
made... those that bear the 
Whitney label. 


BEST KNOWN IN THE PAST. . 








Ie. 8 your guar- 
antee you’re getting the 
finest hamper your dollar 
can buy. A hamper that 
has many superior con. 
Struction features that 
make for long life and 

durability, 


So look for the label and 
be sure it’s a Whitney. 

Whitney hampers are stil] 
available in limited quan- 
tities at Department and 


Hardware Stores every- 
where! 





’. &. white 
"Y Cannings 
Leominster, Mavs he co. 





. BEST KNOWN IN THE FUTURE 


Whitn ey 





HAMPERS 


F. A. WHITNEY CARRIAGE CO. - LEOMINSTER, MASS. 


HARDWARE AGE 





Far exceeds U.S. Dept. 
of Commerce minimum 
requirements for an AA 


Kills flies ee 

mosquitoes, ;; 
™0ths,ants and mam }s 
ther household insects {4 


ID YOU REALIZE that two. out of 

every three families buy insect sprays, 
garden sprays or moth crystals? That 
they spend $25,000,000 a year for them? 
That Bug-a-boo-is the fastest-growing 
line in this market ? 


Bug-a-boo products can help build your 


FEBRUARY 17, 1944 




















CONTAINS ROTENONE 


Victory 
Garden Spray 


‘ Contains Roteno#? 
MAKES UP TO 1p GALS. OF SPRAY 

a Pedi 
KILL THE Inarediontge “ 
THAT Da 


‘Water 


MOTH Worms 

IMAGE C10 Va acters yUM 
THING YA “ONY -VACU 

cORTONTE | Fons : - = 





There’s a complete line: Bug-a-boo, the Super Insect 
Spray, Bug-a-boo Moth Crystals, and Bug-a-boo Victory 
Garden Spray. : 


They’re all developed — and constantly improved — by 
the famous Socony-Vacuum laboratories. 


They’re all nationally advertised in Life, Saturday Eve- 
ning Post and Good Housekeeping. 


Available from coast-to-coast, with direct deliveries to 
you from our own warehouse stocks or through leading 
wholesalers. 





When the 


postwar 


home 3 is. 5 és Cunveiled- 


Macklanburg-Duncan products 
will play an important role! 


MB Byreeny ts a lot of talk these days about the postwar home. Some folks 
say it will have plastic plumbing, glass walls, unbreakable windows, 
and sliding panels instead of rooms. 


We cannot predict what the “dream home” of tomorrow will look 
like, but we can promise that its construction will include many 
Macklanburg-Duncan Co. products. 


For over 25 years, the Macklanburg-Duncan Co. has been a leader in 
the manufacture of products needed to build a home. And in “the 
tomorrow after the war” you may rest assured that we will maintain 
that position. To such famous trade names as Numetal Weatherstrips, 
Nu-Art Moulding and Edging, Nu-Way Screen Door Grilles and count- 
less others will be added new products for which we are now planning. 


Meanwhile, we are doing out best to divide equally among hardware 
and lumber dealers the limited number of items we are able to manu- 
facture under present conditions. 


We’re working for today’s 
victory— but planning for 
tomorrow's homes. 


Our plant is almost totally en- 
aged in making vital parts for 
fighting planes. But our war 
work is rolling along so smooth- 
ly that we are now able to de- 
vote some time to our plans for 
the future. This means that when 
the war ends we will be prepared 
to meet your peacetime needs as 
quickly as we met the wartime 
needs of our country. 


MACKLANBURG- DUNCAN CO. 


STRIP NU-GLAZE GLAZING COMPOUND NU-ART MOLDINGS AND EDGING 


VESTICLOA Y MUMETAL WEATHERSTRIP NU-CALK CALKING COMPOUND NU-WAY WEATHER- 


OKLAHOMA CITY, 





OKLAHOMA 


Items Still Available to Hardware and Lumber Dealers Everywhere 











Mi Glaze MADUCO VICTORY 


Wood & Felt Weather Strip 


ay building is bry od until it This dependable compound does not MADUCO Plastic Molding and Trim An efficient sy-to-install weather 
is calked. NU-CALK Calking Com- dry out, crack or peel. Not oily . . won the National Plastic Award for strip. Made of high grade fet and 
pound will not dry out, run, crack, clean to handle. Applied like putty 1941, the highest honor in national wood. 


harden or pull away. - but not putty. plastic competition. 
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Copyright 1944, Norton Lasier Co. 
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DOOR CLOSERS 


T., CHICAGO 


NORTON LASIER COMPANY, 466 W. SUPERIOR S 
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“AMAZING GROWTH!” “Our sales of “CAN'T DO WITHOUT ITI” “Kem-Tone 









Kem-Tone have grown amazingly. has really been a blessing to the AY 
We have never before seen any new paint business. Taking all things into Op if 7 
product so quickly and widely ac- consideration, we don’t see how we é 
cepted by the public!” can get along without Kem-Tone.” 

The Stembeugh-Thompson Co. Porter Paint & Wallpaper Co o 

Youngstewn, Ohio Detroit, Mich. 


“FASTEST-SELLER EVER! Kem -Tone “IT’S A LIFE-SAVERI’ “Kem -Tone 
is the fastest-selling item we ever had. has been a ‘life-saver’ to us and we 
We attribute the large increase in are sure to many other paint dealers 
sales in all departments of the store as well. The amount of Kem-Tone 
mainly to the consumer demand for we are selling is amazing!” 


Kem-Tone.” w. 0. Bayes Palas oder — Paper People ; . S . / 
WATCH WHAT THEY SAY IN °44! » “= | 


PuSH {gn | 






Stel eT, Wie DISPLAY Kony ! 
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Hitch your wagon fo this star 
of all paint-selling campaigns! 


TRADE MARK — Reg. U.S. Pat. CHC 


| MIRACLE RADIO SHOW 


FEATURIN G 


DUNNINGER 


THE MIRACLE MASTER MIND 


EVERY WEDNESDAY NIGHT 9 TO 9:30 E.W.T. OVER THE BLUE NETWORK 



























PLUS NEW NATIONAL MAGAZINE ADVERTISING: 





PLUS NEW SUNDAY SUPPLEMENT ADVERTISING! 


| PLUS NEW COAST-TO-COAST NEWSPAPER ADVERTISING: 


PLUS SPECIAL KEM-TONE—DUNNINGER NEWSPAPER ADS! 


PLUS NEW DEPARTMENT STORE ADVERTISING: 


= |/PLUS BRILLIANT NEW KEM-TONE DISPLAYS! 


WATCH {<QG777¢ BREAK ALL-TIME SALES RECORDS FOR YOu! 






When we switch from 


FAST KILLERS to 


FAST SELLERS 


KaKkKkkkkkkkkkkkkkkkkkkkkk 





















Yes, the UNION Line of fast-killing precision war > 
products will be replaced quickly by a faster-selling | 
UNION Line than before,—enlarged by our greater | 
facilities, improved by our greater skill, perfected 
by our greater experience under war pressure. 


Your UNION Line will present new products, new 
values, new features shrewdly designed to increase 
your PROFITS. 


Roller and Ice Skates 
Fishing Tackle 
“Chisels and Screwdrivers — 
“Hack Saw Frames 
Gun Implements 


* Available on Priorities. 





IN “UNION” THERE IS STRENGTH 


HARDWARE COMPANY 
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FROM THIS ROCKY RIVER OIL STONE.. 





.»» Comes the World’s Finest 


KNIFE SHARPENER 


Throughout the world, Rocky River oil stone 
is recognized for its superior sharpening quali- 
ties. It 1s from this high grade stone that Berea 
carefully selects the most desirable pieces for 


cutting and finishing into the popular, quick 





moving oil stone bearing the Rocky River name. 







Can be used with water or oil as desired. 
8” x 2" x 1" size is popular for bench and tool 
chest. Weight, boxed, 1% lbs. At your Jobber. 


TITTWULTT eae 


Division of The Cleveland Quarries Co. + Cleveland, O. 


HARDWARE AGE 






A timely message 
from‘one of America’s 
Hardware Leaders... 








“STRONGER THAN EVER. . 


Trade will be equipped to serve the consumer in the postwar years.” 





- the Independent Hardware 


HARRY D. KAISER, President, NATIONAL RETAIL HARDWARE ASSOCIATION 


ive predictions that hardware re- 
tailers would be driven out of 
business because of scarcity of mer- 
chandise and war-time restrictions have 
proven just as erroneous as all other 
prophecies that the days of the inde- 
pendent merchant were numbered. 
Hardware retailers have experienced 
during 1942 and 1943 two of the most 
— years in the history of the 
usiness. 


“Failures have been remarkably few. 
The membership of the National Retail 
Hardware Association, which I serve as 
president, is larger than it has been for 


WE 


WROUG 








“The aggressive, capable hardware deal- 
ers and jobbers — and they constitute 
a substantial majority of he craft — 
will begin the postwar period with clean 
stocks and ample financial reserves, pre- 
pared to make use of the many mer- 
chandising aids that will be available. 


“With these resources and helps the 
independent hardware trade, stronger 
than ever, will be equipped to serve the 
consumer effectively and economically 
in the postwar years.” 





Padlocks 


STEEL re BOUL CAS % 


MASTER LOCK COMPANY, Milwaukee 10, Wis., Worlds Leading Padlock Manufacturers 
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EVERY 
MINUTE 
COUNTS 





Make every clock 
count minutes 


Of all America’s resources, it is time that 
we can least afford to waste. Time for pro- 
ducing, time for fighting—even time for re- 
laxation—must be used the very best we 
know how for lost time may mean lost lives. 


The efficient use of time hinges upon the 
aid of accurate clocks but, at the moment, 
our government needs for other purposes 
the material, manpower and machines that 
could ordinarily be devoted entirely to clock 
production. 


It is our responsibility and yours, there- 
fore, to see that not a single pre-war clock 
lies idle—that every usable clock in America, 
regardless of make, is kept ticking for the 
benefit of those Americans to whom the 
accurate budgeting of time is today so vitally 
important. Let’s preach conservation, prac- 
tice conservation, of existing clock supplies 
until that happy day when Victory permits 
resumption of full peace-time production. 





The William L. 


GILBERT 
Clock Corp. 





WINSTED, CONN. 





— clock makers to the nation since 1807 — 
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When peace comes... 


it will be Grand 


The thousands of Grand Ranges in ser- 
vice today are the best Grand Range 
salesmen you could have for the new 
line of ranges we will have available 
after the war. Women who have once 
enjoyed Grand’s efficiency and con- 
venience will not easily be sold any 
other brand. 


But just to make sure, Grand is now 
preparing new features . . . new ideas 
... that will make the next line a must 
for every woman who needs a new’ 
range. For example, that line will 
feature a CP Range. 


With a CP (Certified Performance) 
Seal added, your line of post-war 
Grands will be an irresistible attrac- 
tion for every homemaker! 


GAS RANGES 


HARDWARE AGE 
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Ce SWEEP Soot Destroyer sales have 
boomed and paid off handsomely for hard- 
ware dealers, because it's a natural product in 
these days of fuel shortages! There are few items 
you can cash in on these days; Chimney Sweep 
is not only in demand by your customers. /#'s 
available. 

From the very beginning orders have poured in 
for Chimney Sweep—followed by re-orders in 
larger quantities! Chimney Sweep moves fast— 
profits are high—customers are happy. Chimney 
Sweep is heavily advertised to consumers through 
radio and newspaper. Display Chimney Sweep 
and tie-in with this advertising. A Chimney Sweep 
display is one of the lowest-rent centers in your 
store! 

Don't watch the profit parade go by! Get in 
the money! Order from your jobber today! 


hy te ee ee 8) Ye C7 A ee ZOOL 
How Little You Pay! How Much You Make! 


Retail value 


Wherever it’s cold, dealers are raking in 
NEW profits on this sensational item that 


SELLS ITSELF ON SIGHT! 


No. 106 Key Dealer Assortm 
uke a “bang —— job oF CHIMNEY SWEEP. Here is what you get in two specially 


ed 
4, 2.daz. “ial size 12,0z. cans— 


2. 1 doz. 48 oz. cans— 
Retail value .... 


, rae 


Counter Siaplay Card and Hand Circulars or Mailing Enclosures. 


HERE’S WHY CHIMNEY SWEEP 
IS A SENSATIONAL SELLER! 


% Cleans soot and scale from firebox to 
chimney top 


%& Saves fuel—gives more heat for less money 


* Safe—non-inflammable—non-explosive 






%& Regular use prevents chimney fires 






%& Any one can use it—simple and easy 


% For use in coal, oil and woodburning fur- 
naces, fireplaces and stoves 














% A proved volume-seller nationwide. 








This popular combination includes everything you need 






Total Retail value $18.96 


138 


A striking Window Display, a colorful 





Your 
— 
only 














7 CANT SAVE 
FUEL W/TH A BROKEN 
S7ORM SASH! CAN Yo, 











l @ WEHAS WAX 
FOR WOODEN 











HARRIED HARDWARE MEN MAKE MOST OF GLASS SALES 


Johnnie’s muskrat trap is busted, 
Freddie’s wooden sled needs grease, 
Mom's prewar washer quit her, 
Fido’s gone and lost his leash. 


Savin’ Sam needs glass for Storm Sash, 
Uncle Hank wants ammunition, 

It’s a wonder how Doc Fixit 

Keeps his sunny disposition. 


Starting a new year means nothing for the Hardware 
Dealer. It’s just another round with the same old worries, 
the same kind of repair jobs coming up, and the same 
drain on his good nature. We wonder how the Hardware 
Dealer—beset on every side with rush. jobs and no 
merchandise to sell—can keep his equilibrium and 


cheerfulness. 


Certainly it won’t be any easier in 1944, There’ll be 
more household equipment and farm and garden tools 
to be kept in repair than last year, and people will be 
in just as big a hurry. One ray of hope stands out however 
—the bulk of our Hardware Dealers are sound, down-to- 
earth businessmen who have kept their feet on the ground 
and their minds alert. 

Because they do know what their customers want and 
what merchandise is just right, Libbey-Owens-Ford 
Quality Window Glass is recommended for several sound, 
deep-seated reasons. The dealer who knows glass, carries 
and sells L-O-F Window Glass because experience has 
taught that it cuts easier with less breakage. . . is 
stronger, flatter and clearer . . . because it is annealed 
longer. Libbey-Owens:Ford Glass Company, 3624 
Nicholas Building, Toledo 3, Ohio. 
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LIBBEY-OWENS*FORD 


A GREAT NAME IN flas 
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LAW MUNI PaCE avi his Aloha islanders! 


Now on Sonora 
| records 


> 


ALWAYS TOP SELLERS among Records, 
Hawaiian melodies are today more in demand 
than ever. 

And among interpreters of these unforget- 
able melodies, Hawaiian-born Lani McIntyre 
holds undisputed sway as the King of them 
all. His name is magic with millions who have 
seen and heard him in person—over the air— 
and in the movies. 

Now in SONORA’S Series E—‘‘ Melodies 
That Will Live Forever’’—in inspired bell-like 
brilliancy, SONORA Records capture and recreate 
all the authentic and romantic harmony of 
these perpetual favorites. 

This sensational Album of Hawaiian melodies 
is but one of a complete group of Albums 
recently recorded by SoNoRA. They include a 
range expertly selected for their day-in, day-out 
popularity with all types of Record buyers. These 
will soon be available through your SONORA 
Record jobber. Ask him for the complete list. 

And remember, SONORA Records are nation- 
ally advertised in America’s most important 
national magazines. 





SONORA RADIO & TELEVISION CORP. 
325 N. Hoyne Avenue + Chicago 12, Illinois 
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HELP YOUR CUSTOMERS 


“MAKE IT DO” 
BY SELLING 








America’s Fastest Selling 


DRAWING INSTRUMENTS 


Now we are able to offer the trade MAXIMUM whole- 
sale discounts on CHARVOS Drawing Instrument Sets, 
so greatly in demand by War Industries, schools, artists, 
and draftsmen all-over the country. 

The complete line listed below is now available in any 
quantity, for immediate delivery from stock, at discounts 
which afford you worth-while profits. 


Cash in on the present peak demand for Drawing Instru- 
ments by stocking at once this popular, widely-advertised, 
fast-selling Charvos line. 


Write, wire, or phone vour orders today! 


Set Ne. 612—containing: 
6”, Straightening 

Device with Pen and Pencil 

Parts ond Lengthening Bar. 

Ruling Pen, 6%”. 

Bow Pencil, 3%”. 

Bow Pen, 8%”. 

Serew Driver ‘with Needles 

Leads. 





















Tt 















and 
Velvet Lined Two Flap Pocket 
Type Case. 


Price $10.80 each DISCOUNT: 40% 


Set No. 614N—contain- 
Damaged tools, broken toys, worn rubber hose 


and frayed electrical cords can be restored to Ne 





usefulness by making repairs with tape. You Satine Pen, tee cri 
can help your customers — and your sales — by ing Device 





Bow Divider, 3%”. 


suggesting such repairs when you can’t supply Bow Penell, 334”: 


them with new items. | 

And to make sure your customers get full 
service from these repairs, recommend and sell 
PANTHER and DRAGON Friction and Rubber 
Tapes. You'll find them to be quick-sellers and je ag Ry — ag 
steady money-makers. ®, head adjustabte. fe ae. 


Bow Pen, 354”. 
Serew Driver with Needle 


a lb 
Velvet Lined Twe Flap Pocket 


Price $15.00 each DISCOUNT: 40% 


Set No. 814—containing: 


























SOLD THROUGH RECOGNIZED 
INDEPENDENT WHOLESALERS 






Divider, 6”, _cquipped with 
stment and 
tension 


adjustable head. Bow 
Divider, 3%” center wheel 
adjustment. 



















Panther and 
Dragon brands 
each include 
Friction and 
Rubber Tapes. 










Bow Pencil, 334” conter wheel adjustment: 
Bow Pen, 3%” center wheel adjustment. 

Ruling Pen, 5/2”, octagon shape carbon steel with hand finished point, 
Serew —- Needles, Leads, and Parts. Velvet Lined Two Flap Pocket 


Price $18.00 each DISCOUNT: 3314% 


WRITE FOR ADDITIONAL DISCOUNTS 
ON VOLUME ORDERS OVER $1,000 NET. 


Your orders, large or small, wil be filled promptly 
and carefully from one of America’s largest stocks of 
drawing instruments. 


Write! Wire! Phone! 


The Department Store of Art Materials 
(8 ARTHUR BROWN & BRO. 


67 West 44th St., New York 18, N. Y 
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YOU CAN 


(Ready February 10th) 


NEW 


WwooD 
CONSTRUCTION 


| The “Big Name” Planes 
' Every Model Fan Wants! 






at Are in the News 


The Planes Th 


AIRPLANE KITS 





Sensational New Models Built on a Tube— 
With Ready-Cut All-Wood Parts 


Three new 25 inch wing span kits to retail at 29 cents—a new dollar 
kit with 40 inch wing span, and a big deluxe true-to-scale kit for 
$3.00. New time-saving construction with important center strength 
is a natural sales booster. Descriptive circular on request. 


30 OTHER OTT-O-FORMER KITS 
Priced 15c to $1.00 











MANUFACTURING gp 0; OVINE? EDUCATIONAL 
§ West Superier Street s 
neue” (QTLY Bry * AIRPLANE KITS 





FEBRUARY 17, 1944 37 

















(Left) Goulds famous Jet-O-Matic Water System — 
one unit for shallow or deep well operation. 


(Center) Goulds Cid” Shallow Well Pumping Unit. 
(Right) Goulds "'Cid’’ Deep Well Pumping Unit 


UAdt3 te tt uwe . 


has them. Plus sensational new and exclusive 
advantages. 


You'll do well to ask that question before 
you select the manufacturer who will supply 
you with domestic water systems for sale in 
the highly competitive postwar market. 


*You will want every type of a pump or 
water system that will be required to supply 
the needs of your various customers:— For 
deep and shallow well service; dual service 
pumps that will serve either deep or shallow 
wells; pumps of many sizes to meet the vary- 
ing Capacity requirements of your customers. 
Goulds has them. 


* You will want all the merchandising fea- 
tures necessary to meet competition. Goulds 


v 
Yu 


*You will want thorough dependability. 
Goulds has it - - - Has manufactured nothing 
but pumps and water systems for almost a 
hundred years. Domestic water systems are 
an important part of our business. 


* You will want water systems that have al- 
ready gained wide public acceptance. Goulds 
has them - - - We're the largest manufacturer 
of pumps, exclusively, in the world. 


* You will want a water system with a name 
that carries a sales punch. Write us for the 
name of your nearest distributor. 


7 


5 


GCOULDS PUMPS, Inc. 


es oe ee, AO 





£ 


Your best 
—_— 
> customer 


NEEDS ALL THE 





HELP YOU CAN GIVE 


‘er System — 
] operation. 


ping Unit. 


ng Unit. 


bie FARMERS of the country, 


through the “Food Fights for - 


Freedom” program, are asked to 
exceed last year’s record food pro- 
duction. This is a tough assignment. 
They need buildings and equipment 
in top working condition to put it 
over. And that’s where you come in. 

You’ve been helpful in the past 
with your suggestions as to how your 
farmer customers could fix up their 
buildings and keep them tight and 
dry. We know you'll continue to do 


this. And we know that you will con- 
tinue to distribute your limited sup- 
ply of U-S-S Roofing and Siding 
where it is needed most. Because 
there still isn’t enough to satisfy all 
demands right away. 

In our advertising to farmers we 
tell them to see you if they need steel 
sheets for repair purposes. And that 
when you can’t fill their order imme- 
diately, you'll take care of them in 
turn. We also suggest they start plan- 
ning now for the new modern steel 


CARNEGIE-ILLINOIS STEEL CORPORATION, Pittsburgh and Chicago 
COLUMBIA STEEL COMPANY, San Francisco 
TENNESSEE COAL, IRON & RAILROAD COMPANY, Birmingham 
AMERICAN STEEL & WIRE COMPANY, Cleveland, Chicago and New York 
United States Steel Export Company, New York 


U-S*S Steel Roofing and Siding 
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structures they'll want as soon as 
building materials are released in 
greater quantities. 
FREE BUILDING PLANS 

We offer farmers free a limited 
selection of farm building plans. We 
recommend that they order these 
plans through you. They include a 
cattle shelter, machinery shed, poul- 
try brooder house and range shelter. 
Send for the complete dealer’s copy 
of the Farm Service Book. Use it to 
build future business. Write: Agri- 
cultural Extension Bureau, 621 Car- 
negie Building, Pittsburgh 30, Pa. 








Until R/M Woven Glass and woven asbestos wicking | j 


can be had again, R/M Tri-Ply Wicking will do... 
and do very well. Here’s why: 


1. Hard outer ply resists wear and tear. 


2. Middle layer of crimped asbestos felt 
sends fuel racing-to-the-rim for quick 
lighting. 


3. Inner layer of soft asbestos paper keeps 
fuel-supply uniform. 


4. Rippled construction permits wick to be 
rolled without buckling or breaking; assures 
proper alignment and seating of wick in 
burner-channel. 


5. Tri-Ply construction effects complete fuel- 
vaporization, reduces carbonizing. 


R/M Tri-Ply Wicking comes %”, 1”, 1%”, and 1%” 
wide —— SIX FEET TO THE BOX, 12 boxes to the carton. 
Also in cartons of 100 feet. 

Sell duration-quality R/MTri- 

Ply Wicking. Ask your jobber. 


Awarded to R/M 
North Charleston Plant 


INDUSTRIAL SALES DIVISION 


RAYBESTOS- RORPATTAN, INC. 


MAANHEIM PA NORTH CHARI 








A lite may depend on» 
a PURITAN cord— |\\ 
$0, you get what 
they don’t need! ... 


‘| If you can’t get all the Puritan cord you 


want (and who but our armed forces 
can), remember this: Sash cord is an 
essential weapon of war. It has hun- 
dreds of uses. It has been the means 
of saving lives. 

Capacity production, day and night per- 
mits us to serve you. Complete Puritan 
services will be re-established in the 
post-peace period. ’Til then, let’s all do 
our best! 


PURITAN CORDAGE MILLS, Inc. 
LOUISVILLE ° KENTUCKY 


Manufacturers of sash cord, clothes line, and 
braided and twisted cotton cords. 





HARDWARE AGE 


x The planes that come diving down to strafe our fighting men are 
not the only winged peril that menaces them. Winged insects carry 
deadly diseases that are taking a heavy toll. 

The Anopheles mosquito can almost instantly inoculate its human 
prey with the germ of the dread malaria. Many fearful tropical 
diseases are insect-borne. Typhoid, dysentery, and anthrax are trans- 
mitted by insects. Even the common housefly is a recognized disease 
carrier—as serious a menace to health as the blood-sucking insects. 
Scientific research has proven the fly carries infantile paralysis germs 
on its filthy body. 

America’s fighting men must be kept physically fit—in the jungles 
and other insect-infested regions all over the world...in training 
camps. ..in the great war plants. America’s homes, too, must be pro- 
tected against insect-borne diseases. One good form of protection is 
Red Edge Screen Cloth. The amount we can make for civilian use is 
limited. Your co-operation in making it go as far as possible will help 
a lot in the campaign to prevent epidemic disease. 


REYNOLDS WIRE CO. * DIXON, ILLINOIS 





RED EDGE 
Self-Measured Screen Cloth in the Round Package 
Screen cloth for civilian use is now manu- 
factured only in widths of 24, 26, 28, 30 
32, 36, 42 and 48 inches—in 12 and 
16-mesh Black (painted) and 16-mesh 
AluminA (electro-plated with zinc) for 
the duration—subject to further limitations 
if necessary. 
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TEX-KNIT 


IRONING BOARD PADS 


and COVERS 


HERE'S WHY YOU CAN'T GET TEX-KNIT 
IN THE QUANTITIES YOU NEED 


Our waffle-knitted padding hes gone 
to war . . - To military hospitals for 
ironing sheets smooth and comfortable 
_ to camp and ship pai for 
i s well-dressed - - - 
pe vi ge eG! war-time purposes. 
= ‘ae aie ... is going toward filling 
the growing consumer demand for a sag ete 
lighten the burden of home laundering. 
Tex-Knit products are 
available in a limited sup- 
ly, 
oi with your jobber, 


we suggest you get 


distributor,or write direct. 


~enxaeaeee” 


From Cotton Bale to Pads 
.++ Textile Mills is the only 
company that looms the 


ironing board pads it sells. H 


Textile Mills 


General Offices: 3948-50 ROOSEVELT ROAD 


1 
1 
1 
1 
i 
1 
1 
1 
1 
1 
1 
1 
1 
1 
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FEDERAL 
Firacical 
HOUSEWARES 


No. 430 DRIPLESS SERVER 


Iq qt. capacity . . . holds point-saving 46 


oz. can’ of fruit juice. Fits in refrigerator; 
keeps juice better, longer . . 


. no contami- 
nation . . 


. no refrigerator odor . . . no 


drip, spill, waste. Always ready to serve. 
Easy to clean. Has tenite plastic top and 
slide in choice of colors; clear-glass con- 
tainer. Retails at 75¢. 


. 456 SHAKERS 


Note sanitary ‘'side-flow"’ pour- 
ing holes in shaker tops to 
keep dust and grease from 
settling down and into con- 
tents. Tops are red Tenite 
plastic, embossed ‘'S' and 
“p': 7.02. containers are 


clear-glass. Shakers retail at 
10¢ each. 





No. 455 
CONDIMENT JAR 


Handy, sanitary serving jar for jellies, jams, 
condiments, etc. Two-piece hinged top pro- 
tects contents; spoon is shaped for easy use. 
Top and spoon are red plastic; 6-oz. con- 
tainer is clear-glass, 4'' high. Retails at 20¢. 


SEE YOUR JOBBER... 

(All retail prices as listed above are suggested retail prices; they may be 
slightly higher west of Mississippi.) 

NEW YORK OFFICE—200 FIFTH AVENUE 


WESTERN OFFICE—TERMINAL SALES BLDG., SEATTLE, WASHINGTON 





Mill: 820 S$. TRIPP AVENUE + CHICAGO 
42 


FEDERAL TOOL CORP. 


400 N. LEAVITT ST., CHICAGO 12, ILLINOIS 


HARDWARE AGE 





HOME APPLIANCE 
USINESS WITH... 


tops to 
se from 
to con- 
| Tenite 
s"' ond 
"Ss are 
etail at 


F 




















TIE YOUR POSTWAR PLANNING TO EM. - THE TIME-TESTED LINE 
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PLASTI(D0 


/ 
THESE Wolly meade KNOE 


SAVE CRITICAL WAR MATERIAL 


“LOS ANGELES” 
design Latchset No. 9'/s, 
all-plastic 2” knob. 


The display mount pic- 
tured above is available 
te jobbers and dealers. 


The smartly-styled "Los Angeles" door set is a highly popular knob 
of tough resilient Tenite .. . in lustrous lvory ... smooth and pleas- 
ing to the touch. It adds a warm sparkle to any home ... whether 
for new building or replacement on old doors. These and other 
"Hollymade" door sets are equipped with the new, easy action 


steel tubular latch. 
The "LOS ANGELES" design is 


ASK YOUR JOBBER to show you the entire Hollymade line... also made with a lock... for 

America’s most popular array of smart-styled and durable door mnie eae a pst 
. . in 

knobs, latchsets, locksets, plastic pulls and knobs. Available from SsichadibeSés Uamianee ~ 


all leading jobbers in the United States and Canada. lease. This is LOCKSET No. 9/2. 


PACIFIC PLASTIC & MFG. CO., INC. 





TICDOOR KNOBS xow equipped with 
the 
voc STEEL LATCH NO. 86 


ERIAL 


SIMPLICITY OF CONSTRUCTION 
f155ures Trouble -Free Life 


SPECIFICATIONS 
Case %" Reversible Back Set 234" 


Sf0 ttt Strike 2'!/2" x 1" Front 2'/2" x I" 
\ Latch Bolt “6 throw 


STEEL LATCH NO. 86 


A new type tubular steel latch... unique... easy 
action . . . scientifically engineered for long life. 


Case constructed of new principle steel lamination 
for extra strength and durability. Latch employs no 
screws or bolts . . . is cleverly designed to eliminate 
unnecessary fasteners . . . completely trouble-proof. 
Note the unusual simplicity of its construction in the 
cutaway picture and sketches at right. 


TOMORROW Vi 


“Hollymade” is planning for the building 'boom" of 
the post war which will come with peace. New post D 0 UJ 
war Hollymade products will cover an extensive line 

of builders’ hardware, such as mail boxes, Thumb 


Latchsets, Casement Window Bolts, Casement Win- Mi / af Or j 
J 


Laminated steel face. 
No Bolts or Screws re- 
quired in construction. 


dow Fasteners, Push Bars, Door Pulls, Sectional Front =_" 
Door Handles, Door Knockers, Peek Doors and a 

number of other items. When you plan for the future, 

remember "Hollymade.” 


Latch Bolt Easy Spring Knob Return Spring 
Gives smooth action when Insures positive 
door is closed. knob action. 


4865 EXPOSITION BOULEVARD 


.OS ANGELES 16, CALIFORNIA 

















in Vtyling and 
SALES weaseel 





MASTER BOXES |. , SPIRAL, TOO! 





| Standard the world over for more than 


half a century, 


‘““Yankee”’ Spiral 


| 
Ratchet Screw Drivers are now help- 


| ing to produce a tornado of ordnance 


| to flatten the Axis. Simple, compact, 


| strong, and ingenious, they and other 


| “Yankee” Fine Mechanics’ Tools are - 


| saving time, trouble, and money in the 


No. C-2022 

Length 22", Width 8”, 

Depth 9” 

Here are tool boxes and mechanics’ chests unequaled | 

in design, roominess, features and rugged durability . 

to meet every demand of industrial workers, mechanics, | 

servicemen and of home and farm. Master QUALITY- | 

made of heavy gauge polished steel; nickel-plated hard- 
ware; rich green gloss enamel finish, baked-on for 
extra durability. 

Although in limited production, your jobber should have 
Master Boxes. If |, 
not, he will doubt- | 
less be glad to order | 
them for you. 

Made by the manv- | 
facturers of | 
nationally. | 
known San- | 
ette Kitchen 
Cans and 
Master Pic- 
nic Grills. 


* 


No. C-15 


Length 143°, Width 61°’, Depth 63°’ 


MASTER METAL PRODUCTS, 
321 CHICAGO STREET + BUFFALO 4, NEW YORK 


Inc. 














Battle of Production. At war’s end, of 
course, they will again be available 
where and when you want to buy them 
... and they'll have new war-tested 


skill behind them. 


Meanwhile, treat 


| them right. Tools are weapons of war. 


Advertising of this kind in the Satur- 
‘day Evening Post, Popular Mechanics, 
and Popular Science is safeguarding 


“Yankee” Tool market of the 


your 


| future. 


“YANKEE” SPIRAL SCREW DRIVER NO. 130A 
A Size for Every Purpose 


“YANKEE TOOLS 


make good mechanics better 
Fhile. 33;.U.-5.A. 


North Bros. Mfg. Co 


Established 1880 


HARDWARE AGE 








* 4 Mew Profit Star * 


@S) FLATLUX 


THE SENSATIONAL ONE-COAT WALL PAINT DISCOVERY 


FEBRUARY 





17, 1944 


BPS Flatlux, the oil-base, one- 
coat wall paint, made 1943 a 
banner sales year for BPS Dealers 
everywhere. And these sales will 
continue. For Flatlux is a repeat 
seller—not a fad! 

To get the complete details on 
how you can exclusively offer the 
amazing new BPS Flatlux in your 
neighborhood, write The Patter- 
son-Sargent Company, today. 
Please remember, you will have 
the only franchise allotted near you. 
So don’t delay! Write at once! 
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rOW MUCH LONGER 
...Wwill it be? 


It seems years and years since most chain orders from 
our distributors were stamped “SHIP FROM STOCK” 
as a matter of routine. How much longer it will be be- 
fore this old rubber stamp goes back into action depends 
entirely upon how much longer Uncle Sam and our 
Allies will need our production. Right now it is still a 
full-time round-the-clock job, and while we miss our 
contacts of yesterday, we know it’s the first duty you 
would have us do. 


You'll share our pride in the swell job CM Chain is doing 
on land, sea and in the air all over the world because 
this is the same CM Chain in all its types and sizes that 
did such an outstanding peacetime business for you. 


We share your confidence too, that “it won’t be long 
now” so we’re going to get that rubber stamp all inked 
up ready for service as usual right after we all celebrate 
the exit of the axis and give thanks for Victory. 


COLUMBUSSIMCHINNON 


CHAIN CORPORATION 


(Affiliated with Chisholm-Moore Hoist Corporation) 


GENERAL OFFICES AND FACTORIES: 126 Fremont Ave., TONAWANDA, N.Y. 





SALES OFFICES: New York, Chicago and Cleveland 


TAKE A TIP FROM 
Planet Jr. 


Here's a chance to help your customers— 
and yourself! Show them that right now 
is the time to check their equipment care- 
fully—the time to tighten it. . . adjust it 
... Clean it up... replace all badly worn 
or broken parts! 


Farm equipment is scarce! But repair and 
replacement parts are available. You can 
still get the parts your customers need to 
put their Planet Jr. Garden Tractors, 
Seeders, Cultivators, and other equipment 
in shape for the hard work they’ll have to 
do this Spring and Summer ! 


Help your customers get set for the job 


ahead—their goodwill means profits for you ! 


S. L. ALLEN & CO., INC. 
3425 N. Fifth Street, Philadelphia 40, Pa. 


75 years making growers’ work easier 


Planet Jr. 


FARM IMPLEMENTS— GARDEN TRACTORS 


HARDWARE AGE 











For shallow wells, this 

streamlined “Bullet” 

model is compact, sim- 
ple, efficient. 


Multi-stage ejector pump 
for -meximum efficiency 
from deeper wells. 





Single stage ejector 

pump for economical 

installation on medi- 
um deep wells. 
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STEEL BELT LACING 


FOR KEEPING | THIS ECONOMY PACKAGE is a} FOUR SIZES IN 
UP YOUR STOCK particularly attractive merchan- | ECONOMY UNIT. 
these Economy | dising item. It avoids the neces- | For quick over- 


Packages are sity of breaking a standard box the-counter sales \ 

packed 10 of a | of lacing. Contains one set of use this Econ- SPRING HINGES 
single size in lacing complete with gauge and Unit Type 2001 , 
corrugated ship- hinge pins for a 12" belt and the | CO™Y Umit, con- The “Triplex” 


ping carton | lacing can be broken to length | ‘aiming 3 pack- 
























shown above. | for the narrower belts. ages of 15E, 2 . ‘ : 
} se __-—s«of 20E, 3 of 25E Our more than 50 Years’ experience has given us the approval 
Lociag ] pe. am | - AY Thiehneas_ and 2 of 27E. and recognition of the leading Architects and Builders as Manufac- CB 
o. ' 
isE | $4.75 at ton “Ke to % No 410. Econ turers of Spring Hinges of Quality. We are proud of the fact thet 
20E 5.00 4.1 lbs. * to Ye" omy Unit, Chicago Spring Hinges have been used for many of our Country's GQ 
25E 6.25 4.9 lbs. | ‘to? ie s List $5.60 1 d f hi f N 
27E 665 5.8 lbs, | ye to Wen" greatest war plants and for ships of our Navy. Z. 
35E | 8.50 | BA lbs. | Ho“ to %n” | ORDER FROM & 





YOUR JOBBER 
All prices subject to discount 


FLEXIBLE STEEL LACING COMPANY 
4616 Lexington Street, Chicago, Ilinois CHICA 








eae =I SBIR wy Cu. 


U.S.A. NEW YORK 














’ eae = SSN HAND TOOLS 
Ask the man who uses em sans eee papers 


. to make a living cleavers 


ice picks 





Know what Briddell has in mind when their hand tools 


oyster knives 
are designed and made? 






clam knives 
fish, crab and 


CLEAVERS 


Just 3 things: The efficiency and easy handling and 


economy of those tools in the hands of the men who minnow nets 
use ‘em. grapnels and 
chors 
We figure that if we make them right for the folks rs 
crow bars 


who've got to make a living with them, we'll do all 
pinch bars 


right ourselves—and so will the dealers handling the —_— sHRIMe, CRAB, FISH 
A MINNOW NETS 


Briddell line. wrecking bars 


tobacco spears 





Seems to work out that way, somehow. 
scratch awls 


CHAS. D. BRIDDELL, INC. clam and oyster 


ton 
Craftsmen in Metal since 1895 GRAPNELS— — 
" clam and oyster ) 
Crisfield, Maryland rakes | 











50 HARDWARE AGE 




































dbs .< 


(A —_— 
Poa, if 


. 
v9 


| WS y / : 
FARM 
Ip Z 
MA 9 Be 
rs prem {ZINES | ‘ 


> < 










Retail Stores...Wholesalers 


...City and Farm Homes... 
marked as targets for NESCO attack! 


This powerful Nesco Army of Ads—ready to spring into action— 
will deliver more than 50,000,000 Nesco communiques to cus- 
tomers and dealers throughout America during 1944. 





Every month this Army of Ads will march through the pages of 


—— = ae trade magazines with a message from Nesco. A spring campaign 


Three of Nesco’s factories, 


Granite City, Ilinois . . . will send this Army across the pages of farm magazines and 
appa I ag mers women’s publications with a thrilling report about Nesco house- 
proudly fly the “E” Flag of wares. Watch for Nesco. A hard hitting invasion is under way to pre- 
Gusease tn groduction. pare for the peace time housewares that will follow when Victory is won. 







NATIONAL ENAMELING and STAMPING 
COMPANY « Executive Office: Wlwaukee, Wis. 


© Electric Roasters and Cesseroles © Oil Stoves and 
Ranges © Circulating and Portable Oil Heaters © 
Portable Ovens ¢ Galvanized Ware © Bcking 
Tinware @ d and Lithographed Wore « 
Enameled Were * Radiator Covers © Lunch Boxes 
®@ Dairy Supplies ¢ Stee! Drums. 













Samples Displayed at 1462 Merchandise Mart, Chicago-200 5th Avenue, New York 
Gay War Gouds to Help Bring Vietory Luicher 
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WAR WORK 
IS OUR 


No. 1 Job 


Until Victory is Won 
* 


Then a newer and 
finer assortment of 
hardware, tools 
and toys will again 
flow from our 
production lines. 


* 
ARCADE MFG. CO. 


1201 SHAWNEE STREET 
FREEPORT, ILL. 


ARCADE 


HARDWARE & TOOLS 














rot 


- 


THE CENTRAL 
Costes aay 
MICROMETER 


All sizes ftom” one inch to six 
inches available for immediate 
delivery from stock.’ 


Central Certified Accuracy 
Purchased 


Micrometers May Be 


oe eal or tn in de luxe sets. Write 
for illustrated catalog. 


ee TOL C0. 





DREADNAUGHT| FLOOR 


SANDERS 


por Profitable Kentel Service 


Available: While our manufacturing facilities 
are entirely devoted to war work, we have suc- 
ceeded in our endeavor to help out our customers 
in securing and thoroughly reconditioning a number 
of used sanders. These machines are guaranteed ‘ 
to give reliable service and are available immedi- 
ately. Some new models may also be had on 


WPB approval (details on request). 
need a sander write AT ONCE! 


Service and Parts are adequate to 
take care of all DREADNAUGHT models. 


Ready-Cut Sandpaper Sheets 


immediately available. 


Consult Us on Any Floor 
Sanding Problem. 

We want to be as helpful 

as possible. And remember, 4” 

we will have some J 

amazing new models 

after the war 


DEPT. HA-242 


MUSKEGON, MICH. 


lf you 


DREABNAUGHT 
MODEL 0-8 


HIGH SPEED 


HIGH PRO- 
DUCTION 


GEAR DRIVEN 


AVAILABLE 
IN GUAR- 
ANTEED 
FACTORY 
REBUILT 
MACHINES 

















HARDWARE AGE 





3 Sales Are BETTER THAN ] 
GET TRIPLE PROFITS! SELL AMERICA’S 


3 TOP INSECTICIDE LEADERS agate 


Don’t risk the good will of your customers by selling inferior 

ant preparations that do NOT kill ants. Fortunately you can 

still sell them genuine Thallium Sulphate TAT Ant Traps .. . 

guaranteed to destroy both sweet and grease-eating ants. 

Millions know, need and WANT TAT Ant Traps. The 

consumer demand is established. CASH IN ON IT! asnuueeerrs gee 


in compact. attractive FAIR TRADE 2? 
display carton RETAIL.....7.77 C 


INSECT 
T : REPELLENT LOTION 


Prevents insect bites. Repels mosquitoes, 
gnats, chiggers and flies. Last year's BEST 
SELLER to millions of soldiers, Victory garden- 
ers, campers and fishermen. An even more 
spectacular seller this year. Shaker - type 


bottle can't spill. Packed in in- ay pe . 35C 


dividual self-display, one doz. to Geeler cso $8.85 des 





carton. 


ROACH 
TRAPS 


Offers swift, safe and sanitary control of roaches. RETAIL 

Same size as TAT Ant Traps, but contains foods Deater cost $2.00 dor 
especially attractive to roaches. One dozen to JUMBO SIZE 35¢ 
display carton. Deoler cost $2.80 doz 


c / Ki nhs Extra Pre-Season Profits if you act quickly! 
CUNY c Lf, Ss! (OFFER EXPIRES MARCH 15, 1944) 


4 doz. TAT Ant Traps (one doz. each to 3 doz. 35¢ bottles TAT Insect Repellent Lotion 
display carton) Retail $12.00 (one doz. each to display carton)....Retail $12.60 


ERE Tubes Ant Bait Retail 70 FRE Three 35¢ bottle..................Retail 1.05 


Total Retail Value ‘ Total Retail Value 


YOUR COST ONLY $g-00 YOUR COST ONLY $7 36 


Order as many assortments as you need to supply the demand! If your Jobber cannot supply you, send us his name and YOUR ORDER! 


SOILICIDE LABORATORIES sew stnsey 
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NEOCETA | 


The perse, complete, and froved 


line of synthetic bristle brushes 


—and available nowdl 











Iu the cass with 
the Gest Pre-war Brushes 


@ After years in the laboratory with numberless tests 


of actual brushes made of this new material, NEOCETA 





brushes in the hands of experienced painters everywhere 
in the U.S. A. have now proved their practical worth. 
“They’re right in the class with the best pre-war 
brushes,” painters say. Skilled painters with great war- 
time production schedules have found in Neoceta 
brushes an answer to their needs far beyond their ex- 
pectation. This is the first full line of painters’ tools 


made of synthetic bristle—an important milestone in 


NEOCETA brushes of various types are now avail- 
able. See the nearest “Pittsburgh” branch for complete 


information regarding NEOCETA. 


PITTSBURGH 
PLATE GLASS COMPANY 


the development of brushes. 


NEOcCETA brushes are manufactured by the creators of famous Gold Stripe brushes 
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STOP THIS PEEVE—SELL MORE PAINT— 


RIDSMEL 


Stops Nobody likes paint smell. Now householders and 


Paint Smell professional painters can paint without suffering the 
smell. Now you'll sell more paint, more brushes 

; smelt y paint, , 

Before It Starts! more of all paint counter items. 


Ridsmel works instantly. A few drops in any paint. 
varnish or enamel —and the smell is gone . . 
magically, completely. 


25¢ to $5.00 — LIBERAL DISCOUNTS 
CARTON OF 3 DOZ. 25¢ BOTTLES, $5.40, F.O.B., N. Y. 


RIDSMEL IS NATIONALLY ADVERTISED in This 
Week, New York Times Magazine and 8 other 
magazines of Coast to Coast circulation. 


FREE — Sell-On-Sight Counter 
Carton and Window Streamers 


SEE YOUR JOBBER OR 
WRITE US—TODAY! 


* Use : Rec, 
"as Néus, ON ‘Ons. 
oe Ser. Lint “4 ENOn A. 
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THE COLUMBIAN VISE & MFG. CO. 


9017 BESSEMER AVE. CLEVELAND, OHIO 
THE WORLD'S LARGEST MAKERS OF VISES 














| PHILLIPS 


RECESSED 
HEAD 
SELF 
CENTERING 


woobD 
SCREWS 





Supply the increasing demand for these mod- 





ern screws which we are licensed to manufac- 
ture. The tapered recess in the screw head | 
fits the tapered point in the driver and the 
screw clings firmly to the driver. The driver 
cannot slip from the recess. All standard 
sizes. Send for Catalog of Screws for Metal 
or Wood, also our varied line of Hardware. 


Government restrictions prevent us filling orders on 
certain lines. “Our Country first”—you understand! 


THE SOUTHINGTON 
HDWE. MFG. COMPANY 
Est. SOUTHINGTON. CONN. Et 


1867 
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Designed to Sell and to Satisfy 
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The’ Barecalo line includes 
all styles of pliers, 
wrenches screwdrivers, 
punches and chisels in the 
popular sizes and finishes 
Combining high quality 
with reasonable prices, 
Barcalo tools justify vour 
unqualified recommenda- 
tion Ppive vour cus- 
tomers complete satis- 
faction 


MANUFACTURING CO. 


Dept. H.A. 225 Louisiana St. * 
BUFFALO, NEW YORK 
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HELP HIM SELECT 
THE RIGHT FILE FOR HIS JOB 


Files are of many different sizes, shapes, cuts and types. Yet for every 
file there is a particular cutting, shaping or finishing operation which 
it can do better than any other ftle. When your customer asks for just 
a file, one or two simple questions may quickly disclose the right file 
that will meet his needs best. 


— 


~ 


: Don’t use a RIGHT: Fine work re- WRONG: Don’t use a RIGHT: Coarse work 
coarse file on fine quires a fine file. fine file on coarse, should be handled 
work. heavy work. with a coarse file. 


NUCUT Machinists’ Files, for example, are generally employed as 
follows: 





TYPICAL APPLICATIONS OF NUCUT MACHINISTS’ FILES 








Filing Job Shape to Use 





Filing flat surfaces, and all general- Flat, Hand 
purpose work. 





Keyways, slots, similar work. Pillar, Square 
Narrow work requiring thin file. Warding 


Work requiring acute angles. Knife 








Convex or concave surfaces, Half-Round, Round 


Enlarging round holes. Round 





‘““‘MORE CUTS WITH NUCUTS”’ 


HELLER 


NUCUT 


WAVY TEETH FILES 
Saas past. No. 2027039 
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A check of our records re- 
~ veals that we are actually shipping more Warren Heavy 


Hand Tools NOW to our jobbers than in peacetime. 


This performance is remarkable when you consider 
that the Armed Forces have taken the lion’s share of 
our normal output. 


In view of the fact that the dealer has had less tools 
to sell across the counter, the natural question arises as 
to who has received these tools. The answer is industry. 
With the mushrooming of production facilities all over 
the country, industry needed many more tools than in 
peacetime. This demand plus the needs of the Armed 
Forces put our production on a round-the-clock 
basis before Pearl Harbor and we are still operat- 
ing on that schedule. 











WARREN TOOL CORP. - WARREN, OHIO 
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SELL YOUR CUSTOMERS 


Easier, Faster Cutting and 


Longer Life per Blade 





... sell SIMONDS RED END HACKSAWS 


These easier, smoother, straighter cutting blades enable workers to do 
more work—with less effort and fatigue. Every ited End Blade is 
precision-made from Simonds electric steel, backed by the know-how 

of the country’s lon est-experienced sawmakers—and inspected to 

make sure it’s fit to deliver longest cutting life per blade-cost. 

You can give your customers the plus-performance of Simonds 
“Red End” Blades on their hand jobs with Standard or high speed 
Molybdenum Blades that are made either All Hard or with Hard 
Edge. Sell the All Red Blade—High Speed Molybdenum Steei for 

tough hand cutting. 

And Remember This: All Simonds industrial advertising to your 

customers and prospects says: “See your dealer”. So make it a point 
to follow this advertising—tie in with it—and get all the business 
which it is directing straight to you. 


SHORTEN THE WAR...BUY BONDS! 


Ce ». 


BRANCH OFFICES 
1350 Columbia Road, B - 
27, Mass.; 127 S.Green St., Chi- 
cago—7, Ill.; 228 First Ave., San 
Francisco—$, Calif.; 311 S. W. 
First Ave., Portland—4, Ore.; NY 
520 First Ave. So., Seattle—-4, re) ila 


Wnha.; 31 W. Trent Ave., Spo- 
AN EEL CON: 
SAW ots 


kane—8, Wn. 
PRODUCTION TOOLS FOR CUTTING METAL, WOOD, PAPER, PLASTICS 
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Jetferson Had the 
Words for It... 


Animal Trap Has 
the Products! 


HEN Thomas Jefferson wrote the Declara- 
tion of Independence, he named “the pur- 
suit of happiness” as an American ideal. Right 
now, Animal Trap Company war production is 
helping Americans ta defend that ideal. Peace- 
time production of Animal Trap Company helps 


Americans to enjoy it. 


ONEIDA VICTOR TRAPS bring to farm boys and other 
trappers the benefits of healthy hours outdoors «; . 
as well as pleasures and comforts derived from 
extra income. 


VICTOR DUCK DECOYS contribute to the huntsman’s 
thrill over a good “bag”... are an important part 
of a sport that helps thousands to keep fit. 


TRUMP GARDEN TOOLS help thousands to follow the 
absorbing hobby of gardening. 


VICTOR AND HOLDFAST MOUSE AND RAT TRAPS con- 
trol the pests who menace health... the founda- 
tion of all happiness. 


Oneida Victor Traps...Victor Duck Decoys... 
Trump Garden Tools... Victor and Holdfast 
Mouse and Rat Traps... a// of these products 
belong on every hardware retailer’s post-war 
shelves. They’re sure of demand... for, with the 
victory, Americans are sure to resume “the pur- 
suit of happiness.” And, while the war isn’t over, 
it’s being won. Keep a weather eye on the future! 


ANIMAL TRAP COMPANY OF AMERICA 


LITITZ, \ees PENNSYLVANIA 
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SELF- SMOOTHING 


+ LUSTAQUIK ENAME! 



















GETTING OUR STORY ACROSS 


WITH A Smile / 


After all, it’s a happy pursuit... this business of making and selling 
Kyanize ... because it results in so much pleasure and profit for all 
concerned, 


That’s why Kyanize national magazine advertising for the coming 
season assumes a new jaunty and light-hearted air. Thousands upon 
thousands of users have found it fun to Kyanize their home sur- 
roundings. Millions more are going to be exposed to the delights of 
adding new life to the dark and dreary corners through this series of 
“happiness” advertisements in the nation’s leading home magazines. 


Kyanize does more than just save worn things that cannot be replaced. 
It gives them new cheery life and peps up the 
whole family. 


Dealers who identify themselves with Kyanize 





SAVE the NATION 













In these MAGAZINES advertising and feature Kyanize displays will rom \WFLATION 
enjoy the results. People everywhere are eager 
mene te oe se4s7 to preserve and beautify the things they have. USE IT UP 
BETTER HOMES AND BOSTON VARNISH COMPANY WEAR IT OUT 
GARDENS 1524 S. Western Ave. Everett 49, Mass. 119 East Third St, MAKE IT DO 
- “er cago 8, Ill. > “ 8 e! ’ 
. OR DO WITHOUT 


Circulation: 2,470,917 
THE AMERICAN HOME 
Circulation: 2,278,750 
COUNTRY GENTLEMAN 

Cireulation: 2,145,014 — 


SELF -SMOOTH/ING oe 


Glez ©. 


PAINTS » VARNISHES « ENAMELS: 
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@ After the war American industry must 
pavid J° produce and: distribute more merchandise 
than ever before. Postwar planning in this 
direction by The Cleveland Chain & Mfg. 
y & 
Company calls for product refinements, new 
packaging and merchandising developments. 
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Official Signal Corps Photo 


In every operation undertaken by our fighting men, whether on 
land or on sea, you'll find rope well in the foreground. To carry on the 
grim business of war, they need huge quantities of it. It’s up to us to 
see that they have enough. America’s stockpile of rope fibre is critically 
low—hence the importance of every one of us on the home front con- 
serving rope. Learn how to store it and how to use it properly—and tell 
others. Some simple and effective rules to make rope last longer are ex- 
plained in the WPB-sponsored booklet, “The Rope You Save Fights 


For You.” Free copies are available for distribution to rope users every- 
where. Write us for as many as you need. 


COLUMBIAN ROPE COMPANY 
Auburn, “The Cordage City,” N. Y. 


OLUMBIANKope 
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a THE LUCKY DOG KIND 


Military needs must have the right-of-way. 
The demand by the Armed Forces for Athletic 
Equipment, together with an acute shortage 
of essential raw materials, have ereated pro- 
duction difficulties. 


It is our hope that with the release of vital 
raw materials increased production will again, 
in the near future, provide a surplus for our 


distributors’ needs. 


Remember that the Athletic Equipment at 
present not available to you is doing double 
duty with the Armed Forces on the home front 


and in every far-flung outpost of the world. 


THE DRAPER-MAYNARD CO. 


400 VORK STREET CINCINNATI, OHIO 





HINGES 
PULLS 
* 
KNOBS 


CATCHES 


ALL FROM ONE SOURCE 


Over forty. »edrs -of :experience and still developing 
new artd-better hardware to meet the needs of modern 
eabinets. You can depend on National Lock to give you 
the latest creations in the hardware field. Matched sets, 
in plain or colored combinations, unusual plastie crea- 
tions — available all from one source. All in smart in- 
dividual packages — complete, ready to install. Here is 
a ueutinsiiie line, priced right — and packed to reduce 
selling costs. 


Write us about your Cabinet Hardware needs. 


Nf 














NATIONAL LOCK COMPANY 


ROCKFORD, ILL. 




















A New Pair of Figurines 
'4051-Z The Dancing Lesson 


Made of terra cotta composition, 10!/2 inches high, delicately 
colored in refined shades, with handpainted flowers and orna- 
ments on robes. $60.00 per doz. pairs, (sold in 1/12 doz. 
pair lots when shipped with other goods). 


We cerry nearly a hundred Figurines, ranging in price 
from $4.80 te $90.00 per doz., also a tremendous assort- 
ment of fast selling GIFT GOODS rangiag from $1.80 
per doz. up. Complete set Z of illustrated price list 
will be seat to any hardwere store on request. 


115-119 Z 
South Market St. 
Chicago 6, Ill. 


LEO KAUL aciney ne 











CURTAIN 
CALL for 
FLEXSCREEN in your 
FUTURE SALES 


Prewar Flexscreen, fastest-growing firescreen. Exclusive 
features. Sheer beauty in flexible metal mesh. Opens. 
closes, by Unipull. No production now. Feature Flex 
screen in you~ sales and profit plans for postwar. 


quart’ THE BENNETT COMPANY 
FIREPLACE DIVISION, NORWICH, N.Y. 


BENNETT 


THE SAFETY TY FIREPLACE CURTAIN 


QUALITY 
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HOW TO BECOME A 
“U" PLAN DEALER! 


Prepare for Post-War Selling — 
Increase Your Business Now 


To become a “U” Plan for “V” Day dealer today, con- 
tact your nearest Universal distributor or write to 
Landers, Frary & Clark, New Britain, Conn. Simply 
say, “I want to become a ‘U’ Plan for “V’ Day dealer.” 


Take the first step now. Send in the coupon and you Ask yourself—can I afford to miss 
will receive a complete Plan Book which explains the tying in with the “U” Plan for 


“U” Plan for “V” Day and tells how to make it work “V"’ Day. Universal is contrib- 
uting the Plan, the National 


Advertising, Plan Book and Pro- 
Next secure your free promotional package from your motional Package. You in- 


nearest Universal distributor or direct from us at the vest no money—merely fill | 
factory. This package contains everything necessary out the coupon to get started. 
to identify your store as “U” Plan Headquarters. Do it now! 


: eee 
; | LANDERS, FRARY & CLARK . | 
—_ ew Britain, Conn. 
' | Gentlemen: | 
a I wish to become a “U” Plan Dealer — please send 
CC LciC.ik << i rss | free “U” Plan for “V” Day Plan Book to | 
S\ i I ol S VT ses web . Name___— c i See ; =. | 
i : ; : ee , 


LANDERS, FRARY & CLARK © NEW BRITAIN, CONN. | cv _ State 


for you. 
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1. What is the earliest recorded use of files 


made of metal? 


2. What are the five important steps in 





file making? 


3. By what general groups are files 


distinguished? 
4. What are the four parts of a file called? 


5. What is the ‘‘cross-section”’ of a file? 





6. In a double file which is the ‘‘overcut’’ 


and which the ‘‘upcut’’? 


7. What is a ‘‘Mill’’ file and why is it so 


called? 
8. What is a ‘‘Knife’’ file? 
9. What is ‘‘drawfiling’’? 


10. What is a ‘‘File Card’’? 






Customers look to hardwaremen for good advice as 11. What are probably the most famous 
well as good merchandise. There’s nothing that in- 
| spires more confidence and friendly feeling than a 
floor salesman’s thorough understanding of the prod- 
uct he is selling. Files are an especially interesting sub- 
ject. How they are made; the many helpful purposes 
they serve; how to select the right kind, size and cut 
of a file for a particular purpose . . . are examples of 
useful information which comes from a background 


ta f QUESTIONS 
Or stu . 
“FILE FILOSOPHY”* is full of such information. ANSWERS Ss 


To test one’s knowledge, here’s a typical “quiz” made 
up from facts found in this interesting handbook. 


file brands in the world? 
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L 
ad 
No. 8 No. 25 No. 30 No. 35 No. 40 No. 45 No. 50 No. 60 No. 65 
SPECIFICATIONS 
7 Approx. Tensile Strength For Single Sash Approx. Weight 
Steel Bronze Weighing Not Over per 500 ft. Reel 
Number Metal Gauge in Lbs. in Lbs. Pounds in Lbs. 
8 .035 350 300 50 20 
25 .042 425 375 50 25 
30 028 375 350 60 24 
35 .035 500 425 100 30 
40 .042 600 550 150 35 
45 .050 750 675 175 46 
50 .060 900 800 200 57 
60 .062 925 900 ree 74 
65 .072 1200 1275 Pas 96 
* The fuel shortage encourages home owners to American Sash Chain is distinguished by the uni- 
repair their sash and doors—to stofi heat loss and = formity of its blanks which makes this chain run 
control ventilation. That explains the present de- smoothly and quietly. It is strong, good chain, fin- 
mand for sash chain. ished bright, coppered, electro-galvanized (S.R.P.), 


Fortunately, American Chain wholesalers are now ' ; 
able to fill moderate orders for American Sash Chain °t-88 vanized, Hercules and Acco. 
and Sash Chain Fixtures. Please forward highest And don’t forget to order American Sash Chain 


priority ratings obtainable with your order. fixtures. Correctly engineered and correctly made. 


AMERICAN CHAIN DIVISION 


York, Pa., Boston, Chicago, Denver, Detroit, Los Angeles, New York, Philadelphia, Pittsburgh, Portland, San Francisco 


AMERICAN CHAIN & CABLE COMPANY, Inc. 


BRIDGEPORT * CONNECTICUT 





ESSENTIAL PRODUCTS... . TRU-LAY Aircraft, Automotive, and Industrial Controls, TRU-LOC Aircraft Terminals, AMERICAN CABLE Wire Rope, | 
TRU-STOP Brakes, AMERICAN Chain, WEED Tire Chains, ACCO Malleable Castings, CAMPBELL Cutting Machines, FORD Hoists, Trolleys, 
HAZARD Wire Rope, Yacht Rigging, MANLEY Auto Service Equipment, OWEN Springs, PAGE Fence, Shaped Wire, Welding Wire, 
READING-PRATT & CADY Valves, READING Electric Stee! Castings, WRIGHT Hoists, Cranes, Presses. . . In Business for Your Cac hig 
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Is There a 
“Black Market” 
for Railroad 
Reservations? :— 


For the past six months it 
has been increasingly difficult 
to obtain railroad reservations, 
even when they are ordered 
well in advance of traveling 
dates. It is getting so difficult 
that smart people will not start 
on a trip unless they have res- 
ervations and tickets in hand 
for an entire trip. 

Most civilian travelers, no 
matter how urgent their busi- 
ness trips might be could ac- 
cept this condition as a war- 
time problem if they were sure 
that the difficulty was occa- 
sioned primarily by troop 
movements and by the precious 
and all too short home-coming 
trips of men and women in the 
service. But, any regular trav- 


FEBRUARY 17, 1944 





eler can tell you of boarding 
trains which leave partially 
empty. Many tell of “just 
boarding the train” and then 
arranging their Pullman reser- 
vations after the train has been 
on its way 30 minutes or more. 
In other words, some reserva- 
tions don’t stick. 

The annoying part of this 
condition is the fairly wide- 
spread gossip that hotel por- 
ters buy up a great many reser- 
vations on speculation and op- 
erate a private “black market” 
in railroad reservations. On 
trains, in hotels, etc., there 
is too much casual comment 
about offering an extra five 
dollars to hotel porters and 
promptly obtaining tickets and 
reservations to be used the 
same day or the next. If this 
is as wide-spread as is indicat- 
ed something is very wrong and 
the hotels and railroads should 
get together and quickly cor- 
rect the situation. 





Hotels and 
Railroads 

Could Control 
This Situation:— 


Hotels could establish a 
rule thaf porters could only 
buy tickets with money fur- 
nished by the guest who gets 
a receipt, a duplicate of which 
goes to the hotel cashier. 
Railroads could attempt a 
plan whereby late cancella- 
tions from hotel porters 
would require counter-signing 
by at least a hotel assistant 
manager and/or insist that no 
actual refund on cancelled 
tickets be provided until 30 
days had elapsed. Such a pro- 
gram would obviously be an 
annoyance to the hotel guests 
who had to change their plans 
at the last minute, but in the 
majority of cases such a policy 
would benefit them, and if the 
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hotel bulletin boards carried 
these rules most hotel guests 
would cheer loudly. 

If these suggestions for cor- 
recting this evil are not prac- 
tical, perhaps the railroads and 
hotels can jointly develop a 
better plan. At any rate, some 
correction along these lines is 
vitally important. 

The railroads particularly 
should be interested in improv- 
ing this condition as they are 
under the unmistakable shadow 
of threatened public owner- 
ship. The majority of right 
thinking citizens could hardly 
imagine a more deplorable de- 
velopment in our national 
economy — yet if railroads 
want taxpayer and voting sym- 
pathy on their side in their 
own fight against the propon- 
ents of government owner- 
ship they should get busy and 
stamp out what appears to be 
a “black market” racket on 
railroad reservations. And it 
should be done quickly. 


Since Above 
Comments Were 
Written:— 


Since the previous com- 
ments on a possible “railroad 
ticket black market” were 
written, newspapers have car- 
ried stories of the action taken 
against travel bureaus for al- 
leged “black market railroad 
ticket operations,” where fees 
of “$10 and up” were charged 
above the regular rates. One 
newspaper estimates daily 
profits of $600 and another 
states that more than $20,000 
were gathered in this manner. 

According to newspaper 
stories, New York City’s dis- 
trict attorney is responsible for 
this effort to curb this alleged 
“black market” on the basis 
that such practices violate a 
city ordinance which prohibits 
an extra charge of more than 
$1 on the purchase of railroad 
tickets through a travel agency 
or other non-railroad direct 
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agent. There is no reported 
indication that either railroads 
or hotels have shown any in- 
terest in curbing this vicious 
practice. Why not? 


For Stopping 
Store Theft by 
Employees:— 


A discussion of theft by em- 
ployees is never a popular 
subject but records of profes- 
sional checking agencies on 
this subject are rather discour- 
aging and suggest that the 
practice is common. 

Sever Paulson, a successful 
hardware dealer of Hopkins, 
Minn., has a plan which is fair 


and very simple. It encour- 
ages customers to obtain a cash 
register receipt ticket on every 
purchase. He gives 25 cents in 
trade for every $10.00 worth of 
cash receipts bearing his store 
name and he makes no cash 
refund on any purchase of- 
fered for return and not ac- 
companied with one of his own 
cash register receipt tickets. 
This latter phase of control 
also prevents the Paulson store 
from being imposed upon for 
cash refunds on _ purchases 
made elsewhere. Suitable signs 
about the store make these 
facts and conditions known to 
customers and that prevents 
misunderstandings. 





Tool Stores in War Industries:— 


Editor, HaRpwARE AGE: 


I was very much interested 
in your article on “Tool Stores 
in War Industries” (See H. A. 
Feb. 3, 1944, page 53) and 
wish to advise that a different 
policy exists in Buffalo among 
defense plants that operate 
tool stores. 

On the three main lines of 
precision hand tools the manu- 
facturer has protected the deal- 
er and, while the plants sell 
these tools at cost, that cost is 
the retail list at which the em- 
ployee could buy the tvol at 
a store if he had the proper 
priority. 

I have found that the pur- 
chasing departments in the 
local plants give the deulers 
here the first opportunity to 
fill orders before trying other 
sources, and if the order does 
not have to be filled from stock 
it is divided among these deal- 
ers. I will grant that some 
items other than precision tools 
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are sold at.dealer’s cost, but 
in our case it is because the 
jobber sells these articles to 
the plant at dealer’s cost. I 
have in mind a metal box that 
is sold at the plant for $10.50 
which is my cost but these box- 
es are bought from a jobber 
and not direct. 

My experience has been 
that if the dealer will contact 
the buyer of his line of tools 
in a plant he will find that he 
can get business, providing he 
is truthful about items in stock 
and onorder. The small deal- 
er can give better service and 
more correct information re- 
garding stock and deliveries 
than the jobber if he is willing 
to put in some long hours. 

My only reason for writing 
is that I do not feel that all 
plants and all purchasing de- 
partments should be tarred 
with the same brush. I have 
found that the big majority of 
these buyers are willing to give 
the small dealer business if he 
will contact them and I might 
also add, that contrary to a 
belief in some quarters, there 
has never been a suggestion 
of a ‘kick back’ in any form. 

W. J. Darwine 
Buffalo, N. Y. 
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ET’S call it a day... anda year!... for the close of inven- 
tory writes “‘finis’”’ to 1943. 

It’s been a strange year for the Hardware Merchant. Twelve 
months ago he faced an uncertain future. Hard hardware was 
critical -— the addition of non-critical goods meant competition 
with other types of well-established stores. 

Today, he can look forward to 1944 and the years ahead with 
new confidence. For he has proved that Hardware Stores are 
essential. He has retained his old customers and added new 
ones, proving the value of honest merchandise, fair dealing and 





service. 

Come V-Day, the Hardware Merchant will dig out the old 
Want Book — the one that talks hard hardware in gross lots... 
and we aim to be ready to supply ILCO Security Hardware 
promptly. For we know now what numbers the trade needs 
and will buy, and we are preparing to go into real volume pro- 
duction as soon as Uncle Sam can safely give us the go ahead! 

Until then, we can both think of V-Day business only be- 
tween shifts and after hours, for — like you and 130 million 
other Americans — we have a bigger job to do first. 





You can still buy ILCO Security Hardware for war essential needs, 
under WPB-547. Such orders will receive our best attention, and we will 
gladly assist you toward interpreting priorities. 7 


Independent Lock Company 


Fitchburg, Massachusetts 
Branches in All Principal Cities 
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HAROLD W. HIRTH 


\ E have heard so 


much in the past two years about 
what is going to happen, in the 
post-war era, to the distributive 
trade that some have become fran- 
tic in their thinking. Let’s be 
realistic—let’s calmly look to the 
future and based on sound think- 
ing make plans accordingly. 

For the purpose of my part in 
this program I have divided my 
subject into five parts. 

1. Competition 

2. Distribution Costs 

3. Right Merchandise 

4. Retailer-Wholesaler Coopera- 
tion 

5. Intelligent Selling 

Let’s discuss each. I believe 
out of such a discussion will come 
a clear understanding of the dis- 
tributive trades post-war problems 
and how they may be met. 


Competition 

In a recent issue of Business 
Week appeared an article cap- 
tioned, “Chains Eye Future—Big 
distributors, with an eye on pro- 
duction wizardy of war plants, are 
shaping a comeback at expense of 
the corner store.” 

From this and other sources we 


*From an address before the Minne- 
sota Retail Hardware Association con- 
vention, Minneapolis, Minn., Jan. 19, 
1944. 


“They shall beat their swords into ploughshares, 
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By HAROLD W. HIRTH* 
Vice-President, 
Frankfurth Hardware Co, 
Milwaukee, Wis 


learn that chains have lost ground 
during the war to’ independent re- 
tailers. In fact, their share of the 
total retail business in 1943 was 
23.2 per cent, while in 1942 they 
did 24.4 per cent of the business. 
On a basis of dollar volume in 
1942 the chains did 13 per cent 
better than 1941. In 1943 they 
exceeded 1942 by only 3.5 per 
cent. 

The independent picture is just 
the reverse. In 1942 sales were 
only 1 per cent over 1941; their 
1943 volume was 10.5 per cent 
ahead of 1942. Thus, you can see 
that the independent retailers, last 
year, had sales increases greater 
than those of the mass distrib- 
utors. 

Will this trend continue? Will 
it carry over into the post-war 
period? I'll not attempt to an- 
swer—whether it does depends on 
how well we plan now and how 
well we carry out those plans 
later. 

Right now, chains are studying 
America’s greatly increased _pro- 
duction capacity. This new ca- 
pacity is making planes, guns, 
shells and other war needs. When 
the war is over it will convert to 
consumer goods mainly in the 
hard lines. 

Many of those producers will 
have the equipment with which to 
make consumer goods but will not 
have customers. Here is where 
your wholesaler can become an 
important factor. He has cus- 
tomers—the chains too can supply 
these manufacturers with cus- 
tomers “in bulk.” 

I don’t mean to infer that this 
huge new capacity is going to 


revolutionize distributors, rather 
I believe it will-be evolution. Much 
of the merchandise will reappear 
as it was before the war and will 
be distributed in much the same 
manner. Gradually, as the back 
log of buying has expended itself, 
we will experience a period of 
transition in methods and mer- 
chandise. We will see evolution, 
not revolution. 

The expansion programs of 
Firestone Tire & Rubber Co., 
Goodyear Tire & Rubber Co., B. 
F. Goodrich Co., plus Macy’s, 
Sears, Wards and others, will, 
without doubt, result in diversifi- 
cation of lines such as we saw in 
the drug field some years back. 
All stores will handle a wider 
range of merchandise. Thus, we 
have a picture of competition. 


Distribution Costs 


Closely associated with compe- 
tition is part 2 or Distribution 
Costs. For, if we are to retain the 
1943 ratio of sales between chains 
and independents we must, of ne- 
cessity, keep our cost of distribu- 
tion down and our prices in line. 

An official of the Reconstruction 
Finance Corporation had this to 
say, “I believe that distribution 
costs are too high. The only rem- 
edy is in mass distribution to the 
consumer.” Asked if the small 
fellow is to be eliminated, he an- 
swered, “Seems kind of tough, 
doesn’t it?” 

I do not believe all small re- 
tailers will go out of business. I 
do believe some will. You and 
ourselves (wholesalers) will have 
to be more efficient. We will not 
have adequate margins to earn a 
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forithe Distributive Trade 


The salient features to concentrate on are: 
1 — competition; 2 — distribution costs; 3 — 
the right merchandise; 4 — retailer-whole- 
saler cooperation, and 5—intelligent selling. 


good living from a small business. 
Volume must be increased so as 
to have sufficient net profit with a 
lesser margin on sales and operat- 
ing costs must be reduced. 

The cost of distribution from 
the manufacturer to consumer 
through the wholesaler - retailer 
system cannot be greater than the 
cost through the so-called mass 
distributors. With the retailer’s 
help, wholesalers can effect sav- 
ings that will be reflected in lower 
prices. 


Smaller Margins 


Manufacturers in many cases 
must operate on smaller margins. 
Recently, I was invited to sit in 
with a manufacturers’ post-war 
planning committee. This group 
is determined their products shall 
reach the consumer at price levels 
comparable to those of the chains 
on similar merchandise. 

Their planning started with the 
retail price level and worked back- 
wards through the distributor to 
their own price level. - It was 
found that all three must be con- 
tent with lower margins. 

How each can handle the goods 
at a profit at this lower margin 
was to be the next step in their 
planning. At the close of the dis- 
cussion all present agreed it could 
be done. 

First, the manufacturer’s costly 
services such as missionary work, 
costly packaging and high selling 
cost to a multiplicity of small and 
medium accounts must be elimi- 
nated. They can handle fewer 
large accounts at a lower cost. 
Streamlining their plant will effect 
further savings. 
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Secondly, the wholesaler will be 
required to sell greater quantities 
without increased cost. Greater 
volume without increased dollar 
cost will make a profit on this line. 

Retailers will not have their 
margins reduced in the same ratio 
as the wholesaler, but they cannot 
pass on to the wholesaler any 
functions which the retailer should 
perform. I mean retailers must buy 
in quantities sufficiently large to 
permit the wholesaler to reduce 
his handling cost per unit. If they 
want to buy at wholesale prices 
they must not expect to buy con- 
sumer quantities. 

We, as wholesalers, definitely 
know our margins must and will 
be reduced. We must handle 
greater tonnage at lower cost per 
unit. Our planning now is toward 
this end. Our accomplishments 
will reflect in lower costs to our 
customers and lower prices at the 
consumer level. 

With all three—the manufac- 
turer, the wholesaler and the re- 
tailer doing their part the cost of 
distribution through our system 
can definitely be reduced. 


Right Merchandise 


A cost factor, not always recog- 
nized as such, is the right selection 
of merchandise. At no time in 
history have inventories been as 
clean as they are today. All of us 
have a once-in-a-lifetime oppor- 
tunity to wisely rebuild inventory 
on a*modern and scientific basis. 

All your costs can be divided 
into two classes—the cost of han- 
dling goods and the cost of selling 
goods. The slow moving goods, 
never carried or eliminated by the 
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“They shall beat their swords into plough- 
shares, and their spears into pruning hooks” 


chains, have cost the retailer- 
wholesaler system millions of dol- 
lars. Think of the interest on the 
money invested in them, the loss 
from deterioration and finally ex- 
treme mark-downs, the rent on the 
space they occupied. Such added 
expenses make necessary larger 
margins on fast selling items. 


Must Avoid Duplications 


Duplications must be avoided. 
giving the customer less choice. 
For example, a customer is fre- 
quently offered a choice of two to 
five brands and choice of grades 
among which the differences are 
hard to detect. Both wholesalers 
and retailers have in the past 
offered too much variety with slow 
turn-over and reduced profits. 

A typical violation on our part 
is thermometers. We, in our pre- 
war catalog showed 61 different 
thermometers. I can assure you 
our post-war catalog will be sub- 
stantially changed. 

We stocked 79 different num- 
bers and colors of bathroom 
scales. When this item is again 
available, the bathroom scale 
pages of our catalog will be very 
much condensed. 

Much of this duplication has 
not been of our choosing. The di- 
verse demands of our customers, 
in the past, are partially at fault. 

Your wholesaler of the future 
will be your purchasing agent. In 
doing so he assumes a responsibil- 
ity which he must perform with 

















Join the Hardware Age Post-War Forum! 


When the fighting is over and peace again comes to a war-torn world 
we will witness the beginning of a new conflict—a war in the field of 
commerce. Competition will be more severe then than ever it was in 
pre-war times and many new factors will enter into the business of 
distribution. Manufacturers, wholesalers and retailers should begin to 
make their plans now for the inevitable post-war boom as well as for 
the probable period of recession which will follow it. The time to plan 


for the post-war period is now! 


The Hardware Age Post-War Forum is devoted to an exchange of 
ideas on this vital subject of post-war thinking and planning. You are 
invited to take an active part in its deliberations and to contribute your 


ideas upon this vital subject. 





your best interests uppermost in 
his mind. 

You must have confidence in 
your purchasing agent, for, in ad- 
dition to the old lines of hardware, 
there will gradually appear on the 
market “New Products Galore.” 

The Armour Research Founda- 
tion is permitting a few glimpses 
of things to come. 

For instance, the new science of 
Thermal Radio which was devel- 
oped to become a great time, man- 
power, and energy saver for in- 
dustry will invade the kitchen and 
dining room after the war. We 
will have radio cookers. While 
you have soup, the turkey will be 
roasting before your eyes in a 
glass dish powered by radio. 

No long hours of cooking will 
be required. A whole ham will be 
cooked in the same time as a por- 
tion for one. Thermal Radio can 
also be adapted to preserve fruits 
and vegetables. 

In addition to Thermal Radio 
we will have: 

1. Glass that is unbreakable in 
common use. 

2. Glass that will float. 

3. Wood that won’t burn. 

4. Laminations of plastic and 
wood that will compete with struc- 
tural metals. 

5. Window screen that contains 
no wire. 

All this and more too. How 
many of these new products can 
be sold in a hardware store? Your 
future purchasing agent, the 
wholesaler, should and is right 
now keeping in touch with prog- 
ress so he can have available for 
you promptly, as it appears on the 
market, modern merchandise you 
can sell. 

This is a job you can hardly do 
individually. Certainly not at as 
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low a cost for your wholesaler’s 
costs can be divided among many 
stores resulting in small cost per 
store. 


Retailer-Wholesaler 
Cooperation 

After we know the facts about 
our competition, after we adjust 
distribution costs, and after we get 
the right merchandise there is still 
another job to be done—that 
of effectively merchandising our 
lines. 

For a period after the war this 
will not be a serious problem. As 
merchandise becomes more plenti- 
ful and as we change from a 
seller’s market to a buyer’s mar- 
ket, we will experience the keenest 
competition imaginable. The in- 
dependent bid for the consumer 
dollar must be as effective as the 
chains. Here again your whole- 
saler must function. Individually, 
retailers cannot hope to match the 
merchandising of mass distrib- 
utors. Collectively this can be 
done at small cost per store. 

Prior to the war a trend toward 
closer cooperation between whole- 
salers and retailers evidence itself. 
After the war the wholesaler and 
retailer must join hands, strip 
themselves of their selfishness and 
individualism and acquire a spirit 
of cooperation and a determina- 
tion for constructive action. 

Loose and ineffective agree- 
ments were used in the pre-war 
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days. I anticipate that tight and 
very definite contracts will be en- 
tered into by wholesalers and re- 
tailers after the war. The whole- 
saler will agree to assume certain 
responsibilities, and to provide the 
other party to the contract with 
very definite merchandising helps. 

The retailer wili in return agree 
to live up to his part of that con- 
tract. Yes, the retailer will lose 
some of his individualism and in- 
dependence, but in return he will 
gain through increased sales and 
profits. 

Like the single unit of a chain, 
the retailer’s job should be one of 
selling merchandise that has been 
carefully and economically bought 
for him. It is going to be difficult 
for some to realize that the retail 
price established at headquarters 
is the right price—some will think 
it too high and others will know it 
is too low. 

Thus, you can see the whole- 
saler’s part in this intigrated 
group will be to relieve retailers of 
the time consuming tasks of study- 
ing and determining what to sell, 
at what price it will sell in quan- 
tities, how to merchandise and dis- 
play it, how to advertise and how 
to properly arrange his store, 
making it a desirable place in 
which to shop. 

Briefly your wholesaler will pro- 
vide: 

1. The Right Merchandise 

2. The Right Resale Prices 

3. The Right Merchandising 
Methods 

4. The Right Store Arrange- 


ment 


Intelligent Selling 


It is estimated national income, 
after the war, must be maintained 
at the 138 billion dollar level and 
that 58 million people must be 
kept employed. Salesmanship will 
be required to accomplish this 
aim. The science of production 
has advanced during the war 
period. The science of distribu- 
tion has not kept pace. Salesman- 
ship has not been required—peo- 
ple have and still are buying, in 
fact, taking your merchandise 
away from you. 

Have you thought of the fu- 
ture? You sales people should 
consider the possibility of difficult 

(Continued on page 151) 
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T. W. Huffstutler waits on a customer in front of the store. Many sales 
of bulk and packaged seeds and other garden equipment are made here. 


Birmingham, Ala., Hardware Dealer 
Caters to Victory Gardeners 


C ATERING to Vic- 


tory Gardeners is one of the spe- 
cialties of the Homewood Paint & 
Hardware Co., of Birmingham, 
Ala. Sidewalk displays in season- 
able weather and service to be- 
ginners and even more advanced 
gardeners help the firm enjoy 
practically a year ’round business 
with local gardeners. Indicative 
of the volume enjoyed is the busi- 
ness in the spring vegetable plant 
selling season, when weekly vol- 
ume, mostly cabbage and tomato 
plants, was from $100 to $150. 





ON AVAILABLE GOODS 
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-T. W. Huffstutler, proprietor of 
the store, reports that he never be- 
fore saw so many people bent on 
growing their own vegetables. He 
helped them along throughout the 
year. First they came to buy the 
early planting vegetables such as 
peas, lettuce, onions and beets. 
Then they came back later for 
beans, squash, tomatoes and other 
seeds and plants. Later they came 
for the insecticides, and in the fall 
many of the gardeners returned 
for more seeds. 

Typical of the outdoor seed and 
other garden tools displays used 
by the Homewood Paint & Hard- 
ware Co. is that illustrated in this 
page. Both packaged and bulk 
seeds are in the open air, together 


with garden tools, fertilizers and 
insecticides. The same plan is 
utilized for canning equipment 
later in the year. Scales and pack- 
aging material for bulk seeds are 
kept at the lower level of the 
three-shelf unit on which bulk 
seeds are, shown out-of-doors. 
Packaged seeds and tool displays 
flank either side of the doorway. 
Victory Garden customers, at the 
store, are about equally divided 
between women and nien. 
“Gardens constitute a sort of 
‘advance agent’ for the sale of 
other merchandise,” says Mr. 
Huffstutler. “Customers come first 
in the. spring for seeds, then for 
tools, fertilizers and insecticides 
(Continued on page 91) 


The Homewood Paint & Hardware Co. 
finds garden seeds advance agents 
for other sales of garden needs 
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Modernization Leads 
To Planning for 
Post-War Period 


The Crew Hardware Company 
will use its second floor 
for model room displays and 
plans a basement shooting 


gallery for local marksmen 


T). Crew Hardware 


Company, Anniston, Ala., now 
has what it calls “the prettiest 
store in town” after moving into 
a modernized place of business 
with a new front and new fixtures 
on the city’s main street. Erman 


Crew, proprietor, who purchased 


the property into which he moved, 


said he was able to modernize now 
instead of after the war by a com- 
bination of fortunate circum- 
stances, including the use of non- 
critical materials and the purchase 
of wood fixtures built prior to 
Pearl Harbor. 





The new front, designed by 
Pittsburgh Plate Glass Company, 
Pittsburgh, Pa., is of black struc- 
tural glass with a tier of glass 
bricks above which shed light into 
the front of the store above the 
show windows. The interior of 
the store was designed with the 
aid of Hibbard, Spencer, Bartlett 
& Co., Chicago, IIl., with paint and 
wall paper occupying up-front wall 
sections on one side and china and 
glass on the other. Against the 
front wall are raised platforms on 
which electrical appliances will be 
displayed after the war, but which 
are now used for miscellaneous 
merchandise. Floor fixtures are 
of the open-top, stepped-up type 
with glass partitions being used to 
separate the various items. 

The paint department occupies 
the wall section on the right of the 
entrance doors. The lower shelv- 
ing is adjustable, so that it may be 
made to fit the varying size glass 
and pasteboard containers in 
which paint is being shipped 
under war-time conditions. This 
firm buys paint in carlots and 
goes after business in a big way, 
even contracting larger jobs such 
as those for schools and other in- 
stitutions. Quart and pint sales 
have picked up materially as the 
concern is now in a better location 
with a bigger drop-in trade. 


The new front of the 
store is modernistic 
in every respect. The 
tier of glass bricks 
below the sign sheds 
light throughout the 
interior and _ illumi- 
nates it completely. 
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Just back of paints is the wall 
paper section, a new department. 
Featured samples are shown in 
this 10-ft. section, but the stock is 
carried upstairs in numbered bins. 
Wallpaper sample books are kept 
downstairs to show to customers 
and to joan to decorators. The 
latter, however, are not allowed to 
finger through the upstairs stock. 


Various Departments , 


Back of the paint and wallpaper 
are wall sections devoted to tools 
and shelf hardware. On the left 
side of the entrance there are sev- 
eral sections given over to china, 
glass, kitchenware, gifts and nov- 
elties. One of these sections will 
be utilized for table appliances, 
clocks, etc., when this class of 
merchandise again becomes avail- 
able. On this side also is a com- 
plete section devoted to cleaning 
and laundry supplies. 

The store has a second floor 
which Mr. Crew hopes to use after 
the war for a series of “model 
room” displays. These will in- 
clude one or more electric kitch- 
ens, bathroom ensembles and pos- 
sibly a display of electric light 
fixtures. As viewed by Mr. Crew, 
these rooms will prove quite an 
adjunct to big unit sales. Sup- 
pose, for instance, a couple is 
interested in outfitting a new 
home. The man and wife can be 
taken upstairs, and away from the 
distractions of floor traffic below, 
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shown the merchandise in some- 
thing like a home-like setting. It 
is anticipated that in this way en- 
tire model kitchens can be sold, in- 
cluding refrigerator, range, sink, 
cabinets, floor covering and per- 
haps other items, too. The same 
will be true of bathrooms, light 
fixtures, or whatever other items 
are thus grouped for ensemble 
selling. 

Another idea of Mr. Crew’s is to 
have a shooting gallery in the 
basement, so that customers can 
try out firearms and ammunition 
which he will have for sale. He 
believes such an attraction would 
surely make his store sportsmen’s 
headquarters. 

The store office is located back 
of the partition which separates 
the showroom from the stockroom 





The paint and wall- 
paper department is 
complete, attractive 
and well designed. 
It is at the right 
of the entrance and 
cannot be missed by 
any customers when 
they enter the door. 


in the rear. When asked about 
this arrangement, Mr. Crew said 
he thought it was best because 
when he was busy with bookkeep- 
ing or other office duties he didn’t 
feel called on to greet old cus- 
tomers, since he was hidden from 
the customers’ view behind the 
partition wall. 

The ceiling in the Crew store is 
of fibre board in attractive design 
and the lighting is of the direct, 
incandescent type with modern 
fixtures. The wallpaper above the 
wall fixtures is of a horizontal de- 
sign which provides a decorative 
note and tends to emphasize the 
length of the store. Venetian 
blinds over the windows in the 
partition wall between the show- 
room and ‘stock room also lend an 
attractive air to the establishment. 


Looking toward the rear—the right side, or “men’s side” of the store. 














Luff's Hardware of Little 
Neck, N. Y., occupied a new 
location and expanded. Mr. 
Luff now states that his 


post-war aim is to make it— 


Ru service to his 


customers, a new and enlarged 
store, and constantly expanding 
lines are among the factors that 
are helping Luff’s Hardware, Lit- 
tle Neck, Long Island, N. Y., in- 
crease its business despite war- 
time restrictions as to the purchase 
and sale of numerous hardware 
and related lines. In his first 


month in the new quarters, Gabriel , 


Luff enjoyed an increase of more 


The Luff store is typical of the future. 










Longer f 


“A One-Stop Hardware | 0° 


than 25 per cent in sales volume. 
Right now he is considering just 
what his post-war plans will be 
which are best summed up in his 
comment, “Our post-war aim is to 
make this a one-stop hardware and 
housewares store, where everyone 
can get their complete needs in 
these lines.” 

For many years Luff’s Hardware 
conducted business in a store 20 
by 50 ft. in size, across the street 
from the new quarters. Late in 


October, 1943, Mr. Luff purchased 


Oe 


Masculine merchandise 
is shown in this area. 
Bulkier items are dis- 
played upon the floor 
and on platforms and 
tables. The wallpaper 
books are in front of 
the paint fixtures and 
seasonal items are in 
the section in the im- 
mediate foreground. 


three single and one double stores 
on the pposite side of the street, 
as part of his post-war expansion 
plans. . Less than a month later 
the four stores had been converted 
into one large store with a build- 
ing 81 ft. long and 50 ft. deep. 
This gives Luff’s a wide stretch of 
open back windows, broken only 
by structural units and a double- 
door entrance, permitting ample 
attention to seasonal lines, year 
round needs and the showing of 
new items. 
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The Luff store is in a section 
right on the outskirts of New York 
City. Many of its customers are 
commuters who go every business 
day into the heart of the city, less 
than an hour’s run by train. Luff’s 
meets this situation by advertising 
in the garden pages of New York 
daily newspapers to build pres- 
tige, remind local readers of those 
papers of the varied stocks at the 
store and to let people in nearby 
sections, both in New York City 
and over the Nassau County line 
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Longer fronts and larger independent retail hardware stores are predicted for the post-war era. 


re | and Housewares Store” 


know that the store has the goods 
which are needed. While many 
people who are not too close to 
the store will buy by mail or over 
the ’phone they will visit the store 
when practical, possible and de- 
sirable. 

Some time ago, the store adver- 
tised, in a New York daily paper, 
for used sleds of a certain na- 
tionally known brand, and while 
the number of sleds unearthed as 
a result of the ad was not as great 
as the store management had 








hoped, it made new friends as a 
result and also acquired some used 
“bob-sleds” and smaller units that 
would not otherwise have been 


available. A New York City daily 
paper recently carried an ad de- 
voted exclusively to incandescent 
lamps, bringing forth numerous 
mail, phone and personal visit or- 
ders for some sizes which were not 
too plentiful in all places. 

Mr. Luff says, “I make it my 
business to dig up hard-to-get 
merchandise and act as a custom- 


Here is a section of 
the feminine side of the 
store. Arrangement is 
neat and provides am- 
ple space where the 
customers may browse 
and inspect the many 
lines. Note the way 
in which merchandise 
is attractively featured 
about the post. 











ers’ agent, exhausting the market 
to try to get lines demanded. Mail 
order business gives us more pres- 
tige with people right in Little 
Neck. We try to carry more ar- 
ticles and in a wider variety than 
any other store in our trading 
area. Although war substitutes 
have been added to our lines, we 
have tried to get those that are 
closest to our normal lines, so that 
sudden ending of the war will not 
leave us with big stocks of such 
wares. Where practical we meet 
New York City (i.e. Manhattan) 
prices.” 

Shoe skates, for which ration 
coupons must be collected unless 
shipped from the manufacturer 
prior to a certain date, have pre- 
sented a problem to many stores. 
Luff’s met this problem by acquir- 
ing the stock of a stationery and 
candy store which had had none 
too great success with the line and 
by the purchase of some used 
skates. Thus the store has a rea- 
sonably well rounded stock of shoe 
skates which are salable without 
the passage of ration coupons. 


Telephone Important 


Telephones play an important 
part in Laff’s activity. There is 
one unlisted wire used exclusively 
to contact sources of supply in 
New York and elsewhere. In ad- 
dition, the firm pays mileage 
charges on telephone lines to a 
more populous section of New 
York closer to the heart of the 
city, and for one in a large com- 
munity in Nassau County. This 
plan costs the firm a little extra 
on the service basis, but it builds 
good will and brings the store 
business it might not get if more 
distant customers had to pay extra 
to *phone the store. These mileage 
wires also cut down on toll charges 
when the firm must call certain 
sections in its trading area. 

The store’s policies of them- 
selves are interesting enough but 
there are other angles well worth 
considering. Following good mer- 
chandising practice, lines of par- 
ticular interest to the ladies are 
on one side of the store and those 
primarily considered as being for 
men, tools, etc., are on the other 
side. About 36 ft. of the 81-ft. 
display room are habitually de- 
voted to seasonal lines, using plat- 
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forms, tables and the floor itself 
to meet varying display needs. The 
accompanying illustrations show 
the departments of feminine inter- 
est as well as sections of the men’s 
side. In the former, note at- 
tractively arranged display of din- 
nerware, with cups—boullion, tea 
and coffee—hung as in a private 





THE BLACKOUT IS 
OVER—SO LIGHT UP 


MAZDA 
BULBS 


EE cc cn anieascogean Gad 10 
5 2 Serer 15 
BT IIR di cncnsdnactcccsae .20 
150 W Clear or Frosted........ .20 
200 W Clear or Frosted........ 27 
Flourescent—White or Daylight 
14 W 1% in. x 15 inch....... 70 
16 Wit in. x (8 inch....... 57 
15 W.t' in. x 18 inch....... 70 
20 W i'% in. x 24 inch....... 70 
30 Wisin. x 36 inch....... 10 
40 W 14, in. x 48 inch....... . 95 


We have a practically unlimited sup- 
ply of G. E. buivs. Figure your re- 
quirements—we will promptiy mail any 
order of $2.CO or more prepaid and 
insured. Send check or money arder. 


LUFF’S HARDWARE 








LITTLE NECK, WN. Y. 





This ad, reproduced in original 
size, was inserted in a New York 
daily newspaper when Luff's was 
at its former location. The mail 
order business occasioned by it 
continued for weeks following its 
metropolitan appearance. 


home, the neatly arranged waste 
containers along the top ledges, 
the complete oil cloth shop and the 
neat arrangement of shelving 
around the pillar in the right fore- 
ground. The view of the men’s 
section features tools, shelf hard- 
ware, and a wide variety of roof- 








Latest News on 


PRIORITIES 


and 


WAR-TIME ORDERS 
on page 124 





ing, insulation and other winter 
needs. A wall paper department 
is located in the rear of the store 
right next to the paint section. 

Even the quickest look at these 
pictures of the interior of the store 
indicate careful planning, but 
there is more to it than meets the 
eye. The basements, all of which 
are now connected are devoted to 
surplus stocks, including ladders 
and pipe which could never have 
been stored in the basement of the 
former and smaller store on the 
other side of the street. A chart 
maintained in the store’s office 
shows where the basement stocks 
for the various sections are lo- 
cated, so that even new employees 
can find what they are seeking in 
the shortest possible time. All in- 
coming and outgoing merchandise 
shipments are handled in the base- 
ment. 


Illumination 


When the new store buildings 
were acquired, glass used for win- 
dows opening on the doorways was 
used to form the long stretch of 
show windows. Other materials 
used under the old setup were also 
utilized and much of the labor 
provided in the remodeling was 
given by artisans owing money to 
the store. Used fluorescent light- 
ing equipment was acquired to 
provide a well lighted showroom. 
Fixtures used in the old store were 
transferred to the new quarters 
and some used fixtures were 
acquired at an auction and re- 
finished, and in some instances 
remodelled, to make fixtures 
throughout the store match and 
harmonize. 

Mrs. Luff assists her husband in 
conducting the business, together 
with a young saleswoman on a 
full time basis. In addition, there’ 
is a full time porter and several 
part time employees. An aviator 
provides help in hardware lines 
on a part time basis. In the eve- 
nings a banker and a retired 
banker sell in the store. Window 
displays, which are both interest- 
ing and sales pulling, are trimmed 
by a retired department store ex- 
ecutive and an outside accountant 
handles that end of the business 
on a part time basis. 
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THIS REMINGTON ADVERTISEMENT is now 
appearing in full color and black-and-white in 
outdoor farm, boys’ and general magazines hav- 
ing a total circulation of more than ELEVEN 
MILLION COPIES. Remington advertising such 
as this is keeping the sport of hunting alive 
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in people’s minds. It is reminding people 
that Remington stands for the finest in sport- 
It will bring more 


into your store for 


ing arms and ammunition. 
people than ever before 
Remington products when they are again available. 


REMINGTON ARMS COMPANY, INC., BRIDGEPORT, CONN. 














Five Turnovers a Year in Glassware 
Gifts and Pictures 


Pickart Bros. has built up plenty 
of traffic and sales with these 
lines which have feminine appeal 





Glassware and gifts are displayed prominently where they catch the eye. 


(Goon merchandis- 


ing, plus excellent display helps 
Pickart Bros., 6126 W. National 
Ave., Milwaukee, Wis., get five 
turnovers a year on a large glass- 
ware, gift and picture stock. 

The first three center table dis- 
plays in the store have been given 
over to glassware and gifts. A 
fine selection of pictures occupies 
a feature display spot at the right, 
while at the left of the store, up 
near the front, a large glassed-in 
wall case’ contains other novelty 
gift items. Women come to this 
store from many parts of Milwau- 
kee, because they know that here 
they can find what they want for 
an individual gift or a group of 
prizes for a card party, etc. The 
store is located adjacent a street 
car and bus line. Many women 
can drop off at Pickart Bros. on 
their way downtown to Milwaukee 
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on street car or bus, buy what 
they want and call for it on their 
return. 

During the past year, vases and 





small figurines have sold quite 
well, Mr. Pickart reports. This 
store carries quite a stock of such 
items. Figurines at from a dollar 
to $2.50 appear to be popular with 
many housewives. 

The picture section is something 
that has been added since the war 
and it has done very well. Lo- 
cated near the front of the store, 
it parallels the wall paint displays, 
and is close to the glassware stock. 
Pictures range in price from 25 
cents to $5.00. The display is 
long, which makes it possible for 
the pictures to get more attention 
from passersby. A considerable 
number of glassware customers 
pause before the pictures and 
make selections. 

(Continued on page 39) 





Pictures adjoin the paint department where one item suggests the other. 
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The Weather Helps 


HE weather frequently is a 
most important factor in 


selling seasonal merchan- 
dise. This should not be forgot- 
ten. Wait for the breaks in the 
weather to start your promotion 
of these items. At this time of 
year, there will be cold days, 
snowy days, and mild days when 
it is sloppy and thawing. Gener- 
ally speaking, advertise and dis- 
play snow shovels when it is 
snowing. When the mild days 
come along then is the time to dis- 
play the door mats and other re- 
lated items that will help the 
housewife keep dirt and wet out 
of her home. 


Sale Atmosphere 
Stimulates Buying 


Show cards with selling mes- 
sages will boost sales of merchan- 
dise for any display. This is par- 
ticularly true when a special sale 
event is being conducted. 

Whenever you are running a 
special promotion be sure to 
change the show cards on all mer- 
chandise to tie in with that par- 
ticular event. This would include 
cards on regular merchandise even 
though there was no change in 
the regular price of the goods. 

The only instance where this 
policy should be changed is when 
the special promotion event hap- 
pens to be a general, store-wide 
clearance. In such instances, only 
clearance merchandise should be 
covered with special sale show 
cards. Cover other merchandise 
with regular show cards. Many 
sales will be made to shoppers 
during these events for the sale 
atmosphere of the store stimulates 
buying of other merchandise. 


Productive Table Displays 


At this time of year the effec- 
tiveness of table displays, in many 
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hardware stores, is apt to decline. 
The job of taking inventory and 
determining final results for the 
year seem to be more important. 
Few things, however, are more 
important than selling merchan- 
dise. 

Seasonable table merchandise 
may not be easy to find, but there 
are many items that are used the 
year around that can be displayed 
and featured during these peri- 
ods. Salespersons should ferret 
out these items, arrange attractive 
displays and push the sale of this 


merchandise. 


An example of a type of mer- 
chandise that will produce good 
results if shown now is home 
cleaning goods. Other lines are 
dairy and farm supplies and wash- 
day needs. There are many items 
in these general classifications that 
sell throughout the year and 
should be promoted at all times if 
display space will permit it. 


Events for March 


Several events in March lend 
themselves to store promotion ac- 
tivities. Dealers will want to tie 
in with these wherever and when- 
ever it is possible. 


March 17—Saint Patrick’s Day 
March 21—First day of Spring 





Test Your Hardware Sense 


Grade yourself in the following manner to see how good 
you are. Each question correctly answered is worth 20 ’points. 
A grade of 100 is very good; 80, good; 60, fair; 40, poor; and — 
20, very poor. The correct answers to these questions will be 


found on page 154. 


Work the problem first—then substitute the figures 

of your own business for those in the problem. 

1—A hardware business earned cash discounts of $1,200 
during a business year. Purchases for the same period were 
$60,000. Can you determine the rate of discount in per cent? 

2—A salesman works in a store subject to the Federal 
Wages and Hours regulations. He works 48 hours per week 
and receives time-and-a-half for all hours over 40 hours. His 
weekly wage is $31.20. Determine the salesman’s hourly rate 


of pay. 


3—Figure the balance due on this installment sale? Selling 
price of the appliance sold was $100. Carrying charges to be 
added to this are at the rate of 5 per cent. The down payment 
required is one-third of the total amount due (total selling 


price and carrying charges). 


4—A customer wants to buy paint to refinish his home. Two 
coats are to be applied. The surface to be covered is estimated 
at 1200 sq. ft. The salesman sells the customer a house paint 
that will cover 400 sq. ft. per gallon. Determine how many 
gallons of paint the salesman should sell to do the job. 

5—One gallon of roof paint covers 100 sq. ft. of metal sur- 
face. How many gallons will be required to cover a roof 10 


ft. wide and 40 ft. long? 


(Answers on page 154) 
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Proved 3 ~ Nearly 


ONE MILLION 
Jars Sold in 1943 


Amazing Metal Saver... 
Leak-Proofs, Rust-Proofs, 
Repairs and Preserves 


New and Old 
GARBAGE CANS, BUCKETS, 
PAILS, CRIBS, TANKS, SILOS, 
TROUGHS, GUTTERS, etc. 


Dealer sales of nearly ONE MILLION jars 


Sold by 
Leading Jobbers 















GEORGIA 
Beck and Gregg Hdwe. Co., Atlanta 
MNDIANA 
Wayne Hdwe. Co., Ft. Wayne 
Miller Bros. Hdwe. Co., Richmond 
Indianapolis Paint & Color Co., In 
dianapolis 
Capitol Paper Co., Evansville 
1OWA 
Brown-Camp Hdwe. Co., Des Moines 
KENTUCKY 
Belknap Hdwe. & Mfg. Co., Louisville 
Stratton and Terstegge Co., Louisville 
MICHIGAN 
Buhl Sons Co., Detroit 
Bremmyr-Bain Co., Petoskey 











of ACID-O in 1943 prove that this unique metal 
saver and rustproofer is one of the easiest, fast- 
est selling products in the hardware field today. 















MISSOURI Backed by powerful merchandising—popularized 
Stowe Hdwe. & Mfg. Co., Kansas by radio, newspapers and magazines—ACID-O 
uew veut is a sure-fire money maker! Tie-up with this 


hard-hitting ACID-O campaign—set up a counter 
and window display in your store— and enjoy 
your share of booming ACID-O sales! Phone your jobber or 

mail coupon below. 


RETAIL PRICES 


Roberts Hdwe. Co., Utica 

Weed & Co.. Rochester 

A. Sklar & Sons, Yonkers 

Montauk Paint & Wallpaper (o., 


rooklyn 

NEBRASKA 

Paxton and Gallagher, Omaha 
HI 












































0 Pint 7% 
Kruse Hdwe. Co., Cincinnati 

Spetnagel Hdwe. Co., Chillicothe Quart $1.60 
Kiefaber Co., Dayton Gallon 3.85 


Smith Bros. Hdwe. Co., Columbus 
Tracy-Wells Co., Columbus 
Canton Hdwe. Co.. Canton 
Lake Erie Hdwe. Co., Cleveland 
Cavanaugh Co., Youngstown 
OREGO 
Northern Wholesale Hdwe. Co., Port 
land 
Basche-Sage Hdwe. Co., Baker 
PENNSYLVANIA 
hae Hdwe. Co., Philade! 
a 


Pp 
L. H. Smith Co., Pittsburgh 
Logan-Gregg Hdwe. Co., Pittsburgh 
Punxsutawney Hdwe. Co., Punxst 
tawney 
TENNESSEE 
Orgill Bros. & Co., Memphis 
TEXAS 
North ‘Texas Hdwe. Co.. Vernon 
WASHINGTON 
Northern Wholesale Hdwe. Co. Seattie 
WEST VIRGINIA 
Emmons-Hawkins Hdwe. Co., Hunt 
ington 
Charleston Hdwe. Co., Charlestor 
Ott-Helskell Co., Wheeling 


af 





—has hundreds of uses in homes, on farms, in hatcheries, and 
factories. This scientifically developed plastic material actually 
seals small holes and leaks, rustproofs and acidproofs metal, con- 
crete and wood. Makes old metal serve like new ... makes new 
metal last longer. m 
ACID-O is easy to use—just brush it on! Tested and approved by 
many leading firms and well-known testing laboratories. Saves cus- 
tomers dollars for every penny spent. Build bigger sales—help your 
customers get more service and longer wear from a host of articles 
by selling ACID-0. Cash in on this outstanding money-maker 
and repeat item! 


GEO. B. KLEE CO. 
"KLEECO PRODUCTS" 
2376 Dana Ave., Cincinnati 7, Ohio 




















j 
; DEALERS! MAIL COUPON FOR QUICK DELIVERY ; 
' 
i = 
| Geo. B. Klee Co., Dept. H2, Cincinnati 7, Ohio ; 
| Ship and bill through 
Sobber’s Name 6 .cc.ccccscsccssccccccscccsecers Retains seep same 
MENTS. Apply on In: MMA: PONIES sisi os o.se 0 vinden, pdt canhapasivigarsassi=s0 os 7 
- Walls—Just Brush | cases 24/ pt. ACID-O @ $11.38 cs. (Profit $7.58) | 
a | " 127 qt. ACID-O @ 10.80cs.( " 7.20) 
i " 4/1 gal. ACID-O @ 9.24 cs. ig 6.16) ] 
Customers welcome DIKE, the thrifty, easy | "  12/5¢# DIKE @ 14.26 cs. ( ' 9.50) | 
way to waterproof leaky basements and "6/10 DIKE @ 13.50 cs. ( ' 9.00) 
other underground structures ON THE IN- | | 
SIDE. No digging required. Highly effi- sooo ff 
cient and durable. Display DIKE on your | BONS. GORING. oa a: ois sccccccocnccce ss sidsinngets seh eter remses oeissd 
counter, in your window. Sells fast, repeats | CPEB NS Al ene Bago! et Wee 2 Ae DNF eae ror ee occees | 
. gives you a BIG PROFIT! Buyer’s Address ........ceeceecceccsecerseeceees ner We 
L —— — —_—— =e ee ——_— i a ———_—_—_———_ 
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Service Department Fills the Gap 
Occasioned by War-time Shortages 


F. L. Zilisch Hardware Co. finds 
that repair work pays profits 
and aids customers in the area 





, service depart- 


ment at the F. L. Zilisch Hard- 
ware Co. store, Juneau, Wis., is 
a very busy and profitable place 
these days. Not only do Mr. Zil- 
isch and a helper take care of lo- 
cal furnace and plumbing repairs, 
but they also handle a wide va- 
riety of appliance and other re- 
pairs for local townspeople. 

“We can service almost any 
sort of a mechanical job except 
radios,” states Mr. Zilisch. “We 
are not equipped to handle that 
sort of work and refer it all to 
a local radio shop. However, we 
do handle washing machine and 
vacuum cleaner repairs. Our 
washing machine repair business 
is especially heavy. We have got- 
ten in some mighty old machines, 
but have made them operate. Peo- 
ple don’t care if they have to 
spend $20 to $30 for a major 
washing machine repair job, just 
so long as the machine is service- 
able. And, of course, we have 
many other smaller jobs ranging 
from $5 to $15 on washers.” 

Mr. Zilisch has a power saw 
in his service department which 
comes in mighty handy, he re- 
ports. He and his man have made 
odd size storm windows for cus- 
tomers with the use of this saw 
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Mr. Zilisch solders an old type milk strainer which 
is still doing duty because of present shortages. 


and also cut wooden pieces to re- 
pair many various items. An old 
vacuum cleaner bag has been 
hooked up to the sawdust dis- 
charge to gather it into the bag 
as it leaves the saw. This pre- 
vents the whole shop from becom- 
ing littered with the dust. 


Milk Utensils Soldered 


This shop does a lot of solder- 
ing for townspeople and farm- 
ers. All utensils used for contain- 
ing milk must be soldered care- 
fully, says Mr. Zilisch, otherwise 
the milk becomes contaminated 
from dust and rust. The top and 
bottom seams on milk cans must 
often be soldered all the way 
around to prevent contamination 
of milk. And because milk cans 
are hard to get in sufficient quan- 


tity, the old ones must serve 
longer, and this calls for more 
repairs than usual. 

Other soldering jobs include 
tea kettles, wash boilers and other 
articles so vital to good and efhi- 
cient housekeeping. Then there 
are also many small repair jobs 
on small appliances in the home. 

“We also handle pump repairs 
here,” says Mr. Zilisch, “as well as 
all general plumbing jobs. Fur- 
nace repairs have been numerous 
this year as have roofing jobs. In 
fact, everyone who has any sort 
of a repair job is trying to get it 
done, hoping to make things last.” 

This shop is well equipped with 
tools and this helps a great deal 
in tackling almost any sort of re- 
pair work. All tools are hung up 
neatly in the shop, for Mr.. Zil- 

(Continued on page 137) 
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Public utility companies are plan- 
ning an extensive development of 
power and communication lines 
after the war. The men on the 
poles—the electricians doing the 
wiring—the vast army of good 
workmen that these plans will re- 
quire are your future market for 
Kleins. 

Klein pliers have been the pre- 
ferred tool of linemen and elec- 
tricians everywhere since the first 
wires were strung nearly a cen- 
tury ago. Today, Klein are busy 
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Every broken tool is a break for Hitler! It is 
important that tools be properly used and 
properly cared for. The Klein booklet "Long 
Life to Tools” giving valuable information 
on the proper use and care of tools will 

be sent on request to anyone interested. 
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BELMONT 

























serving the Army and the Navy all 
over the world as well as industry 
at home. As soon as this urgent 
demand is satisfied, these quality 
tools will again be available for 
your stocks, to meet the demand 
of workers who insist on “Kleins.”’ 


DISTRIBUTED THROUGH JOBBERS 
Foreign Distributors: 


International Standard Electric Corp., New York 
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American Hardware Supply Oo. 
Reports 10 Per Cent Gain in 1943 





CHARLES W. SCARBOROUGH 
President 


A 1943 sales increase 


of more than 10 per cent over 1942 
was reported at the 34th annual con- 
vention and dealer- stockholders’ 


meeting of the American Hardware - 


Supply Co., dealer owned wholesale 
house, held at the company’s head- 
quarters, 41-43 Terminal Way, South 
Side, Pittsburgh, Pa. A feature of 
the convention, which was attended 
by more than 350 members and 
manufacturers’ representatives, was 
a display of available lines of mer- 
chandise, including some which are 
new to the company’s stocks. 

Charles W. Scarborough, presi- 
dent of the company, welcomed 
members and guests at the opening 
meeting Monday night, reporting 
that the organization had enjoyed a 
remarkably good year. A very large 
percentage of members’ merchan- 
dise needs had been provided by the 
company in the year just ended. As 
to the individual dealer’s activities, 
he urged that they clean out their 
old goods and thus have clean 
stocks. 

William M. Stout, general man- 
ager, awarded certificates to the 10 
dealer-members whose _ purchases 
from the company had been the 
highest for 1943, and then awarded 
service pins to employees with ser- 
vice records ranging from five years 
to 25 years. J. D. Shepler, claim 


manager, and Regis Kane, buyer, 
were complimented on their quarter- 
century records and were informed 
that when available suitably en- 
graved pocket watches would be 
presented to them. A 20-year pin 
was announced as being for Robert 
McCullough (U. S. Army) and 10- 
year awards for I. B. Paxton, Miss 
Bertha Entwisle and Mrs. Lauretta 
Paterson. Five-year awards were 
given L. A. Sheaffer; Paul Wick; 
H. Leslie Gould, director of sales; 
Miss Gertrude Eback and Ralph 
Perry (U. S. Coast Guard). 

F. Leon Herron, secretary and 
sales manager, Franklin Hardware 
& Supply Co., Philadelphia, Pa., 
dealer-owned wholesale house, spoke 
briefly on the history of his organ- 
ization and thanked American Hard- 
ware Supply Co. for its assistance. 

Lee Kelso, Hazelwood, Pa., presi- 
dent of the Pennsylvania and At- 
lantic Seaboard Hardware Associa- 
tion, spoke briefly of the programs 
of the Pittsburgh and Philadelphia 
sessions to be held in February by 
PASHA. 


Regulation W an Aid 

E. A. Hastings, Pittsburgh, trea- 
surer of the company, pointed out 
that the war has caused worries and 
annoyances, but has brought the 
help of Regulation’ W which limits 
credit transaction provisions. Smart 
dealers will, after the war, stick to 
30-day terms and will find them- 
selves with more cash, smaller in- 
ventories and less current and fixed 
liabilities. Of 2,000,000 manufac- 
turers, wholesalers and retail deal- 
ers in business in this country in 
1942 there were 130,000 who were 
out of business in 1943. Post-war 
competition will be keener requiring 
good display and the right prices 
more than ever before. As to taxes 
in the post-war era, he predicted 
those on corporate incomes would 
be lowered more quickly than those 
on individual incomes. Hold your 
present gains, he said. 

Speaking on “The Chains—Your 
Competition,” H. Leslie Gould di- 
rector of sales, declared that the 
post-war plans of chain stores are 
staggering, including larger lines, 





WILLIAM M. STOUT 
General Manager 


improved displays and stores and 
lowered selling prices. Start think- 
ing and planning, now, for the post- 
war era. Get your house in order, 
fix up your store and don’t use war 
as an excuse for poor service. Fol- 
lowing the war, people will return 
to the stores that gave them good 
service, and so properly trained 
salespeople are absolutely neces- 
sary. Spend your time selling, he 
said. 

Operations of the company’s buy- 
ing department were outlined by 
Virgil Hall, buyer, who said that 
friendship was important in busi- 
ness but that there still is the profit 
motive in business to be considered. 
He said many new items had been 
added to the company’s line in 1943 
and that more will be taken on in 
1944, 

William M. Stout, general man- 
ager, reviewed the company’s prog- 
ress from the time of its inception 
down to the year which has just 
ended with sales of more than §2,- 
795,373, or an increase of 10 per 
cent over the previous year. Inven- 
tories in 1943 were up 20 per cent 
over those in 1942. Dealers were 
advised to buy plenty of War Bonds 
and consider revamping stores to 
meet post-war needs. You cannot 
make definite post-war plans now 
nor can manufacturers go directly 
from war to peace-time production, 
he stated. 
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In the treasurer’s report at the 
annual meeting, on Tuesday, by 
Treasurer E. A. Hastings, was in- 
cluded the fact that the company 
had invested $150,000 in Govern- 
ment Bonds for rehabilitation of in- 
ventory in the post-war period. De- 
spite that provision, he pointed out, 
the company’s inventory had _in- 
creased in 1943, rather than show- 
ing a decrease from 1942. The liq- 
uid condition, maintained through- 
out the past 11 years is retained by 
the 1943 report. The year just 
closed gave the company its largest 
increase in new members which now 
numbers well over 250 .active 
dealers. 

At the final session of the con- 
vention Charles W. Scarborough, 
Scarborough & Klauss, Pittsburgh, 
Pa., who was the organization’s first 
president was re-elected. F. B. Post, 
Paul & Post, Washington, Pa., con- 
tinues as vice-president and S. M. 
Wylie, Wylie Bros., Elizabeth, Pa., 
was re-elected as secretary of the 
company. Directors are: W. R. Con- 
away, Perry Hardware Co., New 
Lexington, Ohio; Clarence New- 
comer, H. S. Newcomer & Son, Mt. 
Joy, Pa.; William R. Ritter, Ritters 
Hardware Store, Mechanicsburg, Pa. 
(re-elected); J. M. Scott, W. M. 
Scott & Co., Carnegie, Pa.; Mr. Scar- 
borough; H. M. Kirk, Sr., Kirk, 
Hutton & Co., New Castle, Pa. (re- 
elected); Mr. Post; H. D. Whiel- 
don, Greenville, Pa., and Mr. Wylie. 
E. A. Hastings, treasurer of the com- 
pany, was re-elected to that office 
and William M. Stout was reap- 
pointed as general manager of the 
company. 


Five Turnovers 
In Glassware 


(Continued from page 82) 


There is also much repeat busi- 
ness on the glassware and gift de- 
partments. This is due to the 
wide variety of stock and the ex- 
cellent display. A woman who 
comes in to buy a wedding gift 
for a friend, is going to inspect 
all the glassware and gift stock 
quite thoroughly, even though she 
will buy only one item at the 
time. However, she usually re- 
members what she sees and makes 
a mental note to come back some 
other time to buy something for 
herself, ete. Thus it is that many 
regular customers are secured for 
this department. 
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WIRE 
PLUG FUSES 
CARTRIDGE FUSES | 
CORD ASSEMBLIES 
CHRISTMAS OUTFITS 
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ELECTRIC COMPANY, INC. 


95 GRAND AVENUE - PAWTUCKET, R. I. 
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onced Ferrule 
Greater Diamete Biade from Turn 


Reduce ng in Handle 
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An ingenious Shoulder 


on Shonk Prevent 


Formed in Blode Gives 
Added Strength to Super 
Grip Handle 


SCREW DRIVER 


A new design in husky Screw Drivers that can 


really “take it” . the blade, shank and shoul- 
der are forged from ONE piece of Tool Steel. 
When your critical customers take one of these 
sweetly balanced, rugged tools in their hands, 
they sell themselves—and quick! 

Made in a complete line of models and all sizes 
with square and round blades that run yen 
through selected hardwood and Pyraloid 

Write for complete details on this 
fast-moving, long profit line. 


VIKING HAND DRILLS 


Shown to the right is No. V.920... 
one of a complete line of beautifully 
designed FORSBERG Hand 
Drills. All popular sizes up to 
44” chuck capacity. 












WHALE BRAND COPING SAWS 


No. 24... An extra deep, finely finished frame. 


Stock %” x 3/16”, depth 614” Hardwood handle. 
Complete with No. 20H specially hardened and 
tempered Whale Blade. 


© MFG. CO., BRIDGEPORT, CONN., U.S.A. 




















WESTERN 
OFFICERS: 


Left to right, 
front row: Ralph 
Rust, Parsons, Kan., 
president: E. G. 
Stucker, Ottawa, 
Kan., vice-presi- 
dent. Rear row: 
[. C. Nitsch, Oberlin, 
Kan., director: 
Leslie F. Smith, 
Westmoreland, 
Kan., director. 


















The Western Convention 


NAME & PLACE—Western Re- 
tail Implement and Hardware Asso- 
ciation, 55th annual convention, 
January 17-18-19, 1944, Hotel Presi- 
dent, Kansas City, Mo. 


NEW OFFICERS — President 
Ralph G. Rust, Parsons, Kans., suc- 
ceeding Lee Oldham, Leoti, Kan.; 
vice-president E. G. Stucker, Ottawa, 
Kan. New director: Leslie F. Smith, 
Westmoreland, Kan., three years. 
J. C. Nitsch, Oberlin, Kan., re- 
elected for three-year .term. 


RESOLUTIONS — Urged con- 
gressional representatives of West- 
ern Association members to support 
enactment of legislation to assure 
orderly disposition of surplus goods 
owned by various branches of Fed- 
eral Government. Advocated Gov- 
ernment return all manufacturing 
and other business to private enter- 
prise as quickly as possible in order 
that production may get under way 
for needed goods. Recommended 
manufacturers and wholesalers allow 
ample territory to dealers in post- 
war era to avoid overlapping of ter- 
ritories and detrimental conflict in 
same lines of implements. 


ADDRESSES —President Lee Old- 
ham presided over all principal ses- 
sions. At the formal opening Tues- 
day morning, Carl E. Bolte, director, 


Industrial Service Division, Smaller 
War Plants Corporation, Washing- 
ton, D. C., speaking on the subject: 
“The Place of Small Business in the 
War Effort” explained the purpose 
of SWPC was to coordinate the idle 
facilities of small manufacturers and 
the needs of the armed services for 
the products of those facilities, with 
whatever else could be squeezed out 
for civilian population. SWPC ob- 
tains procurements in Washington, 
bundles them out to 14 regional and 
130 district offices. Mr. Bolte said 
small manufacturers’ would have 
better results by contacting district 
offices. It is not necessary to come to 
Washington. He stated we would 
not get full benefit of production 
for the military until we, like the 
English, achieve 70 per cent of our 
production in small shops of 50 
people or less. 


J. T. Meek, executive secretary, 
Illinois Federation of Retail Asso- 
ciations, Chicago, challenged the con- 
vention with the thought, “We must 
become more than retailers . . . we 
must assume a leadership in our 
communities in civic, political and 
moral life . . . not just a retail 
leadership . . . an overall American 
leadership.” In his address, “Build- 
ing America,” Mr. Meek recom- 
mended political Jeadership and 
community service leadership as two 
solid foundation rocks which every 
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dealer should endeavor to set in 
place. ; 

Carl Nordlund, president, the Na- 
tional Retail Farm Equipment Asso- 
ciation, charted a few landmarks 
on the “Road Ahead for You and 
Me.” Hobart Thomas, service -direc- 
tor, NRHA discussed the situation 
for retail dealers “Today and To- 
morrow.” 

Paul Mulliken, executive secre- 
tary of the National Retail Farm 
Equipment Association told dealers 
about “The Road Ahead for All of 
Us.” Mr. Mulliken stated that 1943 
would be remembered as the year of 
great shortages, particularly in farm 
equipment and hardware. He said 
that curtailed sales of new goods, 
and shortage of repair parts and 
service, coupled with manpower 
shortages, had so handicapped agri- 
culture that it “was only the Lord 
and the weather that enabled us to 
produce an all-time high.” He fore- 
cast the need for food production in 
ever greater quantities as essential 
for victory. The road ahead in a 
military way is assuring with victory 
imminent. The road ahead on the 
home front is more disturbing, but 
we are rallying. The road ahead for 
individual business is most promis- 
ing and very bright. “I’m sure,” he 
concluded. “we will all do more in 
1944.” 


“The World of Tomorrow” 


One of the most interesting ad- 
dresses of the convention was de- 
livered by Harold Daschner, man- 
aging director, Michigan Retail 
Hardware Association. Allowing his 
hearers to glimpse “The Amazing 
World of Tomorrow” as he told of 
the new developments in plastics, 
wood products, package units, etc., 
Mr. Daschner gave emphasis to his 
discourse by displaying various 
items in his post-war merchandise 
exhibit. Plastic plumbing that con- 
tracts and expands with the water 
to prevent freezing and bursting of 
pipes, plastic tank balls that are 
lighter and more efficient than cop- 
per, and many other war-propelled 
inventions which will make for a 
better world fascinated the audience. 
He recommended that dealers look 
ahead and be prepared to merchan- 
dise these products of tomorrow. 

Mathew J. Beuder, chief, income 
tax division, U. S. Internal Revenue 
Service, spoke briefly about the war 
and taxes, and then answered ques- 
tions in a lively open forum on the 
income tax law. 

Robert S. Stevenson, southwest 
division manager, Allis-Chalmers 
Co., Milwaukee, Wis., discussed 


“Implement Merchandising Under 
Present and Post-War Conditions.” 
He told dealers, “The farm is a fac- 
tory and you are machinery tool 
engineers.” He recommended that 
dealers study uses and marketing of 
farm products, and become farm ex- 
perts. Summing up, Mr. Stevenson 
told the dealers that although we 
do not now know what kind of a 
marketing world we'll have in the 
post-war period, dealers can com- 
pete successfully with mail order 
houses, will-fit parts companies, co- 
operatives and others by offering 
service worth the cost. 

Closing the convention, W. M. 
Ostenberg, superintendent of schools, 
Coffeyville, Kan., delivered an in- 
spirational, challenging address— 
“On the Plus Side.” 

The banquet speaker on Tuesday 
evening was Jeff Williams, national- 
ly known, and an attorney from 
Chickasha, Okla. Mr. Williams, half 
humorist, half philosopher, half top- 
sergeant, “kidded,” rationalized and 
goaded the assembled dealers into 
an appreciation of their part in the 
war effort, and the job it is their 
privilege to do. He made a plea for 
more spiritual concepts in business 
and political rule. 

The Hardware Forum and the 
Power Farming Equipment Forum, 
headed by directors E. G. Stucker, 
Ottawa, Kan., and Russell Hauck, 
Unionville, Mo., respectively, were 
held Monday night prior to opening 
of convention, and attended by 
several hundred dealers, whole- 
salers, national association represen- 
tatives and Government men. 


Birmingham Dealer 
Caters to 
Victory Gardeners 
(Continued from page 75) 


and later for canning equipment. 
It is just one endless chain. As a 
matter of fact, all-year gardening 
is becoming the order of the day 
in our section. 

“Customers formerly came 
around a hardware store to tell 
hunting and fishing stories but 
now it seems gardeners have taken 
their places. They come here to 
discuss when to plant beans, how 
best to kill bugs, and to brag 
about how big they grow to- 
matoes. We listen to all their 
tales just as we listened to the 
hunters and fishermen, because we 
know it all goes along with ’the 
game.” 
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What’s in 
the cards? 


—for Manning-Bowman 
dealers and distributors 





The answer is “plenty” . 
and it’s all good. More 
American homes are going 
to need more new electrical 
appliances than ever before. 
The women who do the buy- 
ing are going to have more 
money to spend, and when 
they buy they’re going to 
want the best. 


The Manning-Bowman deal- 
er is going to have a post- 
war line that combines tra- 
ditional M-B quality and 
fine workmanship. 


Research work on this peace- 
time line has never stopped 
at Manning-Bowman in spite 
of the fact that 100 per cent 
of production goes to the 
armed forces. 


With ‘the famous Manning- 
Bowman line and Service 
Policy which insure cus- 
tomer satisfaction, PLUS 
outstanding support in mer- 
chandising and advertising, 
Manning - Bowman dealers 
will have everything it takes 
for a steady, profitable busi- 
ness in household electrical 
appliances. 


Manning-Bowman 
—Means Best 


MERIDEN, CONN. 





















G./ JOE- 


SHORTENS THE LONG 
ALASKAN NIGHTS 
WITH JUSTRITE 





Justrite Lanterns . . . Headlights . . . Ser- 
vice Lights and Penlights are with Joe 
on many of the battlefronts today. 
They're helping him shorten the long 
bitter nights . .. and on add jobs where 
he needs dependable light. Justrite 
Lanterns are providing Joe with plenty 
of the right kind of light when and 
where he needs it. 


And... 
want these Justrite Lanterns handy... 
don't doubt it for a minute. He's learn- 
ing to use and know Justrite Products 
now. Plan early to have an ample sup- 
ply on hand for his return. 


Justrite 
Twin-Bulb 
Safety Lantern 


Justrite 
Service Light 





Model 17-S 


for sales TODAY 

Justrite Safety Products . . . Oily Waste Cans, 
Safety Cans, Safety Filling Cans . . . and Lan- 
terns are available on priority orders. Here's 
a profitable, fast-moving line with safety fea- 
tures that are vital to the war effort. Write to- 
day for complete information. 


JUSTRITE MANUFACTURING COMPANY 


2073 N. Southport Avenue, Chicago, Illinois 


CANS JILY WASTE 
D SAFETY ELECTRIC LANTERNS 
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when he gets home, he'll” 














By L. W. MOFFETT 


Washington Representative 
of Hardware Age 


x * 


AS LIMITED PRODUCTION of 
electric irons has been announced for 
1944, the Household Electrical Dis- 
tributers Industry Advisory Committee 
members were concerned with the dis- 
tribution pattern to be established dur- 
ing the coming months for such small 
quantities of household electrical ap- 
pliances as may be authorized. Taking 
electric irons as a typical small ap- 
pliance distribution problem, commit- 
tee members made the following sug- 
gestions. 


1. That pre-war manufacturers al- 
locate goods to distributers on the basis 
of pre-war performance, as of a base 
period. This method, if adopted, would 
be subject to such adjustments as are 
required by the forthcoming equitable 
distribution order. 

2. That, as long as production is re- 
stricted by the government no new pro- 
duction or distribution facilities be 
recognized in household electric ap- 
pliances, 


3. That special attention be given 
to the method of distributing goods 
produced by manufacturers not previ- 
ously making electric irons who, be- 
cause of manpower availability, might 
be authorized to make a portion of the 
quantity programmed. 

4. That a method be found to hold 
back a proportion of production for 
emergency distribution and that the 
emergency reserve be held at the manu- 
facturing level. 

5. That any necessary retail control 
be established by a simple certificate 
of need, signed at the counter. 

6. That appliances produced and dis- 
tributed under war restriction programs 


be free of non-essential trim, as ab- 
sence of special eye appeal would dis- 
courage unnecessary buying by retailer 
or consumer. 

A government representative, relating 
distribution to production, pointed out 
that an easing of some raw materials 
does not imply large supplies of house- 
hold electrical appliances. He stressed 
the fact that factory facilities and man- 
power continue to be problems, even 
when materials are available . . . and 
that, for production, these three vital 
factors must be perfectly coordinated. 
It was made clear that production of 
electrical appliances for the home 
would be resumed only when and if no 
possible damage to the war program 
could result. : 

x*x*re 


FARMERS don’t like steel nose 
rings for bulls, according to WPB. So 
it has authorized the use of copper for 
this purpose. WPB estimated that 
about 240,000 Ib. a year of “readily 
produced type of copper rod will be 
needed for bull rings.” 

At the same time the board in an- 
nouncing amendment to Conservation 
Order M-9-c, prohibited the manufac- 
ture of new brass or copper tubing, 
pipe or fittings for installation in gas 
and gas distribution systems. 


xx*r 


THE FARM FREEZER INDUS- 
TRY ADVISORY COMMITTEE 
has presented a program calling for 
the manufacture and distribution of 
25,000 farm freezers in 1944, WPB has 
announced. The proposed program will 
go before the WPB Requirements Com- 
mittee for consideration. There are no 
indications at present of the eventual 
action to be taken. 

The committee, meeting in Washing- 
ton for its first session, suggested that 
each unit approved for production com- 
bine cold storage and freezing elements 
and that no more than two sizes of 
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any freeze be manufactured by any pro- 
ducer. The freezers also would be 
limited in range from 15 to 45 cu. ft. 
capacity. 

It was further proposed that dis- 
tribution of these freezers be controlled 
through AAA County Rationing Com- 
mittees, upom criteria to be furnished 
by the WFA. Committee members also 
presented evidence which they claimed 
supported charges that an extensive 
black market existed in farm freezers. 
The WPB Compliance Division prom- 
ised an immediate investigation. 


* 2 


DEALERS THROUGHOUT 
THE COUNTRY can look forward 
to more equitable distribution of anti- 
freeze during the coming season. WPB 
for the first time will assign quotas to 
producers on a detailed location basis 
specifying the amount of anti-freeze 
each producer is allowed to put into 
principal trading centers in each state. 

In each of the last two years, pro- 
ducers had been given production 
quotas and then allowed to distribute 
the anti-freeze as they saw fit, resulting 
in some inequitable distribution to con- 
suming areas. Members of the Anti- 
Freeze Industry Advisory Committee 
agree with WPB that better control and 
more even distribution could be 
achieved by the proposed method of 
allocation. 

A new form designed by the Chemi- 
cals Division will be issued, under 
Order L-41, to implement this plan. 
This form will be used by producers to 
request allocations for their production 
of anti-freeze to be sold during the 
forthcoming April 1, 1944, to March 31, 


1945, anti-freeze consuming season. 
xk*re 


A FORTHCOMING REVISION 
of Order L-23-c clearly outlines WPB’s 
policy of allowing civilian production 
of standard items in individual actions 
rather than by means of wholesale 
abolishing of “L” and “M” orders. The 
principal change under the amended 
order would be permission to resume 
production of standard model gas 
ranges. 

Only victory models with three or four 
top burners are permitted under the 
present order. The change would per- 
mit production of standard gas ranges 
35 in. to 40 in. plus a 3 and 4 burner 
cooker. The motivating reason for the 
proposed change has been given as the 
great replacement demand in cases 
where the victory model has proved to 
be unsatisfactory. Although production 
of standard model gas ranges is recom- 
mended no increase in unit production 
is proposed. 

It is believed that resumption of 
standard models will not affect dealers 
or manufacturers who now hold inven- 
tories of the war models, since these 
inventories are not extremely large. 
Due to the length of time required for 
manufacturers to get back into produc- 
tion of standard models even after the 

(Continued on page 139) 
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"When | Buy 
AMERICAN SCREWS 


I get 144 


Grade-A Screws 
in every gross 



















..- that’s why | say: DON’T SUBSTITUTE!” 


Wartime customers have come to buy American 
Screw Co. Brand more and more . . . because they 
find they avoid delays and spoiled work caused by 
imperfections in screw threads, heads, and points. 

That’s because American strictly polices its pro- 
duction all the way from taw material purchases, 
to piece-by-piece inspection and automatic weigh- 
count...a double-check on full value both in 
quality and quantity. And these American advan- 
tages, which have won so many new wartime cus- 
tomers, are the reasons why American brand is 
your No. 1 fastening line. 


AMERICAN SCREW CO. 


PROVIDENCE, RHODE ISLAND 
i Chicago: 589 E. Illinois St. 

Detroit: $02 Stephen- 
son Building 





WOOD SCREWS - MACHINE SCREWS - SHEET METAL SCREWS - STOVE BOLTS 
(with Slotted Heads or Phillips Recessed Heads) 
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Toys, Sanders and Bathroom Goods 





Are Good Lines for Late March 


HARDWARE AGE Original Window Display IDEAS 


FLOOR 
SANDER 
WINDOW 


MERCHANDISE: 
Liquid floor wax, 
paste floor wax. floor 
sanders, floor edgers, 
paint and varnish 
remover, sandpaper 
for machine, sand- 
Paper, scrapers, 
paint brushes. 


CLOTHES 
HAMPER 
WINDOW 


MERCHANDISE: 
Clothes hampers in 
several sizes, bath 
rugs and mats, deco- 
rated waste baskets, 
bathroom sstools, 
bath soap. water 
softener compound. 
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WRITE DUO-THERM 
AND MAKE A DATE TO TALK 
OVER POST-WAR PLANS / 


Americas Leading Manufacturer 
of Fuel 011 Heating Appliances 
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READ IT IN HARDWARE 


WASHING MACHINE NEEDS, 2,500,000 
YEARLY AFTER WAR, SAY MAKERS 


Foreseen demand for 300,000 ironers in first 
year following war and 400,000 in second 
year says the American Washer & lroner Manu- 
facturers Association at its annual convention. 


American homes will require 
household washers at the rate of 
2,500,000 yearly through the 
decade “beginning with the year 
V-1,” members of the American 
Washer & Ironer Manufacturers’ 
Association were told at their 
29th annual meeting, Jan. 19, 
in Chicago, Ill. The demand for 
ironers was estimated at 300,000 
in the first year and 400,000 in 
the second, climbing to a ratio 
of one ironer to every five wash- 
ers within a few years after re- 
sumption of production for civil- 
ian needs. 

Worldwide use of American- 
made household washers with the 
coming of peace was foreseen by 
John M. Wicht, director, home 
laundering equipment division, 
General Electric Co., Bridgeport, 
Conn., beginning his third term 
as the association president. 
“Our armies carry washing ma- 
chines with them almost as they 
do ammunition, or improvise them 
from such sources as oil-drums 
and incapacitated jeeps prac- 
tically as soon as they capture 
a beach-head,” he asserted. 
“American influence is spreading 
throughout the world to make 
more peoples want more things 
for better living, by the leveling 
of economic barriers and the re- 
habilitation of war-ridden coun- 
tries.” 

President Wicht will name an 
industry committee to study 
world export potentialities. He 
urged raising a special fund for 
promoting industry interests. 

Bernard J. Hank, president, 
Conlon Corp., Chicago, who pre- 
sented the estimates of washer- 
ironer post-war potentials, sub- 
mitted the forecast as chairman 
of a sub-committee which has 
spent almost a year surveying 
the industry’s expansion possi- 
bilities. Highest washer produc- 


96 





tion before Pearl Harbor was 
1,959,887 units, in 1941. The 
Hank committee estimated post- 
war residential construction at 
the rate of 900,000 units yearly in 
the first 10 years, compared to 
300,000 annually in the ten years 





JOHN M. WICHT 


preceding World War Il. With 
the competition that can be ex- 
pected from other fields “hard- 
driving sales and advertising tac- 
tics” will be required as the post- 
war selling period is re-entered, 
the Hank committee’s report 
warned. 

Plans for the information and 
guidance of washer-ironer manu- 
facturers in the re-conversion and 
post-war periods have _ been 
evolved and will be continued by 
a committee under Roy A. Bradt, 
vice-president, The Maytag Co., 
Newton, Iowa, named early in 
1943 after the Association mem- 
bership had approved President 
Wicht’s proposed program for the 
industry. Each committe mem- 
ber heads a sub-committee han- 
dling one phase of the study. 

Breakdown of commercial 
laundries was declared by I. N. 





Merritt, president, The Meadows 
Corporation, Chicago, and co- 
chairman of the advertising and 
public relations sub-committee, 
to have been “worth $10,000,000 
to the washer-ironer makers.” 
He urged expansion of the Asso- 
ciation’s public relations pro- 
gram to promote laundries in 
post-war houses, to draw sales- 
men to the industry and to sell 
teen-age girls on the advantges 
of home laundering by introduc- 
ing special washer-ironer man- 
uals and the appliances them- 
selves into colleges and public 
schools. 

Washer efficiency and fabric 
launderability standard test 
methods proposed for adoption 
throughout the industry were 
described by P. Eduard Geldhof, 
vice-president, 1900 Corp., St. 
Joseph, Mich., chairman of the 
materials-and standards sub-com- 
mittee. 

Earl R. Bridge, Norge Division, 
Borg-Warner Corporation, Mus- 
kegon, Mich., presented plans for 
basement and first-floor laun- 
dries, with recommendations for 
their introduction to architects 
and builders. W. Homer Reeve, 
general sales manager, Easy 
Washing Machine Corp., Syra- 
cuse, N. Y., discussed methods 
for instruction labeling of ‘wash- 
ers and ironers. 

Judson S.. Sayre, president, 
Bendix Home Appliances, Inc., 
South Bend, Ind., chairman of 
the industry advisory board ap- 
pointed by WPB, gave the details 
of negotiations for resumption of 
washer-ironer manufacturing when 
the progress of the war permits 
and Mr. Bradt, under whose 
supervision the industry’s recom- 
mended plan for re-conversion 
was prepared, described its latest 
stages. William Shaw, Chicago, 
public relations advisor to the 
Association and co-chairman of 
its advertising and public rela- 
tions sub-committee, told the 
Association members they face a 
critical period when promotional 
powers would be in demand. 
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DONALD B. GIBSON 


GIBSON MANAGER 
CONTRACT SALES DIV. 
FOR SARGENT & CO. 


Donald B. Gibson has recently 
been appointed manager of the 
contract sales division of Sargent 
& Co., New Haven, Conn. He first 
joined Sargent & Co., in 1923, 
and specialized in contract build- 
ers hardware. After leaving the 
company in 1937, he continued 
his activity in this line, and more 
recently specialized in the sale of 
marine hardware. In 1943, he re- 
turned to Sargent & Company, 
and became sales manager of the 
marine hardware division. He 
succeeds Frederick G. Hammer, 
who has retired after serving the 
company for 46 years. Mr. Gib- 
son will continue to supervise 
the sales of marine hardware in 
addition to his new duties. 





AM. CHAIN & CABLE 
ACQUIRES MARYLAND 
BOLT & NUT CO. 


The American Chain & Cable 
Co., Inc., Bridgeport, Conn., has 
recently acquired The Maryland 
Bolt & Nut Co., Mt. Washington, 
Baltimore, Md., manufacturers of 
a complete line of bolts, nuts, lag 
screws and forgings. Operations 
will be continued at the Balti- 
more plant as heretofore, and no 
changes in policies or personnel 
are contemplated. The company 
will continue to be known as 
The Maryland Bolt & Nut Co., 
and will be an associate company 
of American Chain & Cable Co., 


Inc. 
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A.J. Eggleston New President 
Builders Hardware Association 


Succeeds H. B. Hendrick. Walter B. Dodge re- 
elected chairman of War Industries Section. Harold 
A. Parks new secretary-treasurer of both groups. 








A. J. Eggleston, Richards-Wil- | 
cox Mfg. Co., Aurora, Ill., was 
elected president of the Hard- 
ware Manufacturers’ Statistical 


dent. Other vice-presidents of 
| the association are R. G. Plumb, 

Eagle Lock Co., Terryville, Conn., 
and Walbridge Parsons, Shelby 
Springs Hinge Co., Shelby, Ohio. 
Walter B. Dodge, The Yale & 
Towne Mfg. Co., New York City, 
was again chosen chairman of 
the War Industries Section of 
which P. F. King, The Stanley 
Works, New Britain, Conn., is 
vice-chairman. The organization 
now hos approximately 80 man- 
ufacturer members. 

Harold A. Parks for many 
| years a sales executive of Sar- 
geant & Co., New Haven, Conn., | 
was chosen as secretary-treasurer 
for both groups succeeding Ed- 
win B. Sewall who retired due to | 
ill health. Mr. Parks will devote | 
his entire time to his new job | 
which also combines the duties | 
of the late Col. L. S. Horner | 
who acted as industry advisor for | 











A. J. EGGLESTON 
the Builders’ Hardware Statisti- 


St cal Association. 
Association at the annual meet- 


ing of that body held at the Yale 
Club, New York City on Jan. 20, 
1944. He succeeds H. J. Hend- | 
rick, H. B. Ives Co., New Haven, | 


Conn., who becomes a vice-presi- | 


IRWIN AUGER BIT 
WINS SECOND 
PRODUCTION AWARD 


The Irwin Auger Bit Co., Wil- | 
mington, Ohio, recently  an- | 
nounced that it has been given a 
white star signifying continued 
excellence in production. This 
is the second award to the com- 
pany, the “E” pennant having 
been presented to them in 
March, 1943. The company is 
devoting all of its facilities to 
the production of war materials. 





SMITH GEN. SALES 
MGR. McKAY CO. 


Fred C. Smith has recently 
| been appointed general sales 
| manager of all divisions of 
| products for The McKay Co., 
Pittsburgh, and York, Pa. Mr. 
Smith has been with the com- 
pany since 1927, and has ad- 





HAROLD A. PARKS 
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re 


vanced steadily, having occupied 
successively the positions of 
statistician, sales correspondent, 
sales promotion manager, as- 
sisant sales manager, and now 
general sales manager. Mr. 
Smith graduated from Carnegie 
Institute of Technology in 1925 
with an engineering degree, and 
two years later was given a 
Masters Degree in Economics by 
the University of Pittsburgh. 
BEHLEN NAT. FIELD 
MGR. TOOL DIVISION 
DURO METAL PRODUCTS 


Robert E. Behlen has recently 
been appointed national field 
sales manager of the hand tool 
division of the Duro Metal Prod- 
ucts Co., Chicago, Ill. He has 
made an outstanding record as 
both a jobber and a factory sales 
executive. From 1930 to 1939, 


Mr. Behlen operated the Auto- 
Lite Central, Pittsburgh, Pa., 





ROBERT BEHLEN 


managing the Bendix-Westing- 
house parts and service distribu- 
tion. Since 1939, he has been 
the central division manager of 
the Auto-Lite Electric operations 
headquarters in Chicago, III. 
McGRATH PRES. OF 
WILLIAMSON HEATER 


W. L. McGrath was recently 
elected president of The Wil- 
liamson Heater Co., to fill the 
vacancy created by the passing 


of W. C. Williamson. Mr. Me- 
Grath has served as executive 
vice-president for the past 10 


years and has been affiliated with 
the corporation gince 1920. 


q 


wood, 
. 








ARNDT MANAGES DOOR 
DIV. FOR U. S. PLYWOOD 
Ray Arndt has recently been 
appointed manager of the door 
division of the United States 





RAY ARNDT 


Plywood Corp., New York City. 
Mr. Arndt has devoted his en 
tire business career of more than 
30 years to the lumber, millwork. 
plywood and construction indus 
tries, with sales and manufactur- 
ing experience extending from 
the Pacific to the Atlantic. Prior 
to his affiliation with U. S. Ply- 
Mr. Arndt was eastern 
district manager for the Oregon- 
Washington Plywood Co., in 
which capacity he served for 
nine years. His previous con- 
nections were with Convertible 
Door Mfg. Co., Milwaukee, Wis., 
and as sales manager in the Chi 
cago district, of the modern home 
division, Sears, Roebuck & Co. 
MEILINGER MANAGES 
REFRIGERATOR DEPT. 
WESTINGHOUSE ELEC. 


George H. Meilinger has been 
recently appointed manager of 
the household refrigeration de- 
partment of the Appliance divi- 
sion, Westinghouse Electric, 
Mansfield, Ohio. He will direct 
post-war development, manufac- 
ture and sale of home refrigera- 
tion equipment, including models 
equipped with food freezing com- 
partments. The new post is in 
addition to his present one of 
supervising contract negotiations 
for the producttion of stabilizers 


| and fuel tanks for bombers. 
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N. R. Clarke Elected Pres. 
Of Bicycle Institute 


N. R. Clarke, president, The 
Westfield Mig. Co., Westfield, 
Mass., was elected president of 
the Bicycle Institute of America, 
Inc. (formerly The Cycle Trades 
of America, Inc.), at the 25th 
annual meeting of that organiza- 
tion held Jan. 26, in the Hotel 
Roosevelt, New York City, suc- 
ceeding Neely Powers, president, 
The Colson Corp., Elyria, Ohio. 
Affiliated organizations, Bicycle 
Manufacturers Association, Cycle 
Parts & Accessories Manufac- 
turers Association, Cycle Jobbers 
Association and Merchant Mem- 
bers Group also held their meet- 
tings the same day. More than 
230 members and guests of these 
organizations attended the con- 
vention. 

At the general luncheon meet- 
ing H. H. Foreman, Canada’s 
Administrator of Fabricated Steel 
Products, briefly outlined the ac- 
tivities of the Wartime Prices & 
Trade Board of Canada, which 
directs deliveries, distribution, 
selling, manufacturing and prices 
of goods in the Dominion. Ration- 
ing of bicycles in Canada is 
handled by the manufacturers he 
stated. 

At the Bicycle Institute meet- 
ing that afternoon a plan for a 
Bicycle Industry Fifty-Year Club, 
as suggested by Fred A. Baker, 
F. A. Baker Co., New York City, 
was called to the Institute’s at- 
tention. The Institute voted to 
hold its regular summer meeting 
at a time and place to be de- 
cided upon by the board of di: 
rectors. 

New officers of the Bicycle In- 





stitute of America, Inc., are 
N. R. Clarke, Westfield, Mfg.' 
Co., Westfield, Mass., president; 
William Stoeffhaas, Arnold. 
Schwinn & Co., Chicago, IIL, first 
vice-president; C. H. Abbott, 
Hartford Steel Ball Co., Hartford, 
Conn., second vice-president; 
Harry W. Kranz, Cleveland Weld-; 
ing Co., Cleveland, Ohio, secre- 
tary; F. A. Baker, F. A. Baker 
Co., New York City, treasurer,; 
and Miss Cecile Meehan, New! 
York City, executive secretary. 

Members of the board of di- 
rectors of the Bicycle Institute 
of America, Inc., are Messrs. 
Clarke, Stoeffhaas, Kranz, Abbott’ 
and Baker, Neely Powers, The 
Colson Corp., Elyria, Ohio, retir- 
ing president of the Institute 
(J. C. Struthers, The Colson’ 
Corp., alternate) ; H. C. Brokaw, 
The Shelby Cycle Co., Shelby,’ 
Ohio; Horace Huffman, Jr., Huff- 
man Mfg. Co., Dayton, Ohio; 
Noel Lanham, United States Rub- 
ber Co.; Lester G. Sigourney, 
New Departure, Bristol, Conn. 
(W. E. Rogers, New Departure, 
alternate) ; H. J. McCauley, Mc- 
Cauley Metal Products Co., Buf- 
falo, N. Y. (W. J. Surre, W. J. 
Surre, Inc., Erie, Pa., alternate) ; 
N. C. Cohen, Rhode Island Cycle 
Co., Providence, R. I.; H. P. 
Hansen, Chicago Cycle Supply 
Co., Chicago, Ill., and Earnway 
Edwards, Montgomery Ward & 
Co., Chicago. 

Executive committee members 
of the Bicycle Manufacturers As- 
sociation are Messrs. Clarke, 
Stoeffhaas and Kranz. Miss Mee- 
han is its secretary-treasurer. + 





OFFICERS AND SOME BOARD MEMBERS OF THE BI- 
CYCLE INSTITUTE OF AMERICA: Seated, left to right: 
N. R. Clarke, Westfield Mfg. Co., president-elect; W. J. Surre, 
W. J. Surre, Inc.; William Stoeffhaas, Arnold Schwinn & Co., 
first vice-president; H. Clyde Brokaw, Shelby Cycle Co., and 
Miss Cecile Meehan, New York City, executive secretary, 


Bicycle Institute of America. 


Hansen, Chicago Cycle Supply Co., Inc.; Noel Lanham, 
United States Rubber Co.; Harry W. Kranz, The Cleveland 
Welding Co., secretary; Clarence Williams, Williams Steel 
Wheel & Rim Co.; Earnway Edwards, Chicago, Montgomery 
Ward & Co.; Neely Powers, The Colson Corp., retiring presi- 
dent; C. H. Abbott, Hartford Steel Ball Co., second vice-presi- 
dent; Lester Sigourney, New Departure; F. J. 
Murray-Ohio Mfg. Co., and Nat C. Cohen, Rhode Island 


Cycle Co. 





Standing, left to right: H. P. 


Hannon, The 











Officers of the Cycle Parts & 
Accessories Manufacturers Asso- 
ciation are: Mr. Abbott, presi- 
dent; E. J. Lobdell, Lobdell- 
Emery Mfg. Co., Alma, Mich., 
vice-president; L. E. Goodrich, 
United States Rubber Co., 
Indianapolis, Ind., secretary, and 
Henry Bush, Eclipse Machine 
Co., Elmira, N. Y., treasurer. 

F. A. Baker, F. A. Baker Co., 
New York City, is honorary presi- 
dent of the Cycle Jobbers Asso- 
ciation, and H. P. Hansen, Chi- 
cago Cycle Supply Co., is presi- 
dent. H. E. Short, Walthour & 





MEMBERS OF THE BICYCLE MANUFACTURERS ASSOCIATION: Seated, left to right: 
N. R. Clarke, The Westfield Mfg Co., executive committee; Horace Huffman, Jr., Huffman 
Mfg. Co.; J. Scheonwalter, The Colson Corp.; D S. Mitchell, Huffman Mfg. Co.; Neely 
Powers, The Colson Corp., immediate past president of the Bicycle Institute of America, 
Inc.; Miss Cecile Meehan, secretary-treasurer; George Braden, Canada Cycle & Motor Co., 
Weston, Ont., Canada; Homer Mueller, Clevelnd Welding Co.; and H. C. Brokaw, Shelby 
Cycle Co Standing, left to right: William Stoeffhaas, Arnold Schwinn & o., executive com- 
mittee; Denny Coughlan, Shelby Cycle Co.; J. C. Struthers, The Colson Corp.; Paul Ober- 
lin, Arnold Schwinn & Co.; Harry Snyder, Homer P. Snyder Co; S. K. Pruett, Excelsior 


Mfg. Co., and Edward Van Valkenburg, Homer P. Snyder Co. 
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Hood, Atlanta, Ga., is vice-presi- 
dent, and Alex Scaison, Progres- 
sive Cycle & Auto Supply Co., 
New York City, is secretary- 
treasurer. Chairman of the Mer- 
chant Member Group is Earn- 
way Edwards, Montgomery Ward 
& Co., Chicago. 








DEVOE & RAYNOLDS 
DENVER BRANCH GIVEN 
MANAGEMENT AWARD 


Devoe & Raynolds Co., Inc., 
New York City, recently an- 
nounced that the de Lancey 
Kountze branch award for 1943 
for excellence in management 
has been awarded to the com- 
pany’s Denver branch, which is 
managed by Walter Ramer. The 
Cincinnati branch of the com- 
pany, of which Clayton Rinder- 
knecht is manager, was runner-up 
for honors. 


GROTH ASSISTS PRES. 
PENNSYLVANIA RUBBER 


Gordon Groth has recently 
been appointed assistant to the 
president of the Pennsylvania 
Rubber Co., Jeannette, Pa. Mr. 
Groth was formerly with Car- 
negie-Illinois Steel Corp., Pitts- 
burgh, Pa., where he served 
as contact engineer in the 
structural and plate division. 
Prior to that he was vice-presi- 
dent and general manager of the 
Simmons Mfg. Co., Cleveland, 
Ohio. 
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WICK TRAVELS FOR 

AMER. HDW. SUPPLY 
Paul J. Wick, who was re- 
cently appointed as a traveling 
salesman for American Hardware 





PAUL J. WICK 





| everything * and 


| 


| 7-day-a-week job. 
| chasing will be recognized and | 


Supply Co., dealer owned whole- | 


salers, 41-43 
South Side, Pittsburgh, Pa., has 
been with that organization for 
five years. He was a former in- 


side salesman for the old Phila- | 


delphia branch of the 


former | 


Simmons Hardware Co., whole- | 


salers, later being affliated with 
a retail hardware store. Prior to 
his present appointment Mr. 
Wick was employed in American 
Hardware Supply Company’s 
warehouse and then on special 
sales work on fishing tackle and 
sporting goods. 
ceived an _ honorable 
from the United States Army. 


discharge 


BOOSTERS HEAR TALK 
ON POST-WAR SALES 


More than 40 members and 
guests attended the Jan. 28 meet- 
ing of the Hardware Boosters at 
the Midston House, Madison 
Avenue and 38th St., New York 


| penter & Co., Chicago, Ill, for 


| commissioned a 
He recently re- | 


| Michigan 


| and general manager, HARDWARE 


Terminal Way, | Bolt Co., were elected members | 
-. | of the Boosters. 


| to re-enter in 1927. 


City, and heard Walter E. Cum.- | officer). While with this com- 
min, purchasing agent, White| mand he became a major, and 
Laboratories, Inc., Newark, N. J.,| then when assigned as A-2 (chief 
talk on “Time and A Half Pur- | intelligence officer), of the San 
chasing.” Purchasing agents have Francisco Fighter Wing, he was 
two creeds, “Caveat emptor” (let | advanced to the rank of lieu- 
the buyer beware) and “If you | tenant colonel. 

want something good for nothing, a 

you'll get something good-for- WALKER CONSULTANT 
nothing.” Learn to conserve | STYLIST FOR U. S. 
remember that|  T]ME CORPORATION 
peecees bs teste, | George W. Walker has recently 


Sound pur-|. . . “yf . 
P | joined The United States Time 








re | Corp.. Waterbury, Conn., as con- 
sultant stylist. Mr. Walker will 
collaborate with the company’s 
engineers and sales divisions in 
developing new forms in their 
post-war merchandise. 


remembered when ratings a 
forgotten. 


George H. Griffiths, president 


Acer, was elected an honorary 
life member of the Hardware 
Boosters. Elected to membership 
were: J. F. Cribbin, The Charles 
Parker Co.; Sol H. Silverman, 
H. H. Silverman & Sons, Inc.; 
Robert M. Taylor, Ray-O-Vac | 
Co.; Frank G. Lloyd, Chicago 
Spring Hinge Co. and Carleton | 
H. Bunker, Diamond Expansion 








H. A. LUCAS NOW 
A. A. F. LIEUT. COL. 


H. A. Lucas, who in peace time | 
was associated with Geo. B. Car- | 


32 years, has recently been pro- 
moted from major to lieutenant 
colonel in the Army Air Forces. 
During the first world war, he | 
served as a private and was later 
second  lieu- W. E. PETERSON 


He resigned his com- 





tenant. 





| ington. 


KEMP SALES DIRECTOR 

WARWICK MFG. CORP. 

Reau Kemp has recently been 
appointed sales director of the 
Warwick Mfg. Corp., Chicago, 





REAU KEMP 


lll. Mr. Warwick was formerly 
serving with the WPB in Wash- 
Prior to resigning the 
latter position, he spent five years 
as division sales manager of 
Kelvinator Sales Corp., Detroit, 
Mich., two years with the 
R.C.A. Mfg. Corp., Camden, New 


Jersey, and four years as utility 


| sales manager of Bendix Homes 


mission in the reserve in 1919, | Business Specialist, Hardware 


He left the 
reserve corps to accept a com-| ment to that position wus an- 





mission as first lieutenant in the | nounced in the Jan. 20, 1944, | 


for | issue of HARDWARE AGE on page 
6 ; 
duty with the 126th Infantry. 89. Mr. Peterson who vy for 
A ; . | the past 18 years with the Shap- 
Promoted to captain, he was in - = : 
: leigh Hardware Co., St. Louis, 
command of Company D of the Mo uiatneniers aaieded 
126th Infantry. In 1942, he was ncnin Revher in OPA. Mr. 
ordered to duty with the Fourth | Peterson had been in charge of 
Fighter Command, AAF, to serve | the Contract Hardware Depart. 
as Assistant A-2 (intelligence | ment at Shapleigh’s. 


National Guard 


Section, OPA, whose appoint. | 


Appliances, South Bend, Ind. 


SOUTH AFRICAN FIRM 
WANTS WOODEN TOY 
CATALOGS, PRICES 


Agranat & Kenner (Pty), Ltd., 
Oudsthoorn, South Africa, is in- 
terested in obtaining the latest 
catalogs of manufacturers of 
wooden toys made in the Unted 
States, together with price lists 
of such lines. Agranat & Kenner, 
Ltd., have as their shipping 
agents the firm of J. A. Ewing & 
McDonald, Inc., 101 W. 31st St., 
New York City, N. Y. 














ANNUAL PAL BLADE CONVENTION: ‘The Pal Blad 


100 


Z 
* 





e Co., New York City, recently held its annual convention of the re- 
gional directors, detail men and women and headquarters staff at the Hotel Pennsylvania in New York City. Merchandising 
and advertising plans for the company were discussed in the four day session under the leadership of Otto Kraus, general man- 
ager of the Pal Company, and Edwin Kraus, general sales manager. Results of 1943 sales, largest in the company history, were 
discussed and projects for 1944 laid before the company’s field force, 100 in number. After the general business meetings, 
social gatherings of the representatives and their wives were held at various nightclubs. 
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A nice peaceful tropical island,— nix! Hidden 
from enemy eyes and camouflaged to blend with 
foliage, the Japs will be most unhappy to find our 
men and materials, guns and equipment in irre- 
sistible numbers. 


We on the home front can't see them either. But 
we do see the tremendous resources, facilities and 
manpower that it is taking to defeat the enemy. 
Good Americans and Allies all, we face these 
sacrifices and tribulations of today to assure the 
freedoms of tomorrow. 


When peace is won we will be happy to offer 
the advantages and opportunities of an even 
greater Hamlin Line to our friends both old and ( 
new. Greater because from this war can come a 
way of life benefited immensely by increased 
facilities, new ideas and an eagerness to serve. 


You'll benefit to remember Hamlin. 





METAL PRODUCTS CO., AKRON. OHIO 
€., 
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DINKEL TO REPRESENT 
CROSLEY IN WEST 
N. B. Dinkel has recently been 
appointed to represent the Cros- 
ley Corp., Cincinnati, Ohio, in the 





N. B. DINKEL 


Pacific coast area. Mr. Dinkel 
first became associated with the 
major household appliance in- 
dustry in 1927, Previous to that 
time he had been secretary and 
treasurer of a security company 
located in New York City. For 
the past two years he has been 
connected with a contracting syn- 


dicate in charge of a recruiting 
program. He operated six branch 
offices in the U. S. through which 


thousands of men were employed 
and transferred to construction 


| projects on various islands in the 


| Pacific Ocean. 





He will work di- 
rectly with Crosley distributors in 
that territory. 
CLARK HDW. CHANGES 
ITS CORPORATE NAME 


As of Dec. 31, 1944, the Pitts 
Corp., Jamestown, N. Y., took 
over operation of the Clark 
Hardware Co., Jamestown, which 
will hereafter be known as the 
Clark Hardware Co. Division, 
Pitts Corp. Tinkham_ Bros., 
wholesale dry goods house, 
Jamestown, will hereafter be 
known as the Tinkham Bros. 
Division, Pitts Corp. Clark 
Hardware Co., founded in 1856 
by Rufus Jones operated under 
several different names and man- 
agements until 1892 when it be- 
came known as Clark Hardware 
Co., which was incorporated in 
1907. From 1911 to his passing 
in 1940 George B. Pitts, Sr., was 
president of the company. Tink- 
ham Bros. founded in 1900 was 
acquired by the former Clark 
Hardware Co., Inc., in December, 
1942. 

Officers of Pitts Corp. are: 
George B. Pitts, Jr., president- 
treasurer; H. B. Laudenslager, 
vice-president; John R. Hender- 
son, vice-president and Walter 
H. Olson, secretary. These 
officers and George G. Hoy, are 
directors of the corporation. Mr. 
Hoy is merchandise manager of 
the corporation and W. J. Bruce 
is manager of Tinkham Bros. Di 
vision. 
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OFFICERS OF CENTRAL STATES HARDWARE CLUB: 
The Central States Hardware Club recently held it sixth 
annual meeting and dinner party in the Illinois Room of 


the LaSalle Hotel, Chicago, Ill. The entertainment, which 
consisted of professional vaudeville acts, was enjoyed by 
175 members and guests. Officers elected to serve one year 
were: president, Frank J. Koch, McKinney Mfg. Co., Pitts- 
burgh, Pa.; vice-president, Walter M. Floto, American Steel 
& Wire Co., Cleveland, Ohio, and Ben Leve, The Carborun- 
dum Co., Niagara Falls, N. Y., secretary and treasurer. Mem- 
bers who were elected to serve three years on the board of 
directors were: A. J. Eggleston, Richards-Wilcox Mfg. Co., 
Aurora, Ill ; Robert H. Gates, Turner, Day & Woolworth 
Handle Co., Louisville, Ky.; and Ben Leve. The meeting was 
conducted by past president John D. McCue, Russell & 
Erwin Mfg. Co. The entertainment was in charge of Frank 
J. Koch, Walter M. Floto and R. G. Hollingsworth. Left to 
right, Will J. Feddery, central western manager of HARD- 
WARE AGE, Cleveland, Ohio, chairman of board; Frank 
Koch, Walter Floto, Ben Leve, and Jack McCue. 


HARDWARE AGE 
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BRIDDELL CO. WINS ARMY-NAVY “E”” PENNANT: Charles 
D. Briddell, Inc., Crisfield, Md., was recently presented with 
the Army-Navy “E” award for excellence in production. The 
presentation ceremonies began when the Army Band from 
Ft. Custis, Va., gave a half-hour concert in the Crisfield 
armory, where the ceremonies took place. Dr. H. C. Byrd, 
president of the University of Maryland, acted as master of 
ceremonies and introduced Col. Fred A. McMahon of the 
Philadelphia Ordnance Department, who presented the pen- 
nant. The pennant was accepted for the company by Charles 
D. Briddell, Jr., president and son of the founder. Governor 
O’Conor, who was the next speaker, stated that victory will 
he hastened by the work of men and women on the produc- 
tion lines of American industry, who are doing a job behind 
the lines comparable in value to that performed by the men 
and women in combat duty. Lieut. Comm. B. P. Edmunds, 
USNR, of the office of Inspector of Naval Material, Philadel- 
phia, presented lapel pins for each employee, and for the 
management. A. Reese Betts, made a short speech of accept- 
ance for the pins in behalf of the employees. Dr Byrd then 
presented a bouquet of flowers to Mrs. Grace M. Briddell, 
widow of the founder of the concern. The ceremonies were 
concluded when the assemblage rose, saluted the flag, and 
sang the national anthem. Left to right: Col. Fred A. Mc- 
Mahon, Chief, Philadelphia Ordnance District; Lieut. Comm. 
B. P. Edmunds, USNR, Philadelphia District Ordnance Office; 
A. Reese Betts, Briddell Plant Superintendent; and Charles 
Briddell. 








WIER NAMED WESTERN 
CARTRIDGE COMPANY 
SALES MANAGER 


Robert Wier, Jr., has recently 
been appointed sales manager of 
Western Cartridge Co., East Al- sletant to the cules qetnaee, with 
ys iil. In this eapeety, he will headquarters at East Alton, III. 
direct and coordinate the sales Wty feckeieen alt 
activities of thé Western ammu- aendtiins ‘eo ss an thee ine 
nition and the Winchester Re- os : - 
peating Arms Co. divisions of} ~ 


|the company. Mr. Wier who 

has had long experience in sales, 
contemplates further moves to 
increase the efficiency of the field 
organization. G. M. Davis has 


been appointed executive as- 


NELA INST. OFFERS 
LIGHTING COURSES 


are scheduled for engineers by 
GE’s Lighting Institute at Nela 
Park, Cleveland, Ohio. The first 
course, on lighting fundamentals 
will-be-given Feb. 21 to 24. 
cover the fundamentals essen- 
tial to new men within the light- 
ing industry, and offers a review 
of basic principles concerning 
light sources and their applica- 
tions. The second war-time 
lighting course, March 21 to 23, 
is tailor-made for experienced 
| engineers in the industrial and 
| commercial lighting fields. This 
| advanced course is also adapted 
| to the exigencies brought on by 
| the war effort. 








ROBERT WEIR, JR. 
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Two war-time lighting courses | 





| quality... 



















MODEL NO. 4305 
Dual Py urpose Controller 
-D. C, sO ted 
fist Price $27.5 
Shipping Wet. 154 Ove 


There oWMO SUBSTITUTE 
For Experience 


Experience is a vital factor in the produc- 
tion of electric fence controllers. The sound, 
practical experience built into thousands of 
Electro-Line Farm Fence Confrollers, assures 
lasting, dependable service in everyday 
operation. That service is important to you 
and to the farmers you serve. 

You sell dependability ... you sell 
you sell lasting service when you 








| sell your customers Electro-Line Farm Fence 


It will | 
cw | time of peak demand. 


Controllers. 

Anticipate your requirements as far 
ahead as possible. Cooperate in every 
reasonable way with your jobber. This will 
relieve the problem of distribution at the 


Only 


ELECTRO-LINE FENCE COMPANY 


Milwaukee 2, Wisconsin 


120 North Broadway 















DU PONT 


PRO-TEK 


PROTECTS HANDS 
DURING WORK 





Twenty Million Workers 
need Du Pont “PRO-TEK” 


THIS HAND-PROTECTIVE CREAM ACTS 
LIKE AN INVISIBLE WORK GLOVE 


Du Pont “PRO-TEK” is in big demand 
and the market is expanding daily! Men 
and wcmen war workers apply “PpRo-TEK” 
before starting work to protect their 
hands and arms from grime, grease, paint, 
cutting oils and many solvents. It washes 
off quickly with water when the job is 
done. 


““PRO-TEK” makes it easy to remove grime 
at “quitting time.” It is recommended by 
safety engineers and many liability insur- 
ance companies. 

STOCK UP on this quick-selling, non-rationed cream. 
It is being widely advertised—a mass display in your 


store will speed up sales! E. I. du Pont de Nemours & 
Co. (Inc.), Wilmington, Delaware. 
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| be started until the outcome of 
| the invasion is known. 


| sure 
| modities was an important factor 


| in causing Mr. Whiteside to re- 


| sign. 


WHITESIDE RESIGNS 
AS VICE-CHAIRMAN, 
WAR PRODUCTION BOARD 
(Washington Bureau 
of HARDWARE AGE) 
| Arthur D. Whiteside, WPB 
| Vice-Chairman for Civilian Re- 
quirements, has resigned his post 
effective Feb. 19 to return to the 








| A. D. WHITESIDE 


presidency of Dun & Bradstreet, 
| Inc. The loss of the OCR chief 
is regretted by champions of the 
| civilian economy. Prior to his 
appearing on the scene the 
civilian was a forgotten man 
| under the old Office of Civilian 
Supply’s bed-rock economy. 
| Mr. Whiteside told Harpware 
Ace that his decision to leave 
WPB was in no way caused by 
the fact that the armed services 
have laid down the law that no 
general civilian production can 


But OCR 
men say that the constant pres- 
from the services when 
‘plans were discussed for produc- 
tion of essential civilian com- 


Mr. Whiteside came to Wash- 
with the understanding 
that he would stay six months. 
He overstayed his time and made 
an earnest attempt to keep the 
civilian population on as good a 


ington 


living basis as possible during 
the war period. 


EMERSON SPONSORS 
RADIO DRAMA SERIES 


Emerson Radio & Phonograph 
Corp., New York City, will spon- 
sor “Green Valley, U.S.A.,” over 
66 stations of the Mutual net- 
work on Sundays from 5:00 to 
5:30 p.m., EWT. Himan Brown 
will produce and direct this pro- 
gram which will be a weekly 


one a complete episode depicting 
life in a typical American com- 
munity. The program, which will 
originate from WOR, will fea- 
ture actors and actresses in the 
leading dramatic role. 





KANAVEL MANAGES WAR 
PRODUCTS DEPT. FOR 
B. F. GOODRICH CO. 


Charles H. Kanavel has re- 
cently been appointed manager 
of the track and war products 
department of the national sales 
and service division of the B. F. 
Goodrich Co., Akron, Ohio, Mr. 
Kanavel succeeds E. F. Tomlin- 
son, who was recently named 
general manager of the industrial 
products sales division. Mr. 
Kanavel joined the company in 
1933, was assistant foreman in 
the machine maintenance depart- 
ment one yeat, and a develop- 
ment engineer for rubber tracks 
and solid tires from 1934 to 
1940. 





“RECTOR’S” HDWE. 
DESTROYED BY FIRE 


“Rector’s” hardware _ store, 
owned by B. U. Rector, El Reno, 
Okla., was recently destroyed by 
a fire which caused the demolish- 
ment of three buildings housing 
five business establishments. The 
fire is estimated to have caused 
$150,000 worth of damage. The 
building housing the hardware 
store, Western Union office, and 
the offices of three doctors, was 
entirely burned. Also destroyed 
was a theater, recreation hall, 
and the offices of Liebmann 
Properties. Mr. Rector expects 
to continue in business at El 
Reno. 











J. M. STONE 


Louisville, Ky., for more than 
35 years secretary-treasurer of 
the Kentucky Hardware & Im- 
plement Association, has an- 
nounced that as of Feb. |! 
Morris Jones succeeded him in 





series of dramatic stories, each 


that office. 
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GEORGE L. SARGENT 


George Lewis Sargent, 81, 
formerly president of Sargent & | 
Co., New Haven, Conn., hardware 
manufacturers, passed away re- 





- a 
GEORGE L. SARGENT 
| 
cently after suffering a long ill- | 
ness. Mr. Sargent was the son 
of the late Joseph Bradford Sar- 


|and at one 


founder of Sargent & Co., 
time — of the 
| City of New Haven, Conn, After 
graduating from Yale Law Schoo! 
n 1883, Mr. Sargent began his 
long career with Sargent & Co. 
In 1887 he was elected treasurer, 
which office he held for 30 years. 
During this period, he was also 
interested in the sales end of the 
business. In 1917 he became 
vice-president, and upon the 
death of his brother in 1927, be- 
In 1928, he re- 


gent, 


came president. 


| tired from active participation in 


the business, though continuing 
as a director until ill health 
forced his retirement in 1940. 
He is survived by his widow, one 
step-daughter, four sons, and 
three daughters. 


CHARLES F. ERICKSON 


Charles F. Erickson, 65, widely 
known salesman for Jensen-Byrd 
Hardware Co., Spokane, Wash., 
vholesalers, passed away recently. 
H had been a travelng represen- 


| tative for the company for about 


22 years. 








WATER HEATER COMM. 
APPOINTED BY OPA 


The OPA recently appointed | 28 
advisory committee 
representing the automatic hot 
water heater industry. The group 
will consult wth OPA and make | 


an industry 


recommendations concerning | 


problems of pricing, delivery | 


and trade discounts on | 
manufacturers’ sales of automatic 


The members |! 


terms, 


hot water heaters. 
of the committee are as follows: 
R. M. Beatty, range | 
and water heater division, West- | 
inghouse Electric & Mfg. Co., | 
Mansfield, Ohio; J. J. Cheviron, | 
president, Lochinvar Products Di- | 
Michigan Tank & Fur- 
nace Corp., Dearborn, Mich.; 
Mervin F. Cotes, president | 
Motor Wheel Corp., 
Mich.; Jim Donnelly, sales man- | 
ager, Bastian-Morley Co., Inc., | 
LaPorte, Ind.: J. Scott Fowler, | 
president, The Lovekin Water | 
Heater Co., Philadelphia, Pa.; 
K. P, Fuhrman, barrel 
and range boiler division, Wheel- | 
ing Steel Corp:, Wheeling, W. | 
Va.; Earl J. Gossett, president, | 
Bell & Gossett Co., Morton | 
Grove, [ll.; H. J. Rust, sales | 


manager, 


vision, 


vice 


Lansing, 


manager, 


manager, 


C€o., Jackson, Mich.; 
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| Mfg. Co., 


| Pittsburgh, Pa.; L. 


; son, 
| 1 


| general 


Wessels 
| Mich. 


general manager of sales, Rheem 
Sparrows Point, Md.; 

Jack Lavelle, sales manager, John 
Wood Mfg. Co., Conshohocken, 
|Pa.; Harold Massey, general 
sales manager, American Radia- 
tor & Standard Sanitary Corp., 
R. Mendel- 
president, The Hotstream 
Heater Co., Cleveland, Ohio; 
G. H. Smith, general sales man- 
ager, Edison Electric Appliance 
Co., Chicago, Ill.; A. W. Shields. 
manager in charge of 
sales, Evans Products Co., De- 
troit, Mich.; A. H. Sutton, presi- 
dent, Mission Water Heater Co., 
Los Angeles, Cal.; and Ormond 
Wessels, vice-president, D. D. 
& Sons Co., Detroit. 


JAY LEVINE ASSOC. 
BUY SHAW-PERKINS 
The Jay 
New York 


chased the 


Associates, 


pur- 
Mfg. 


Levine 
City, 
Shaw-Perkins 


recently 


| Co., producers of steam hot water 


and transformer radiators, Pitts- 
burgh, Pa. Continuing in their 
present 5. ©, 
Rinearson, president, and J. M. 
Levine 


posts will be 


Lambing, treasurer. Jay 


Handley-Brown Heater | has been named vice-president, 
R. E. James, | and te A 


Thomson, secretary. 
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the pipe wrench that 7 






























@ That famous Rta hous- 
ing guarantee assures you 
far more than replacement 
of the housing free if it ever 
breaks or warps. It means 
that millions of these 
wrenches in service have 
proved that nothing goes 
wrong with the housing — 
and the wrench stays on the 
job. No housing repairexpense, 
no tools out of service, fewer , 
spares needed. You'll like also 
the adjusting nut in open 
housing that always spins 
easily to pipe size — and the 
handy pipe scale on hookjaw — 
and the comfort-grip I-beam 
handle. Keep work up, costs 
down— ask your Supply House. 









































THE RIDGE TOOL COMPANY, Elyria, Ohio 














Bicycle Institute Seeks Names of All 
Types Dealers, Jobbers Handling Bicycles 





WE H 





BICYCIE DEALER 
SPORTING GOODS 
FURNITURE STORE 


CHAIN STORE 





JOBBER 





BUSINESS LISTED AS 


NDLE BICYCLES, BICYCLE A 
OUR PRINCIPAL LINE OF BUSINESS IS AS FOLIOVS. 
PLEASE CLASSIVY US ACCORDINGLY. ( 





(INDICATE NO. STORES) 


(g BUSINESS WHOLESALE) 


CCESSORIES. 


(CLECK ONLY 


| ORs 4 


REPAIR SHOP. 





HARDWARE DEALER 





DEPARTMENT STORE. 





ADDRESS 





MANAGER OR PROP. 














The Bicycle Institute of America, Inc., 122 East 42nd St., New York 


City, is mailing a questionnaire on a return 


post card to all retail dealers 


and wholesale distributors who have handled bicycles in the past and who 
intend continuing to sell them in the future. 

Dealers or wholesalers who have not received the questionnaire, are 
requested to send information shown on the above facsimile to the atten- 
tion of the Bicycle Institute of America, Inc., at the above address. 








“THE FORMICA STORY” 
TO HAVE PREMIERE 
SHOWING IN. N.Y.C. 


The Formica Insulation Co., 
Cincinnati, Ohio, will show for 
the first time, “The Formica 
Story” a  five-reel informative 
motion picture in color accom- 
panied by narration, in New 
York City. The company plans 
to make the film available to 
technical and engineering socie- 
ties, colleges and universities and 
manufacturers and fabricators. 





RUNYAN HEADS WEST 
MERCHANDISE MART 


At a recent meeting of the 
board of directors of the West- 
ern Merchandise Mart, San 
Francisco, Cal., Frank K. Run- 
yan was unanimously elected 
president of the Mart to succeed 
the late Harry J. Moore. A. 
Cameron Ball, former business 
manager of the Mart, was elected 
vice president to succeed Mr. 
Runyan. Mr, Runyan was asso- 
ciated with the late Benjamin 
Guggenheim as an industrial en- 
gineer. Later he became super- 
visor of production for Delco, 
Dayton, Ohio. He acquired an 
excellent knowledge of selling 
and distribution as distributor in 
the southeast for General Mo- 
tors Corp., with headquarters in 
Atlanta, Ga. In 1921, he came to 
San Francisco to be managing 
director of the Retail Furniture 
Association of California, a po- 
sition he held for 10 years. In 
1931 he was asked by the late 
Harry J. Moore to become his 
partner and executive vice presi- 
dent of the Mart. 

Mr. Runyan is active in many 
civic and trade associations. He 
is chairman of the Domestic 
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| Trade Committee on Markets of 
the San Francisco Chamber of 
Commerce, director of the Mar- 
ket St. Association, and director 
of the Better Business Bureau of 
San Francisco. Recently he was 
appointed consultant to the OPA 
for the western region. He also 
conducted a Postwar Planning 
Survey among the home goods 
factories and wholesalers of the 
nation, which has supplied the 
Mart with a picture of the fu- 
ture plans of these resources for 
serving the retailers of the west 
through the facilities of the Mart. 





LARSON DISTRIBUTES 
FOR CROSLEY IN COLO. 


The Larson Distributing Co., 
Denver, Col., has been appointed 
as distributor in the Colorado 
territory for The Crosley Corp.., 
Cincinnati, Ohio. The Larson Co. 
is now occupying temporary 
offices and display rooms at 1269 
Broadway, Denver, and plans to 
change to a new location when 
civilian production of household 
appliances is resumed. The com- 
pany is now equipped with a 
complete parts department. 





FLEMING & SONS, INC. 
CELEBRATE S0TH YEAR 


Fleming & Sons, Inc., Dallas, 
Tex., celebrates its 50th year in 
the papermaking business. In 
1893, John G. Fleming came to 
Dallas from Oregon and bought 
a small papermaking plant on 
the edge of Oak Cliff, said to be 
the first paper mill in the south- 
west. Mr. Fleming immediately 
began the improvements and in- 
novations which have continued 
as a part of the manufacturing 





program of the company, since 





that day when the capacity of 
the mill was eight tons a week 
with a payroll of five men to the 
present, with its weekly produc- 
tion totaling more than a thou- 
sand tons. Today the company 
has 250 employees maintaining 
day and night operations, seven 
days a week. Associated with 
Mr. Fleming in the early years 
were his two sons, Walter L. 
Fleming and Ervin T. Fleming, 
and upon the passing of John G. 
Fleming in 1898, the two sons 
continued the operation of the 
plant. In 1922, Walter L. Flem- 
ing passed away, and Ervin T. 
Fleming, the president, taught 
the third and fourth generations 
the paper manufacturing busi- 
ness. The executive personnel of 
the company at the present is as 
follows: Ervin T. Fleming, Sr., 
president; Ervin T. Fleming, Jr., 
vice-president and _ production 
manager; Joe B. Fleming, secre- 
tary-treasurer; John G. Fleming, 
vice-president and sales manager, 
and Walter L. Fleming, Jr., as- 
sistant production manager. 





SONORA EXPANDS PRO. 
PHONOGRAPH RECORDS 


Sonora Radio & Television 
Corp., Chicago, IIl., has recently 
announced that it has broadly 
expanded its production of 
phonograph records. The initial 
series of recordings will consist 
of “Melodies That Will Live 
Forever,” and include Strauss 
Waltzes, Gypsy music, famous 
arias from operas, and excerpts 
of popular hits, 

















WALTER ERMAN 


whose appointment as manager 
of the railway supply depart- 
ment of the Shapleigh Hard- 
ware Co., St. Louis, Mo., was 
announced in the February 3rd 
issue of Hanpware AGE. 








MANAGEMENT ASS’N 
EXHIBITS PACKAGING 








The 14th annual Packaging 
Exposition sponsored by the 
American Management Associa- 
tion, which will exhibit wartime 
packaging, packing and ship- 
ping, together with developments 
that will be available after the 
war, will be held at the Palmer 
House, Chicago, Ill., March 28 to 
March 31. It will occupy all of 
the hotel exhibition hall and the 
Red Lacquer Room as_ well. 
More than 80 companies will ex- 
hibit. Featured will be a clinic 
for packagers supplying the 
armed forces, and government ex- 
perts will be on hand to advise 
manufacturers on wartime pack- 
aging problems. 











Suis 


1944 FATHER’S DAY POSTER SHOWN AT RETAILERS’ 
CONVENTION: The initial showing of the official 





1944 


Father's Day poster was made recently at the opening session 


of the national convention of the 


National Association of 


Retail Secretaries at the Pennsylvania Hotel in New York. 
The poster bears the 1944 slogan, ““The Strongest of Bonds 


—yYour Dad and Your Country.” 


It reveals the underlying 


motif of this year’s celebration “Buy a Bond For Father's 


Day,” 


the U. S. Treasury Department's approach to this 


years Father War Bond Drive, in which every father in the 
country will be asked to buy a bond. The Retail Trade Asso- 
ciation directors were asked to back the Treasury Depart- 
ment’s Father Bond Drive to the fullest extent by Alvin 
Austin, the Father's Day Council's executive director, at the 
right and Daniel Bloomfield, national president of the Retail 


Secretaries organization. 
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A TRADITION 


and we re proud of it 


“COVERT’S HORSE AND MULE JEWELRY”—the unusual Covert trade mark— 
was born seventy-one years ago, when all business was a lot more “personal” than it 
is today. 

At the birth of the firm in 1873, this emblem expressed the great personal interest of 
the founder in the quality of every item m2nufactured. 


Covert progresses . . . in volume, in production methods, in material things. But the 
foundcr’s successors never lost that preciou; asset, “institutional pride”. And they stick 
to that “old-fashioned” trade mark with something more than sentiment, . . . rather 
as a challenge to continue to turn out the very best in saddlery hardware .. . the kind 


of which the founder would be proud. 


COVERT MFG. CO., TROY, NEW YORK 
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CALLING 
oTfe THEM 
BOLT 
CLIPPERS 


The name sets up a use-limitation which does not ex- 
ist. These tools will cut rods, straps, chain, stranded 
cable, wire, etc. Call them Porter Cutters 
because they work on the 
job anywhere independent 
of a power source other 
than the two hands of the 
user—hand power 
multiplied to thou- 
sands of pressure- 
pounds. You can sell 
more of these tools 
— if you will realize 
their broad field of 
usefulness. 


H. K. PORTER, INC. 


EVERETT 49, MASS. 


















lal 


-and for Post-War, too! 


Today hundreds of different Hodell chain assemblies 
—some with attachments, some without—are play- 
ing a vital part in the production of America’s tools 
of war. If chains figure in your wartime production 
—or in your post-war plans—let Hodell engineers 
help you. Send blueprints for a prompt estimate. 
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Admiral Corp. Plans to Acquire 
Stewart-Warner Refrig. & Range Div. 


An agreement has heen en- | 
tered into under which Admiral | 
Corp., Chicago, Ill., plans to ac- 
quire the refrigerator and electric | 
range manufacturing divisions of 
the Stewart-Warner Corp., Chi- 
cago, Ill. Provisions of the agree- 
ment stipulate that Admiral 
Corp., plans to acquire the tools, 
dies, jigs and fixtures trade 


names, patents, patent rights and 


| 


pending patent applications, as 
well as engineering developments 
in progress in the two divisions. 
All plants of Admiral Corp., are 
now devoted to the production of 
communications equipment for 
the armed forces. In peacetime 
the Admiral Corp., manufactured 
radio-phonograph combinations 
with automatic record changers, 
and also table, console, and 
camera type models. 











FIWALE EQUIPMENT 
MOVES TO NEW OFFICE 


The Fiwale Equipment Mfg. 
Co., 165 Church St., New York 
City 7, has recently moved its 
executive offices and New York 
warehouse to larger and more 
modern quarters in the Rollfast 
Building at the above address. | 
In this new location, William W. 
Lewis, general manager of the | 
company, states that the new 
headquarters with its increased 
floor space will enable the com- 
pany to render better service 
while handling the increased 
volume of wartime and post-war 
products. A comprehensive hard- | 
ware exhibit room will be a 
feature at the new address. 


| of the board, Columbian Rope 
| Co., Auburn, N. Y., has recently 


W. H. CAMPBELL HEADS | 
CAMPBELL HDWE. | 


Wallace H. Campbell has re- | 
cently advanced to the office of | 
president of the Campbell Hard- 
ware & Supply Co., Seattle, 
Wash., wholesalers. His brother, 
John Campbell, has been named 
vice-president and treasurer, and 
Max Schultz, secretary of the 
company. The new president 
succeeds the late Mrs. N. Camp- 
bell, his mother, who had been 
president since the death of her | 


husband. 








OWENS RETURNS TO 
WHEELING CHICAGO 
SALES DEPARTMENT 


William G. Owens who re- | 
cently resigned from the local 
staff of the WPB after a year’s 
service, has resumed his duties 
with the sales department of 
Wheeling Steel Corp., Wheeling, 
W. Va., from which he had been 
given a leave of absence. He 
formerly worked out of the Chi- 
cago district sales office and 
covered territory designated as 
the Columbus district, which is 
supervised by R. M. Clemens at 
the home office. Virgil C. Doll- | 
man has been transferred from 
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the tubular sales division to the 
RUSSELL W. AYRES 


| Cincinnati district office to cover 


sales territory to Indiana. 
AYRES CHIEF ENGINEER 
COOLERATOR COMPANY 


ARTHUR BROWN & BRO. Russell W. Ayres has recently 
NAT. DISTRIBUTORS joined the engineering depart- 
FOR CHARVOS, INC | ment of The Coolerator Co., Du- 


| luth 1, Minn., as chief engineer. 

Arthur Brown & Bro., 67 W.| Mr. Ayres was formerly affiliated 
44 St., New York City, has been | with General Electric Co., Sche- 
recently appointed national dis- | nectady, N. Y., Stewart-Warner 
tributors for Charvos, Inc., East . 
Rutherford, N. J., manufacturers 
of drawing instruments. 


past three years, he has been in 
charge of research and develop- 
| ment for the Sunbeam Electric 
Mfg. Co., Evansville, Ind. In his 
position Mr. Ayres will be in 
charge of all engineering and of 
the research and development of 
post-war products. 


COLUMBIAN ROPE CO. 
WINS PRODUCTION “E” 


H. G. Metcalf, vice-chairman 


MATTHEWS SEC. OF 
OGILVIE HDWE. CO. 
R. L. Matthews, buyer for Og- 
ilvie Hardware Co., Ltd., Shreve- 
port, La., has recently been made 


announced that the Army-Navy 
“E” award for outstanding pro- | 
duction of war materials has been | 
conferred upon the company and | 
its employees. The company has | 
been supplying the armed forces | 

| 


with rope, fibre products, plas- | secretary of his company and a 
tics, and aircraft parts. member of the board. 


Co., Chicago, [ll., and for the | 


| LOWE-ARMSTRONG HDWE. 
| NOW LOWE HDWE. CO. 


The Lowe-Armstrong Hard- 
ware Co., formerly located at 9 
Market Square, Knoxville, Tenn., 
is now operating under the name 
of the Lowe Hardware Co. This 
company purchased the entire 
stock of the Chilton Hardware 
Co., 802 N. Broadway, Knoxville, 
Tenn., and is now operating at 
that location. 





DR. COLLINS NOW 
WITH PENNA. SALT 


Dr. Donald L. Collins, formerly 
assistant professor of entomology 
and entomologist of the experi- 
mental station at Cornell Uni- 
versity, and also recently asso- 
ciated with Boyce Thompson 
Institute, Yonkers, N. Y., has 
been put in charge of develop- 
ment of new and improved agri- 
cultural chemicals for the Penn- 
sylvania Salt Mfg. Co., Phila- 
delphia, Pa. 


NEW DIV. TO HANDLE 
INTERCHEMICAL CORP. 
CONSUMER PRODUCTS 


The retail products to be de- 
veloped by Interchemical Corp., 
Fair Lawn, N. J., its divisions 
and subsidiaries, will be mar- 
keted through a new organization 
to be known as the Trade Sales 
Division, effective Jan. 1. This 
new division will be headed by 
W. Hansot with home offices and 
plant at Fair Lawn, N. J. Trade 
Sales Division will take over the 
sale of Setfast Canvas Paint, and 
auxiliary products, manufactured 
by the Aridye Corp., one of 
the interchemical subsidiaries. 











L. H. Smith, Inc., Honors 
Veteran Employees at Party 


At a party held Dec. 29, 1943,| members of the armed forces 
at the Fort Pitt Hotel, veteran | who were unable to attend be- 


| employees of L. H. Smith, Inc.,| cause of their military duties 


8 Eighth St., Pittsburgh, Pa., | there was a vacant table set with 
wholesale hardware distributors, | a place for each absent person. 
were honored guests. Awards in| Of 42 men and women present 


the form of war bonds for each | 18 had records of 10 years or | 
| 10 years of service were present- | longer affiliation with the firm. 


ed to 17 executives and employ- Howard Dewalt, president of 


| ees of the concern. In honor of | the company, who has been as- 


| sociated with the organization for 
34 years, played the role of Santa 
| Claus passing out the gifts which 
| were exchanged. He _ received 
from his associates a table and 
table lamp. Harry Smyers, assis- 
tant to the president, acted as 
master of ceremonies. Veteran 
employees honored _ included: 
: Claude Over, 48 years with the 
| concern; A. B. Smith, 42 years 
with the company and Miss Sara 
Wilson, with the organization for 





| 27 years. 





Left to right (at the bend of the table): A. B. Smith; Miss Sara Wilson; Harry Smyers; Howard Dewalt, 
president, and Ralph Coleman, treasurer. 


HARDWARE AGE 











FI 








co | LET Ltghluiugpak MEAT PADS 


ated at 9 

le, Tenn., y , 

32 WORK MAGIC IN Your Window 
rg we : 

Tardware 


‘noxville, 
rating at 








IW 
ALT 


formerly 
omology 
experi- 
ell Uni- 
ly asso- 
lompson 
Y., has 
Jevelop- 
ed agri- 
> Penn- } 4 Nex: 


Phila- | NO HO 











DLE 
IRP. 
CTS 


be de- 
Corp., 
visions 
» mar- 
ization 
Sales 
_ This 
ed by 
*s and 
Trade 
er the 
t, and 
‘tured 
ie of 
ies. 














mn for 


"hich yo OP Y Lightningpak in your window. Then watch the | YOUR PROFIT IS PROTECTED 


which 


eived ople bustle in and buy this easy-to-use, modern heat pad. . . * 
— peop p y by Fair Trade Retail Price 


sssio- Listen to this! Stores in Boston, Philadelphia, Detroit, f $ ] .00 : 

d as Chicago and Los Angeles promoted Lightningpak and made - — ee er 
eran big money. One store sold 60 dozen in less than a week. Another 
a 100 dozen in two weeks. Many have sold out completely within 
Bh a few hours! These typical examples prove that if customers see 
a Lightningpak, they'll realize its usefulness at once — and buy it 
1 for for home medicine chests, for traveling, and for gifts to men 
and women in service. 





RETAILER’S PRICE *8:2° ,... dozen 
REFILLS 93:02 pcr dozen 








Neat, compact, attrac- 
tive — Lightningpak is 
the modern heat pad. It 
requires 60 hot water or electricity. Just add 
two tablespoonfuls of water and it heats up 


To help in your promotion of Lightningpaks, we'll send you 
free pre-tested Lightningpak ads in mat form. Ask us for them. 


They ll bring the customers right up to your window. Your in Sidi clean hat ines, Ride elnaionan 
window display will do the rest! heat is recommended, Lightningpak helps 

L relieve ordinary aches, sprains,sore muscles. 
LIGHTNINGPAK, CHAPEL STREET, NEWTON 58, MASS. Easily replaceable heat units last about LOO 


hours, bring you steady repeat sale of refills. 

r , Nationally advertised from coast to coast 

Bu LUG. rHROUGH YOUR in Sunday editions of leading metropolitan 
\ / LOCAL JOBBER newspapers and Parade Magazine. - 
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Ace Stores Holds 17th Annual 
Convention and Exhibit 





E. G. LINDQUIST 
Secretary-treasurer 


HE 17th annual convention 
Jk exhibit of Ace Stores, 

Chicago, IIl., convened at the 
Hotel Sherman, Jan. 17, with one or 
more representatives from every 
store in the organization. 

The exhibits in the Exhibition 
Hall of the Sherman included the 
merchandise of more than 200 
manufacturers, represented directly 
or through manufacturers’ repre- 
sentatives in 150 booths. In spite 
of a shortage of merchandise, a 
surprising volume and variety of 
items were on display, and a natu- 
ral consequence was that substantial 
commitments were made. 


1943 Consistently Good 


Richard Hesse, president, re- 
ported that operation for the year 
1943 had been consistently better 
than had been anticipated, and that 
results for both the stores and oper- 
ating division very satisfactory in 
every respect. Also that relations, 
had if anything, cemented the group 
closer because of the trials and 
tribulations beyond control, due to 
the war, had resulted in more con- 
sistent cooperation. 

Tuesday morning, George Cichy 
and Henry Oetjen, in charge of pur- 
chasing, gave interesting and con- 
structive talks in reviewing activi- 
ties during 1943, stressing the fact 
that many of the stores pursuing an 
aggressive policy in obtaining pri- 
orities had done a greater volume of 
business than in the preceding 
year, and urged that as long as 
priorities were a factor in obtaining 
material, stores should not neglect 
to secure them. 
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Rudolph A. Koller of the display 
department presented complete de- 
tails of the new “Super Ace Stores 
Self-Serve” fixtures, and showed 
pictures of a number of stores 
which had completely remodeled by 
installing them. He also called on 
a number of these dealers to give 
their experiences since installing 
these new fixtures, and without ex- 
ception they stated that the expense 
and work involved was well worth 
while. As a result, the display de- 
partment is going to be busy trying 
to keep up with the demand, in- 
asmuch as many stores indicated 
their intention to remodel. 

Charles J. Heale, vice-president 
and editor of Harpware AcE, spoke 
briefly at the close of the Tuesday 
session urging dealers to prepare 
for the post-war period by realizing 
that their post-war competition 
would come from many new sources 
as well as the old ones and will be, 
primarily, a competition of selling 
with buying through headquarters. 
Without holding any brief for any 
particular wholesaler-retailer coop- 
erative merchandising program, he 
stressed the need of concentrating 
buying with some wholesale organ- 
ization prepared to keep dealers 
competitive and able to assist in 
merchandising, advertising, store ar- 
rangement, and the other factors 
which hardware men’s competitors 
obtained. 

Wednesday morning, E. G. Lind- 
quist, secretary, submitted details 





RICHARD HESSE 
President 


pertaining to expansion and opera- 
tion in the post-war era, stating that 
prospects on a waiting list would 
indicate the doubling of the number 
of stores now in the Ace organiza- 
tion. He also stated that steps were 
being taken to enlarge the scope of 
services to be rendered by the adver- 
tising and merchandising depart- 
ment, and that personnel in all 
departments would be inéreased by 
experienced and practical men, to 
increase the volume of sales in indi- 
vidual stores and to bring to the 
highest degree of efficiency and 
promotion of the Ace program, say- 
ing it was the intention to do these 
things with reduced charges, rather 
than at higher costs. 

The convention ended Wednesday 
evening with a banquet and dance 
in the Grand Ballroom of the Hotel 
Sherman, attended by more than 500 
dealers, exhibitors, their families 
and friends. 





Clothing Display Attracts Passersby 








In these days of shortages of staple lines and substitute merchandise, hard- 

ware stores frequently display lines that are not frequently seen in hardware 

windows. The above illustration shows a recent display of clothing which 

was featured by the Tool Shop Sporting Goods & Hardware Co. of Detroit, 

Mich. It’s the type of window that is bound to attract attention—and it did. 
It was designed by E. H. Tackney, display manager. 
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MALL shells are being made 
in a big way for Uncle Sam by 
L & H — being made to close 


tolerances in every dimension. 


New precision methods are also 
used at L&H inthe manufacture 
of steel cases for electrical con- 
trols, tool chests for trucks, 
metal containers for parachute 


A. J. Lindemann 
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WITH A THREAT AND A PROMISE 





bombs, pins for tank tracks. 
From L & H looms comes 
webbing for cartridge belts. 
Air compressors and steel 
chests are assembled on 


trucks for the U. S. Army. 


precision that 
will be appar- 
ent in improv- 
ed L&H post- 
war products. 
In your plans 
for peace, keep L&H in mind. 


In thus serving Uncle Sam, this 
It, will be a good line to tie to. 


pioneer stove manufacturing 
organization is achieving a new 


& Hoverson Co. 


MILWAUKEE «¢ Since 1875 * WISCONSIN 


FKEROGAS 


FEBRUARY 17, 1944 


MANUFACTURERS OF ELECTRIC RANGES...ELECTRIC WATER HEATERS 
GAS RANGES...OIL STOVES...PORTABLE OVENS...OIL HEATERS...WICKS 
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Poultry equipment — The 
Poultry Equipment and the Barn and 
Barnyard Equipment Industry Ad- 
visory Committees have reported to the 
War Production Board that production 
of these stock items is being maintained 
at the scheduled rate, WPB said Jan. 
31. Principal items manufactured by 
these industries are incubators, brood- 
ers, feeders, waterers and stock tanks, 
stanchions, stalls and a variety of other 
poultry and stock farm equipment. 

* ” * 

Minor steel relaxations 
At the end of January, WPB lifted the 
steel “ban” on a few more items, but 
said that it was “problematical” how 
soon the newly authorized goods would 
reach ultimate consumers. Newly per- 
mitted is the use of iron and steel in 
automotive heaters, cigarette lighters, 
moving picture projectors and sound 
equipment, stencils, hose reels, grease 
guns and pumps, oil pumps, certain 
truck parts and accessories, window 
shade rollers for street cars and buses, 
ind low-grade stee] wire for hat brims 
rhe critical needs of the expected “in 
vasion program” have caused Army, 
Navy and WPB heads alike, to dis- 
courage for a further period, any plans 
to release steel largely for civilian uses 

> * + 

Nails and wire products -— 
Jobbers report present scarcities are 
most troublesome on barb wire, netting 
and hardware cloth, very little of which 
is available for farm or civilian demands. 
Fencing shipments are not bad, but the 
lighter gages and limited heights only 
are obtainable under current WPB 
regulations. Common nails are moving 
in and out freely, but coated nails— 
particularly the lighter ones—and gal- 
vanized or blued specialty nails are still 
uncomfortably scarce—including roof- 
ing, plasterboard, lath nails, and the 
like. Mills are taking orders only sub- 
ject to prices ruling at time of ship- 
ment, and it is probable that any rise 
in steel mill worker’s wages will imme- 
diately reflect itself in some mark-up 
on these staple steel lines. 
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Watches and clocks — WPB 
has reported that members of the non- 
jeweled clock and watch manufacturers’ 
advisory committee claim that produc- 
tion of alarm clocks, wrist watches and 
pocket watches cannot be _ increased 
sufficiently to meet all essential needs. 
On this foundation WPB officials indi- 
cated that they are considering the 
possibility of making a limited amount 
of brass and steel available for such 
essential production. 

* * * 


Work gloves—WPB and OPA 
have announced an order rolling back 
prices on work gloves and making cer- 
tain restrictions as to styles of gloves 
which may be manufactured for the 
future. While it was planned that these 
rulings would increase production, the 
general feeling is that the opposite will 


be the result. Because of pay rates of 
glove factories, they have been losing 
their workers, and until this situation is 
corrected no improvement in the quan- 
tities of gloves produced can be ex- 
pected. To conserve supplies important 
for war use, and for war plants, WPB 
has instructed war industries requiring 
work gloves to file PD-la applications 
for preference ratings in procuring 


them. 
« ™~ * 


Furniture decrease expected 
—A sharp decrease in furniture pro- 
duction this year was predicted by 
furniture dealers attending the two 
week mid-winter furniture market at 
Chicago. Although the use of woods 
grading No. 1 common, or lower will be 
allowed up to within 16 per cent of 
1943 usage by each manufacturer, 
dealers believed less than 84 per cent 
would be available. “Our production 





Wholesale Hardware Sales 
By Geographic Regions, for December, 1943 








j | 


SALES REPORTED 


| SALES-YEAR-TO-DATE 
































| Percert Change | 
REGION | December 1943 | Thousands of Dollars 
| from Percent | Twelve | Twelve 
Sa aaa 
| Number 1943 1942 
| of Dec. Nov. Dec. Dec. Nov. | 12mos.| (Add (Add 
| Firms | 1942 1943 1943 1942 1943 1942 000) 000) 
| 
New England ; 1 -9 +6 |$ 768|$ 841|$ 725; —10 $ 10,515 | $ 11,747 
Middle Atlantic 74 +4 —10 4,715; 5441| —2 106,336 | 109,037 
East North Central. . 40 +7 -2 4,493; 4,184) 4576; —12 77,602 | 88,298 
West North Central... 28 +17 -11 3,816 | 3,271; 4,301; —9 65,733 | 72,531 
South Atlantic | 33 +13 -9 2,287 | 2,011 —13 43,178 | 49,893 
East South Central... | 16 +7 -2 1,899 | 1,770} 1,931) —12 29,167 | 33,324 
West South Central....| 19 +12 -3 Mi = 2,816; 3,273; — 3 58,863 | 60,904 
Mountain......... 8 +17 +11 670 701; —6 9,672 | 10,309 
Pacific eaeees 21 —12 —1 arn 4,846; 4,322; +5 130,507 | 124,450 
U. S. TOTAL a 262 +5 — 5 26,534 | 25,260| 27,949; — 5 635,171 | 563,956 
Bureau of the Census. Current Statistical Service 


a Includes data for four firms not allocated to geographic regions. 





States comprising regions: 


New England—(Conn., — Mass., N. H., R. L, Vt.) 


Middle Atlantic—(N. J., N. Y., 


Pa.) 
East North Central—(lIll., Ind., Mich., Ohio, Wisc.) 
West North Central—(lowa, Kan., Minn., ane _~ N. D., 8. 


South Atlantic—(Del., D. C., Fla., Ga., Md., N 


, & C.. Va., w. Ve.) 


East South Central—(Ala., Ky., Miss., Tenn.) 
West South Central—(Ark., La., Okla., Texas) 
Mountain—(Ariz., Colo., Idaho, Mont., Nev., N. M., Utah, Wyo.) 


Pacific—(Calif., Ore., Wash.) 
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That bulldozer ... butting dirt 
and rocks with an impact that 
shakes the teeth of the driver... 
needs plenty of guts in the bolts 
and nuts that fasten its joints. 

That clock ... racing a produc- 
tion schedule, with costs counting 
the minutes it takes to assemble it 

. needs bolts and nuts so easy- 

fastening they nearly fly into each 
other’s arms. 
Customers of yours in industries 
like these need bolts and nuts with 
the strength to survive real punish- 
ment ... and the easy-assembly 
characteristics that help protect 
production schedules. 


RUSSELL, 
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The many major improvements 
in bolt and nut manufacture de- 
veloped by RB&W throughout its 
99 years mean that you can give 
your customers the maximum as- 
surance of satisfaction when you 
furnish the RB&W EMPIRE 
brand. 

By the same token, the distrib- 
utor who merchandises the extra 
value in the RB&W product will 
find greater opportunities for profit- 
able bolt and nut business. . . plus 
his own assurance that his own 
reputation for dependability will be 
protected by the proved perform- 
ance of the product. 


ae 


. Tad, 


y An 


Giving Strength toaBull... Toking Time froma Clock 





THT & TT BOLT AND Th COMPANY 


Factories at: Port Chester, N. Y., Coraopolis, Pa., Rock Falls, Il. Sales offices at: Philadelphia, Detroit, Chicago, Chattanooga, Los Angeles, Portland, Seattle 
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Wholesale Hardware Inventories 
By G ee — for December, 1943 








END-OF-MONTH INVENTORIES (Cost) 8 STOCK-SALES RATIOS 


Percent Change | 
REGION December 1 | Thousands of Dollars 
from | 
Number | | 
of ec. Nov. Dec. Dec. Nov. | Dec. ec. Nov. 
Firms 1942 1943 1943 1942 | 1943 ;} 1943 | 1942 | 1943 
| | | } | | 
New England 12 —22 | — 3 $ 955 | $1,218; $ 986 158 =| = «(176 | 177 
Middle Atlantic 39 | -8 | +3 3,494 | 3,805 | 3,408 | 142 147 124 
East North Central 26 —21 +1 5,086 6,466 5,060 151 219 151 
West North Central 20 +7 | +6 5,606 | 5,249) 5,285 175 205 146 
South Atlantic. . | 20 —-3 | +7 | 2,141 2,217 1,996 | 170 204 136 
East South Central 4 -—-t| +7 1,064 1,073 996 134 132 134 
West South Central 11 —16 +4 | 2371 2,811 2,278 150 195 127 
Mountain 4 —9 b | 566 621 566 271 336 241 
Pacific . 9 -—3 +9 2,164 | 2,234 1,992; 180 194 | 200 
| | 
U.S. TOTAL a 151 —9 +4 | 26,197 | 22,971| 159 190 | 146 


Bureau of the Census. 


Current Statistical Service 


a Includes data for six firms not allocated to geographic regions. 


b Less than 0.5 per cent. 





Stock-sales are percentages obtained by dividing the cost value of stocks by sales for an 


identical group of firms. 





of furniture will be decreased 50 per 
cent the first six months as compared 
to the first six months of last year,” 
Leo Karpen, president of Karpen 
Brothers stated, blaming the shortage 
of manpower, and the difficulty of ob- 
taining cabinet woods which the mills 
cannot ship until after 60 days, except 
to the government. 


* * * 


Floor coverings and house- 
wares—In the rug and carpet divi- 
sions, suppliers reported “practically 
nothing to sell.” Many of the rug 
companies are taking on such sidelines 
as stretchers, other army goods and rug 
cleaners. 
the largest carpet manufacturers pre- 
dicted that some easing of the wool 


Representatives of one of 


situation is expected for the second 
quarter. Two of the main problems 
facing rug and carpet dealers are the 
manpower shortage, and the inability 
to get yarn backing or even backing 
substitutes for the rugs and carpets. 
While some companies were showing 
new lines for spring, most were re- 
stricted to a small selection. Whole- 
salers of glassware, pottery and metal 
and leather goods taking part in the 
homefurnishings sections of the show 
reported that materials are “tight” and 
that there was little hope of easing the 
supply situation in the near future. 
* 7 * 

Seeds for Victory gardens— 
WFA has stated that the country’s 
Victory Gardeners and civilians will re- 
ceive 275,252,000 Ibs. or 70.3 per cent 
of the supply of vegetable seeds allo- 
cated for the 12 months ending June 
30, 1944. A contingency reserve, held 
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to meet emergencies of the war, will 
take up 98,966,000 lbs. Other shares 
in the estimated 391,000,000 Ib. supply 
will go to the Allies and liberated areas 
which will receive 13,376,000 Ibs.; 
United States territories, 48,000 lbs.; 
Red Cross and friendly nations, 3,818,- 
000 lbs. and military and war services, 
31,000 lbs. Peas, beans and sweet corn 
account for more than 263,000,000 Ibs. 
of the allocable supply. Approximately 
3 per cent of the large seeds will be 
exported and 25 per cent held in gov- 
ernment reserve. 


Hemp production—WFA has 
announced that the 1943 government 
hemp program has resulted in the pro- 
duction of approximately 370,000 tons 
of hemp straw, which is expected to 
yield more than 100,000,000 Ibs. of 
fiber. The fiber produced from hemp 
grown under government contract with 
farmers in 1943 and 1944, will be allo- 
cated by the War Production Board to 
manufacturers for use in the manufac- 
ture of rope and twine. However, 
many or most of the 42 mid-western 
hemp mills which the government be- 
gan operating last year, will be closed 
this year. It is explained that with the 
Allies now in control of the Mediter- 
ranean, and the submarine menace de- 
feated in the Caribbean, the shortage 
of rope materials will be overcome by 
importation of hemp from Central 
America and jute from the Mediter- 
ranean. 

* * 7 

Sash cord, etc.—Mills making 
clothes line and sash cord, unless they 
have rated orders for 70 per cent of 
their production, are considered non- 
essential and get no labor considera- 
tion; therefore the mills are accepting 
only rated orders, under WPB M-328 
and M-317. Production at the present 
is running only about 50 per cent of 
1942. Deliveries consequently are far 
behind trade needs. Government con- 
tracts are still keeping the leading 
plants very busy. 

* ~~ * 


Rubber belting—Most stocks 
of the old type natural rubber belting 
have been sold out by jobbers, and the 





Wholesale Hardware Collections 


on Accounts Receivable 
By G tacts rake wane December, 1943 


ACCOUNTS RECEIVABLE 


Percent Change | 
REGION December 1943 | 
j from 
} ie a 
Number 
of | Dec. Nov. | 


Firms | 1942 1943 





New England 17 —18 -9 
Middle Atlantic oi os b | 
East North Central 37 —20 —-8 | 
West North Central 27 —9 | -6 | 
South Atlantic 31 eS Breer 
East South Central 14 —4 —10 | 
West South Central 16 — § —4 
Mountain. 6 —15 —7 | 
Pacific . 9 | —17 —9 
U.S. TOTAL a | 234 —-14 | -6 
Bureau of the Census 





| 
| Collection nue 
dice - 








Thousands of Dollars | | 
ee Ga 
Dec. Dec. Nov. Dec. Dec. | Nov. 
1943 | 1942 | 1943 | 1943 1942 | 1943 
| a i ie pr erat 

$ 563, $ 683| $ 617| 104 94 
5,023| 5,470| 5,009; 91 85 91 
4,243| 5,280; 4,615, 104 85 98 
3,207, 3,991) 3,399| 112 84 | 103 
2,503 | 2,875| 2671) 93 82 91 
1,268| 1,322; 1,405| 99 98 84 
2,049| 2,160; 2,138) 110 88 100 

312 369/ 33 95 82 82 
4,951, 5,971; 5,437, 89 76 «| ~ | (84 
24,323 28,324 25,828 98 | 83 | 93 


~ Current Statistical Service 


a Includes data for four firms not allocated to geographic regions. 


b Less than 0.5 percent. 





Collection percentages are obtained by dividing the collections on accounts during the 
month by accounts receivable outstanding at the beginning of that month for an identical 


group of firms. 
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Far at sea a damaged warship was 
making her way to a West Coast 
port, while Navy officers at the base 
consulted blueprints, estimated the 
repairs needed to rush this ship 
back into service. 


The bill of materials they swiftly 
drew up included 4200 high-tensile 
rivets in eighteen sizes, ranging 
from 9/g in. by 3 in. to 1 in. by 8 in., 
made to.Navy Specification. “Can 
Bethlehem handle this job?”’ came 
the query from the Navy. 


Yes, Bethlehem could. The plant 
went to work. Changes of dies were 
involved, and these change-overs 
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consumed almost as much time as 
the actual forging operations. 


Within four days the rivets were 
completed, were rushed by rail and 
plane to their destination. When the 
ship reached the repair base, the 
rivets were waiting. 


This is one example of a war-time 
emergency need for fastenings that 
Bethlehem was called upon to meet. 
Bolts and nuts, rivets, spikes, heat- 
treated alloy studs, tie-rods and 
many other standard and special 
fastenings are pouring from our 
Lebanon, Pa., plant for ships and 
fighting equipment and other essen- 








PSH ORDER FOR RIVEXS 


to repatyr damaged warshif 





tial wartime uses on the home front. 


While war needs today are taking 
the great bulk of our fastenings 
production, we hope the day is not 
distant when Bethlehem bolts and 
nuts, identified by the red label, 
will once again be in plentiful supply 
on the shelves of hardware dealers. 


ie * pETHLEHEY x * 


STEEL 
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new synthete belting is now being sold 
and shipped. 
* > > 

Gold for jewelry—By Jan. 15 
amendment of WPB order L-45, makers 
of jewelry may now use gold and pal- 
ladium, at a rate approximately 50 per 
cent higher than that permitted for the 
period between July 1, 1943, and Jan. 
15, 1944. This betterment comes be- 
cause most jewelry is manufactured in 
non-critical labor areas, and the type of 
skill used is not readily adaptable for 
war work. The materials required have 
very little war use, and new facilities 
are not needed. Each jewelry manu- 
facturer may use, in a year, 75 per cent 
as much karat gold (10 karat or finer) 
and palladium, by weight, as he used in 
1941. In addition to this amount he 
may use karat gold and palladium to 
the extent of 150 per cent, by weight, 
of the amount of platinum which he 
used in 1941. Platinum has _ been 
banned for jewelry for over a year. The 
new provision applies also to the use of 
gold or palladium for jewelry repair. 

7 7 > 

Industrial alcohol needs 
Military and essential civilian require- 
ments for alcohol in 1944 will require 


full use of all alcohol facilities, includ- ¢ 


ing those formerly devoted to beverage 
alcohol, WPB Chairman Nelson has 
stated. Industrial alcohol has become 
tighter due to demand from the syn- 
thetic rubber plants. Government 


stocks have dropped from a peak of 


138,000,000 gals. last July to approxi- 
mately 80,000,000 gals. at the end of 
1943. Probably they will drop further 
to 41,000,000 gals. at the end of 1944. 
Since about 30,000,000 gals. are re- 
garded as the minimum necessary 
“working inventory” at synthetic rub- 
ber plants, arsenals, powder plants and 
tankport terminals for Lend-Lease ship- 
ment, present reserves cannot safely be 
allowed to decline much further. Re- 
quirements of industrial alcohol in- 


creased from 226,000,000 gallons in ° 


1942 to 433,000,000 gallons in 1943, 
and are predicted to be _ about 
632,000,000 gallons in 1944, with uses 
classified as follows: Direct Military, 
48,000,000 gals.; Lend-Lease, 59,000,000 
gals.; Synthetic Rubber, 328,000,000 
gals.; Indirect Military and Civilian, 
165,000,000 gals.; Anti-Freeze, 32,000,- 
000 gals. 
7 * o 

Hide glue—WPB has issued 

order M-367, effective Jan. 27, restrict- 


ing consumption of all animal glues, 
since the nation faces this year an 
estimated drop of 25 to 35 per cent in 
hide glue supplies. There has been, 
primarily a 30 per cent reduction in the 
number of hides available. Because of 
this, tanners have been trimming closer, 
leaving less trimmings for conversion 
into glue. Ancther factor is the in- 
creasing manpower shortage. Bone 
glue manufacturer also has been hit by 
a falling off in the importation of bones 
from foreign sources, The order re- 
stricts consumption of green bone, ex- 
tracted bone and hide glue. Manufac- 
turers using the green bone type will be 
permitted to acquire 100 per cent of 
the amount they used during the last 
six months of 1942 and the first six 


-months of 1943. Percentages of this 


“base period” consumption which may 
be acquired by other manufacturers 
follow: 

Abrasives, 100 per cent. 

Adhesives, 70 per cent. 

Book binding, 70 per cent. 

Wood, paper, fiber containers, 70 per 
cent. 

Cork products (except gaskets) 70 
per cent. 

Gaskets, 100 per cent. 

Gummed paper and tape, 80 per cent. 





CORRUGATED 


FIRST én History oa 


FIRST in Huality. “a Always / 


When the Corrugated Can was originated by Witt in 1899 a 
new high in can quality was achieved. And every important 
improvement made in Corrugated Cans since that time has come 


out of the Witt plant. 


Produced today only for vital war-time needs, Witt Cans are main- 
taining the fine quality established more than fifty years ago 
Meanwhile, we're planning ahead . . . for the time we can again 
supply the complete Witt line in normal, peace-time quantities. 
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WITT Cans Nos. 1, 2, 3, 7 and 9! are, at 
present, available, only to the U. S. Army, Navy, 
Maritime Commission and the War Shipping Ad- 
ministration on “preferred orders."" These cans 
meet—and exceed—Fed. Spec. No. RR-C-81. 


The WITT CORNICE Company 


CINCINNATI 





Witt Oily Waste Cans. Approved by Under- 
writers’ Laboratories, Inc. The safe, low-cost 
way to dispose of oily waste, rags and other 
inflammable refuse. In seven sizes, 5 to 
30/2 gal. Hot-dip galvanized. 
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How to get a bit ready for a BIG FUTURE 


Before the war this bit was one of the finest tools in 
its field. It still is! But it hasn’t been overlooked in 
the big plans Greenlee now is completing. Even this 
bit has come in for its share of the careful study being 
given to all Greenlee Tools in order that they may cut 
sharper and cleaner, hold an edge longer and outlast 


the best we ever made before. 


New product research... much of it born of our inten- 
sive war job...has shown us how to make great 
products better. 

But product research is just one phase of the Greenlee 
program... new promotion and advertising ... new 
sales helps... new-eye-filling package designs .. . new 
display ideas . . . new profit-clinching plans .. . all are 
now underway or in the last stage of development. 
It’s a big story ... of a great name... and great products 


.-. being groomed with new streamlined plans... for 
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greater sales...through independent hardware dealers. 


When things are back to normal and you're selling 
hard again, you'll be interested in what your jobber 
has to tell you about the Greenlee line. In the mean- 
time you'll be interested in what Greenlee is doing to 
get ready for that time —and how you can take part 


now. Booklet below gives the details. Send for it today! 





REGISTERED TOOLS 


GREENLEE 


CRAFTSMAN 










FOR THE 





SEND FOR Pree NEW BOOKLET 


For the story of our plans for your profits in tools, write for 
“Tool Profits.*“ Greenlee Tool Co., 1802 Herbert Avenue, 
Rockford, Illinois. 
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Matches, 80 per cent. 

Other paper and paper products, 60 
per cent. 

Printer rollers, 80 per cent. 

Textiles, 75 per cent. 

Woodworking (except wooden con- 

tainers), 60 per cent. 

Other manufacturing uses, 50 per 
cent. 

Because of the availability of substi- 
tutes, WPB officials said the percentage 
reductions ordered would not necessi- 
tate equivalent reductions in the various 
classes of output. Acceptable adhesives 
with casein, resin or starch bases are 
available for practically every item. 


* * * 


Paints in war-time — The 
volume of paint manufactured in 1943 
was below capacity. Output was re- 
stricted by shortages of many materials 
as well as by government conservation 
and allocation orders. Sales for the 
year, however, were ahead of dollar 
sales in the previous record year of 
1941. But higher profits have not re- 
sulted for the industry, since increased 
raw material and labor costs cannot be 
passed on to the ultimate consumer. 
Prices have been frozen as of March, 
1942. The supply of drying oils is ex- 
tremely tight. WPB control of pig- 
ments has been extended in order to 
relieve market conditions. Chrome pig- 
ments and lead-free zinc oxide are di- 
rected to military and essential end 
uses with almost no stocks remaining 
for civilian accounts. Supplies of car- 
bon black and lead-free zinc oxide are 
heavily hit by the increasing demands 
of synthetic rubber production. A new 
WPB order, M-370, controls chrome pig- 
ments, and will assure adequate supplies 
for military requirements, and provide 
equitable distribution of the remainder 
to civilian industries. The order puts 
chromium oxide green and _ zinc 
chromate under complete allocation ef- 
fective Feb. 1. The other chrome pig- 
ments—chrome yellow, chrome green, 
chrome orange, molybdate chrome 
orange and hydrated chrome oxide— 
are grouped, and purchase and use in 
the first quarter of 1944 are limited to 
25 per cent of a user’s aggregate pur- 
chase of these pigments in 1941. 


The carpet-rug story—An in- 
creasingly serious raw material and 
manpower situation has in the past two 
years brought carpet and rug produc- 
tion to the lowest point reached since 
World War I. With only negligible 
quantities of carpet wool arriving in 
this country because of import restric- 
tions, stocks had by Sept. 25, 1943, 
dropped to only 48.3 million pounds. 
Backing materials are in even tighter 
supply. However, as war orders are be- 


120 








SALES OF 1,198 INDEPENDENT RETAIL HARDWARE 
DEALERS IN UNITED STATES 
December, 1943, Comparisons 





SUMMARY 
12 Mos. 
Dec.’43 Dec.’43 I ving 
» a S. S. F 5 
en Dec. °42 "43 ~=Dec.’43 Dec. ’42 Nov. ’43 1942 
Total 1,198 +1 +13 $8,484,741 $8,434,812 $7,484,774 —2 





Cumulative sales 1943 showed a decline of 2 per cent from all of 
1942, 1943, $108,193,441, 1942, $110,287,000 











Cumulative 
Per Cent o. Sales 
be Dec. 43 ec. 
on ‘one vs. vs. Dollar Per Cent 
States by Regions reporting Dec.’42 Nov.’43 Sales Change 
New England 69 -2 +17 641,822 —7 
p Hany xe 6 +23 +1 52,761 + 6 
New Hampshire 10 —12 +22 171,798 — 
Massachusetts 36 t +17 304,408 -- 
*Rhode Island ...... vache iy, =. eee mt 
mg : x Af Se 14 +1 +15 81,101 —4 
Middle Atlantic 128 —9 + 7 896,705 —4 
Pennsylvania 128 —9 +7 896,705 —4 
, j 362 -—5 +15 2,181,369 —7 
“a — 98 et +12 652,068 _ 
Indiana 54 —2 +20 292,856 —10 
Illinois 88 — 3 +15 475,820 — 6 
Michigan 41 —10 +29 307,597 —10 
Wisconsin a —5 +9 453,028 —9 
West North Central.... 159 + 3 +5 574,700 — 3% 
ies - 45 +9 +19 209,108 —%§ 
Missouri 38 —1 — 1 130,747 — 4 
Nebraska 33 + 8 + 2 89,368 + 4 
Kansas 43 — 3 — 3 145,477 —1 
South Atlantic 49 + 4 + 3 416,532 +9 
South Carolina 10 + 3 —5 85,011 
ROE a buncc aux 21 + 8 + 8 152,801 + 3 
Florida en 18 + 2 + 2 178,720 +21 
East South Central 12 — 8 + 6 91,718 t 
yt en 12 -8 + 6 91,718 t 
West South Central..., 110 +7 + 6 796,198 + 2 
po wen 18 + 3 t 129,844 +2 
Oklahoma 38 +7 +10 244,507 +9 
Texas 54 +9 + 6 421,847 —1 
] acer 84 +9 +12 860,647 ¢ 
viel 19 — § +14 141,791 —2 
Idaho Pan +12 +18 112,945 +5 
Wyomin a) See 
Slenie 26 —1 +17 118,346 t 
New Mexico : 9 + 2 +16 202,240 — ] 
Arizona 7 +36 + 3 226,874 +15 
Utah .. Lkaice ee Seas iene MUN See A 
Nevada ° ee, wore re 
Pacific 225 + 6 +22 2,025,050 + 3 
Washington ... 39 + +19 311,732 +5 
Oregon . = +11 +20 237,536 + 6 
California 161 +7 +24 1,475,782 +2 
Chicago, Il. 20 +1 +36 98,798 ae 
Los Angeles, Cal. 17 + 3 + 8 131,258 —18 
Portland, Ore. ....... 7 +9 +14 62,739 +16 
San Francisco ...... 22 +14 +32 265,465 + 6 
Seattle, Wash. 12 —20 +5 58,002 + 3 





* Note while stores in these states are included in grand total, figures for these 
states are not shown, in this chart, because of insufficient data. For states 
marked # the change was less than 0.5 per cent. Compiled by Bureau of the 
Census, U. S. Department of Commerce. 
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Nationally Advertised 
. -- A Selling Sensation! 


Countless thousands ask for, insist on and 
buy Self Polishing Simoniz. Why? All know 
the trademark ‘‘Simoniz’’. To them it means 
“lasting beauty’’. Self Polishing Simoniz is 
all the name implies. It is a longer wearing 
beauty treatment for floors. Something every 
woman has hoped for, wants and buys. Na- 
tionally advertised Self Polishing Simoniz sells 
itself. Order a stock today. Put it on your 
shelves. Notice how quickly it sells... and 
a good profit to you! Let Self Polishing Si- 
moniz start earning money for you right away. 





HOW’S YOUR STOCK OF 
SIMONIZ AND SIMONIZ KLEENERS? 


There never has been such a tremen- 
dous demand for Simoniz and the Si- 
moniz Kleeners. More motorists are 
a Simonizing their cars than ever before. 
— Millions of housewives, too, are using 
Simoniz and the Simoniz Kleeners in 
their homes. ..on furniture, wood- 
work, refrigerators and other house- 
hold equipment. So be sure and have 
a good stock of these famous money- 
makers. Better order more today. 















THE SIMONIZ COMPANY, CHICAGO 16, U.S.A. 
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ginning to ease off, further facilities are 
expected to be released for possible 
civilian output in 1944, Thus the low 
in civilian production may already 
have been reached. The 25 per cent 
wool quota under which the mills have 
been operating for about a year and a 
half has already been removed, and the 
trade is now hoping for the release of 
jute for backing. 


* * * 


Lumber—More than 34,000, 
000,000 board feet of lumber will be 
needed to meet the war requirements of 
the nation in 1944, J. Philip Boyd, di- 
rector of the War Production Board 
Lumber and Lumber Products Division, 
told the West Coast Lumbermen’s As- 
sociation at its annual meeting, Jan. 28, 
1944, at Portland, Ore. Mr. Boyd made 
mablic the requirement estimates for the 
year for the first time. They included 
the minimum needs of the score of 
claimant agencies among which produc- 
tion is divided, the exact figures being 
confidential. In general, the estimates 
were: Shipping lumber, mostly lumber 
used in crating and packaging ma- 
terials for shipment to the war fronts, 
15,500,000,000 board feet, almost one- 
half of all production; construction for 
the Army, Navy, Maritime Commission 
and Air Corps, 5,500,000,000; railroads, 
utilities, mining and heavy industries, 
6,500,000,000; farms, defense housing, 
all other essential civilian requirements, 
7,000,000,000. Mr. Boyd pointed out 
that although the figure of 34,000,000,- 
000 board feet was not the largest war- 
time lumber requirement figure, it pre- 
sented the greatest challenge to produc- 
tion because it was no longer possible 
to fall back upon inventories. In 1942, 
estimates and production of lumber 
were 36,500,000,000 board feet and con- 
sumption was 42,000,000.000. In 1943, 
estimates were 32,500,000,000; produc- 
tion was 33,000,000,000, but consump- 
tion was 37,000,000,000. 


* al * 


Air express tonnage—Final 
figures on air express for the first nine 
months of 1943, released recently indi- 
cate more than 11,074 tons handled for 
the nation’s commercial airlines, re- 
ports the air express division of Rail- 
way Express Agency. Exceeding the 
weight of air express cargo handled 
during the entire year of 1942 by 272 
tons, the °43 nine-month figure repre- 
sents an increase of 45.8 per cent over 
the similar 1942 period, the report indi- 
cated. Air express shipments carried in 
combined air-rail service in November 
increased 29.5 per cent over Nov., 1942, 
the air express division of Railway Ex- 
press Agency reported recently. There 
were 36,189 shipments handled in the 
combination service for the nation’s 
commercial airlines during the month, 
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compared with 27,939 shipments for 
the same month in 1942. 
* + oh 

Farm-needs survey -- Three 
thousand farmers, representing ll 
, types of food and fibre production and 
all agricultural regions, were asked to 
tell the Office of Civilian Requirements 
their detailed needs for farm supplies 
and farm machinery repair during the 
week of Feb. 6. Its purpose is to show 
requirements of all farmers who culti- 
vate more than three acres or who sell 
their own produce to the amount of 
$250 or more during the year. The 
survey will reach producers of tobacco, 
cotton and other fibres as well as those 
engaged in raising livestock, poultry, 
dairy products, grain, -fodder, vege- 
tables and fruits. Victory gardeners 
will not be included. Forty-three es- 
sential articles of equipment, from 
cream separators to barrel pumps, 
figure in the series of questions de- 
signed to show what shortages the 
farmer has experienced. Fourteen classi- 
fications of farm machinery, from corn 
planters to motor trucks, will be 
checked in relation to need for repair 
parts and services. 

* * & 

Progress in war production 
—Reporting for December, WPB 
Chairman Nelson stated that overall 
“munitions” production rose again, to 
reach 6.62 times the latest (Nov., 
1941) pre-war month’s output. Mu- 
nitions production for all of 1943 was 
up more than 80 per cent above the 
1942 total. The greatest increases were 
in airplanes, up more than 130 per cent 
above 1942: communication and elec- 
tronic equipment, also up more than 
130 per cent, and work done on ships, 
up more than 80 per cent above 1942. 
Over-all munitions production in 
1944 will rise about 25 per cent above 
the total for 1943, but there will be 
selective upward and downward trends 
in particular parts of the program, com- 
munications and electronics, aircraft, 
and heavy trucks. To keep pace with 
battle experience, designs will be re- 
vised and perfected; assembly lines will 
be geared up; labor will be recruited 
and trained. But, in contrast to 1942 
and 1943, the munitions problems of 
1944 will be specialized, and smaller 
in scale than during the earlier period 








Latest News on 
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and 
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on page 124 








of the war, when all parts of the pro- 
gram were being pushed upward simul- 
taneously. 
* * © 

1943 civilian allotments — 
Despite the fact that more than three- 
fifths of the $147,000,000,000 of manu- 
facturers’ shipments in 1943 were des- 
tined for war use, the Department of 
Commerce says that the total value of 
goods delivered for civilians was equal 
to that of 1939, and only a quarter (in 
dollars) less than the 1941 record ship- 
ments. However, because of price in- 
creases during the war period, the unit 
quantity of non-war goods shipped in 
1943 by manufacturers, was consider- 
ably less than was indicated by the 
dollar value. The department says that 
the cost of materials, supplies, fuel and 
electric energy used in 1943 production 
was estimated at 47.6 per cent of the 
total value of the products. This was 
the first time on record, when these 
outlays amounted to less than half of 
the whole value of goods produced. 


oe * od 


American Steel & Wire Co. 
-War materials poured forth from the 
plants of American Steel. & Wire Co., 
Cleveland, Ohio, in such volume last 
year that a total of 912 production 
records were chalked up. This brings 
to 1,854 the number of new records 
established since Pearl Harbor by the 
company, a U. S. Steel Corp. subsidiary 
Foremost among the various districts 
of the Wire Company during the past 
year were the Worcester, Mass., opera- 
tions which exceeded previous highs no 
less than 293 times. The Donora, Pa., 
plants of the company established 165 
new records while the facilities in 
Cleveland, Ohio, broke 137 former rec- 
ords. Duluth, Minn., plants entered 81 
new records on the books, with Joliet, 
Ill., following close behind with 77. 
The New Haven, Conn., plant estab- 
lished 60 records, while Trenton, N. J., 
exceeded old marks 51 times during the 
year. The Rankin, Pa., operations with 
24 new highs, the Waukegan, IIl., plant 
with 22 new highs and the Allentown, 
Pa., works with 2 records smashed, 
complete the list of plants producing 
for victory. 

* ” ” 

Wholesale price indices — 
Wholesale commodity prices, though 
declined from the May, 1943, high point, 
averaged 103.2 (1926 = 100) for 1943, 
the highest since 1925, when the BLS 
index stood at 103.5. The over-all gain 
of 4 per cent for 1943 compares with 
gains of 13 per cent during 1942 and 
11 per cent during 1941. Prices of farm 
products showed the largest increase 
last year, and were the highest since 
1920, averaging 122.6 against 105.9 in 
1942. 
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Quality Merchandise — 
and NOT Rationed! 

















HAND and WINDMILL 


PUMPS 


Among all civilian goods now available, 
no line offers the dealer a better oppor- 
tunity of sound business building than 
MYERS Hand and Windmill Pumps, Pump 
Stands and Cylinders. Wartime limitations 
“have simplified the line, but styles and 
capacities are ample for all practical 
needs. And built into these pumps is the 
sturdiness in construction and efficiency 
of design which have made MYERS Pumps 
world famous for quality. The durable 
oversize pins — the extra long handles — 
large air chambers—heavy polished piston 
rods — strong rigid pipe stocks — GLASS 
VALVE SEAT Cylinders and other notable 
MYERS features will help you build a 
more profitable pump business. Drop us 
a letter or postcard for full information. 


THE F. E. MYERS & BRO. CO. 
188 S. Church St. Ashland, Ohio 








PUMPS « WATER SYSTEMS « SPRAYERS « HAY UNLOADING TOOLS 
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The ~< “a 
CYLINDER is the 
Heart of a Pump 


Likewise, the valve seat is the heart 
of the cylinder—and glass is the most 
satisfactory material for a valve seat. 
That's why we use glass. It does not 
rust, corrode or accumulate vitreous 
substances which harden the leathers 
and cause the pump to lose priming. 
The patented Myers Valve Seat is 
one of many exclusive Myers features. 
MYERS Glass Valve Seat Cylinders are 
regular equipment on MYERS Hand 
and Windmill Pumps, They are also 
obtainable in all standard sizes for 
repairing and servicing pumps of any 
manufacture. Put in an adequate 
stock now for repair purposes. 
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Administration. 





a total of 400,000 pressure can- 
ners before July 1, provided that 
there be no interference with 
munitions manufacture, has been 
granted to six manufacturers, the 


War Production Board an- 
nounced Jan. 31. 
Each of the six authorized 


manufacturers has been assigned 
a production quota. If a manu- 
facturer cannot produce his 
quota in the specified time with- 
out interference with war orders, 
WPB will reduce his quota and 
transfer the excess to any other 
manufacturer who can demon- 
strate that his manpower and 
facilities are not needed for war 
work. 

The canners will be made in 
two sizes, one holding seven one- 
quart glass jars and the other 
holding 14 one-quart jars. Up 
to 300,000 of the canners may be 
made in the smaller size, and up 
to 100,000 in the larger size. 





The production quotas as- 
signed to the six authorized 
manufacturers are as follows: 

. 
7-Qt. 14-Qt. 
Size Size 
Burpee Can Sealer 
» eaccccecessios 39,500 10,000 
Nations! Aluminum 

BE. GO. cocccee 34,000 22,500 
Wisconsin Aluminum 

Foundry Co. .... 53,000 5,000 
Pressure Cooker Co. 6,000 eese 
National Pressure 

Cooker Co. ..... 153,500 62,500 
Lakeside Aluminum 

CE  paceabncccées 14,000 


It is hoped, but not assured, 
that materials, facilities, and 
manpower will be available in 
sufficient quantity to permit pro- 
duction of as many as 400,000 
canners, which represent require- 
ments for the first two quarters 
of this year, as estimated by the 
War Food Administration. 

Last year 339,000 pressure can- 
ners were delivered. All were 
war models, made of carbon steel 
instead of the customary alumi- 
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Authorization to produce up to | 
| are permitted to revert to the 








Authorize Making 400,000 
Pressure Canners Before July 1 


Six companies get production quotas for making 
aluminum units providing there is no interference 
with munitions manufacture. 
required unless for purposes other than home can- 
ning, which require special approval from War Food 


Ration certificates not 


num. This year manufacturers 
use of aluminum, which has been 
prohibited for pressure canners 
since Jan. 7, 1942. A continu- 
ing supply of aluminum for the 
pressure canner program cannot 
be assured, however. Contrary 
to widely circulated reports, the 
supply of aluminum provides a 
smaller margin than is needed to 
insure that increasing military 
demands can be met. 

Permission to use aluminum 
for pressure canners at this time 


will be available for other 
kitchen and household utensils, 
WPB said. Reports from indus- 
try indicate that manufacturers 
are too busy with war orders te 
resume any large-scale produc- 
tion of aluminum cooking 
utensils. 

The War Food Administration 
announced Dec. 28, 1943, that 
pressure canners will not be ra- 
tioned. Persons who wish to 
buy canners for the canning of 
food products may do so without 
obtaining a purchase certificate. 
Special authorization to purchase 
is required only if the canners 
are to be used for other purposes. 
Requests for such authorization 
are to be addressed to the Di- 
rector, Office of Materials and 
Facilities, War Food Administra- 
tion, Washington, D. C. 

In addition to aluminum, use 
of limited amounts of copper, tin 
for plating, and steel is permitted 
for specified attachments and 
fittings. Direction 1 to limita- 
tion Order L-30-d, issued Jan. 31, 





1944, governs the production of 


does not mean that this metal | pressure canners. 








WPB Eases Some Cutlery 
Restrictions Without 
Increasing Allowable Production 


Bureau 
AGE) 


(Washington 
of HARDWARE 

Minor restrictions pertaining 
to the use of rivets and bolsters 
for professional food processing 
and kitchen cutlery as well as 
for household kitchen and table 
cutlery were removed by WPB by 
amendment to Order L-140-a. As 
a result, various types of cutlery 
can be made to last longer. They 
cannot be manufactured in larger 
quantity than previously, how- 
ever. Restrictions on the use of 
cutlery for premiums and on the 
sale of cutlery boxed in sets have 
also been removed. 

The requirement that any 
knife blade other than one: with 
a round tang (the end of the 
blade which fits into the handle) 
must be riveted to the handle 
with at least one rivet has been 
removed. In practice it has been 
found that for most knives the 
rivet is unnecessary, and in some 
cases it is detrimental to quality. 
This is particularly true of cer- 
tain types of professional cut- 
lery, the blades of which are 





commonly replaced in the origi- 
nal handle after they have been 
worn down through frequent 
‘grinding. 

Lead, previously permitted to 
be used for rivets and bolsters 
only for paring knives and table 
cutlery, may now be used for 
other household and professional 
cutlery patterns, Lead bolsters 
help to keep cutlery sanitary and 
to make handles and blades hold 
together longer. The compara- 
tively small amount of lead which 
will be needed by the industry 
for this purpose is available. 
Removal of the restriction on the 
packaging of cutlery in sets of 
two or more pieces represents a 
reversion to standard packaging 
practice. 

Appeals under the present cut- 
lery order are not being filed 
with WPB in Washington, as 
they have been in the past. Each 
appellant will file his appeal with 
the WPB field office for the dis- 
trict in which the plant or branch 
for which he is making the ap- 
peal is located. 








LIMIT DELIVERIES OF 
ALUMINUM PAINT 


The War Production Board 
announced on Jan. 21 that paint 
manufacturers may not deliver 
more than one gallon of alumi- 
num paint or other aluminum 
coating, or two pounds of alumi- 
num pigment in any one month 
to any retail outlet, whether or 
not the outlet is owned by the 
manufacturer, unless the outlet 
can furnish ratings of AA-5 or 
better. This ruling was con- 
tained in Interpretation 1 to Sup- 
plementary Order M.-l-g, as 
amended. The ruling was issued 
to clear up doubts which had 
arisen as to the meaning of the 
order. 


ELEC. FAN PRODUCTION 
NOT TO BE RESUMED 
FOR CIVILIAN USE 


The War Production Board 
reported Jan. 31, that members 
of the Domestic and Commercial 
Electric Fan Industry Advisory 
Committee have emphasized that 
no production of electric fans for 
retail sale to civilians can be re- 
sumed, and prcduction of fans 
for essential industrial and hos- 
pital purposes cannot be in- 
creased enough to meet the 
demand under present restric- 
tions. 

Committee members said that 
the industry cannot be re-opened 
for civilian production without 
detriment to the war work in 
which the industry is engaged. 

They recommended, however, 
that limitations on materials 
needed by the industry be re- 
laxed sufficiently to permit the 
carrying out of a war emergency 
program for the production of 
100,000 fans this year to fill mili- 
tary and export orders and as 
much pf the essential industrial 
and hospital demand as possible. 





EASE FIRE HOSE 
SALES LIMITATION 


Restrictions on the sale of 
multiple jacket cotton rubber 
lined fire hose are eased by WPB, 
and restrictions on the sale of 
linen or flax tow fire hose and 
on cotton outer jackets for fire 
hose are completely removed. 
This action was taken by a recent 
amendment of order L-39. 
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Joday- PLASTICS in Thousands of Nardest Uses! 


DEFYING WATER CONTENT -- VIBRATION ~- CORROSION~- STRESSES 
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nail. TAIL’PIECES —SLIPNUTS PLASTIC CLOSET ~—STOPPERS PLASTIC TANK TANK FLOATS FLUSH ELBOWS 
minum sien (4 Sizes) SPUDS (2") (7 Sizes) FLUSH VALVES BALL GUIDES (2 Sizes) (4 Sizes) 
= American MOLDED PLASTIC 2#2182 
— FITTINGS ' 
ao he 4 ; Selection of toughest plastics — long experience in precision molding — these are factors 
Y r » ~ pyincie®! Cet ag that establish superiority of American Molded Plastic Plumbing Fittings. 

— Located 1 To peachtre® TOMORROW — Demand that will make other materials obsolete. Ride with 
A-S or » Office 2 pox 1852 : emand that will make other materials obsolete. Ride with the leader- 
3 con- aa CO--- gente. OF re. 0." a ship of 

_M. exes ewatt 
o Sup- yANe con Wort © 306 S* wn " : AMERICAN J 
g, as 3.™- a - ssiie Wash 9.16 NS vor if 
issued ww. PU LONE: geiphie PO a3? E. 8th S* 
h had artnet a éii saariet St 
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WPB Issues Schedules for 
Farm Machinery Production 


The War Production Board 
Feb. 3, issued two schedules gov- 
erning the production of farm 
machinery for the year begin- 
ning July 1, 1944. The volume 
of production authorized is ap- 
proximately the same as for the 
current year but the schedules 
are prefaced by a caution to the 
effect that they may be altered 
it any time between now and 
July 1 should circumstances de- 
mand such action. 

The schedules are published 
now to permit manufacturers to 
plan their production and order 
materials under the provisions of 
the Controlled Materials Plan. It 
is not expected that changes in 
the distribution pattern now set 
up, or the addition of controls or 
exemptions, will reduce the total 
volume of machinery to be pro- 
duced. The whole program will 
use about 1,200,000 tons of car- 
bon steel (of which more than 
1,000,000 tons is tentatively ear- 
marked for the American farm- 
er). 

The tentative breakdown of 
this 1,200,000 tons of carbon steel 
percentage wise is approximately 
88 per cent for the domestic 
farmer, 5 per cent for military 
and industrial needs, 7 per cent 
for export. This does not include 
United Nations Relief and Re- 
habilitation Administration, the 
requirements for which have not 
yet been determined. 

As in the basic order (L-357) 
quotas are arrived at by taking 
a percentage of the net shipping 
weight of the machinery in any 
given category produced in the 
years 1940 or 1941. A manufac- 
turer may choose either year as 
his base period. Also he may 
“bracket” his production in any 
given group or “Division” of ma- 
chines. For example: under-corn 
and cotton planters, “Division 1,” 
there are seven items with vary- 
ing percentages. The manufac- 
turer will take the weight of his 
production of each of these seven 
kinds of planters in his base year 
and calculate the weight which 
the percentage quota permits him 
to make next year. He may then 
take the total of these weights 
and schedule his manufacture in 
this bracket, of “Division,” ac- 
cording to his own desires. 

Quota percentages for 400 
kinds and types of machines are 
given in Schedule B, Limitation 
Order L-257. This Schedule B 
corresponds to Schedule A in 
effect at present. 

Production quotas for export 
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(except to Canada) are based 
on the net shipping weight of 
machinery, equipment and spare 
parts shipped to the countries or 
groups of countries listed in 
seven different schedules. In all 
but one of these groups of coun- 
tries the quota is based on a per- 
centage of one-half of the total 
net shipping weight of shipments 
made in 1940 and 1941 to all 
of the countries in the group. 
For example, the quota per- 
centage for the group comprising 
19 Latin American countries 
(Argentina excluded) jis 85 per 
cent. A manufacturer is_per- 
mitted to produce 85 per cent of 
one-half of the total weight of 
his shipments to all the countries 
in this group in the two years, 
1940 and 1941, and is privileged 
to ship any part of that volume 





to any of the countries in the 
group, subject to obtaining ex- 
port licenses. 

In the seventh group (Sched- 
ule X-17) each country must be 
taken separately. The quota per- 
centages in this group vary wide- 
ly. It must be remembered that 
the quotas are based on ship- 
ments in 1940 and 1941 when 
exports were extremely light to 
many countries. Where almost 
no shipments were made during 
the base period a high percent- 
age quota would still not neces- 
sarily indicate heavy shipments 
next year. 

Exports to Canada are dealt 
with in a separate schedule 
(X-18). Quotas for complete 
units are based not on weight 
but on the number of units of 
items; those for attachments and 
repair parts on net shipping 
weights. In both cases the base 
is one-half of the amounts shipped 
in the calendar years of 1940 
and 194]. A total of 152 items 
of machinery and equipment is 
listed in the schedule with quota 


percentages varying from 25 per 
cent for farm electric plants to 
543 per cent for farm wood-saw. 
ing machines. Other high per. 
centages include; electric fence 
controllers, 225; windrowers and 
swathers, 224; one-row potato 
planters, 259; potato diggers, 
172. 

Schedule X-12 lists 57 coun- 
tries and areas for which the 
quota is nil; that is, for which 
no production is permitted by 
the order. This list includes 
France, Norway, Poland, The 
Netherlands, Denmark, Belgium 
and Italy. Farm machinery for 
these countries, whose liberation 
by the United Nations is expect- 
ed, will be needed. Special pro- 
vision for the production of such 
machinery will be made as and 
when requirements are deter- 
mined. Thirty thousand tons of 
carbon steel have already been 
earmarked for this program. 

All export quotas are contained 
in the new export schedules to 
Limitation Order L-257-a. 








Consumers May Bay Direct, 
Indirect Fired Water Heaters 
For Replacement Without Ratings 


(Washington Bureau 
of HARDWARE AGE) 

Both new and used direct and 
indirect fired water heaters may 
now be sold to consumers for re- 
placement and maintenance pur- 
poses without ratings, WPB has 
announced. A purchaser need 
only certify to his dealer that 
such equipment is needed to re- 
place equipment worn out, dam- 
aged beyond repair or destroyed 
and that it will not be used to 
replace usable equipment or to 
make a substitution that would 
provide more extensive facilities. 

‘Provisions of Order L-185, 
which limited sale of water heat- 
ers to orders rated A-10 or better, 
were revoked to bring that order 
into conformity with the pro- 
visions of Order L-79, which was 
recently amended to simplify the 
sale and to eliminate unnecessary 
paperwork in connection with the 
sale of plumbing, heating and 
cooking equipment. Order L-185 
was primarily concerned with 
production of water heaters. 


Order L-79, now controls the sale 
of all plumbing, heating and 
cooking equipment. 





Order L-84, which assigned a 
rating of AA-5 to purchase of 
water heaters by consumers for 
replacement and maintenance 
purposes, was revoked Jan. 15, 
when L-79 was made the con- 
trolling order over sale and trans- 
fer of plumbing, heating and 
cooking equipment. 

Sale of these heaters for other 





than replacement or maintenance 
purposes is still subject to WPB 
approval. Homeowners should 
apply for preference ratings on 
WPB Form 2631, while industrial 
and commercial users should ap- 
ply on WPB Form 541. 

Purchase of water heaters by 
sellers is now controlled by 
Order L-79, which assigns a rat- 
ing of AA-3 to enable them to 
purchase and maintain an inven- 
tory of such equipment for new 
installations as well as for re- 
placement purposes. 








Bottle Gas Industry Plans 
Consumer Promotion Campaign 


Hardware dealers will benefit 
by increased volumes of post war 
sales of gas appliances as the 
result of a promotion program 
being undertaken by the Lique- 
fied Petroleum Gas Association, 
it was indicated recently when 
the association made public its 
plans for an intensive educational 
campaign. 

Sales to “off the gas mains” 
consumers in both old and new 
residential districts is one of the 
main aims of the program. 








Educational booklets, news 
stories and radio will stress the 
advantages of “bottled” or 
“tank” gas. 

The promotional campaign is 
being conducted by the Law- 
rence H. Selz Organization, 221 
N. La Salle St., Chicago 1, Ill. 
which handles similar work for 
many trade groups. 

While new installations of 
liquefied petroleum gas for home 
use are now restricted by the 
government, it was pointed out 
by F. J. Jacob, secretary of the 
association, that when war needs 
have been satisfied by complete 
victory over the Axis, huge 
quantities of war diverted gases 
again will be available to do- 
mestic and normal industria! 
users. 
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Between February 20th 


and April 1st29 national 
magazines and 104 Sun- 
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FIGHT FOR FREEDOM ! 







day newspapers will 
carry 70,000,000 full color 
Pyrex ware ads like 
this. Your Spring Dis. 
play Kit includes a re. 
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This free Newspaper 
Mat, in your Spring 
Display Kit, helps you 
tie-in with the national 
food -saving program 
and Pyrex ware’s na- 
tional advertising, 
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Sell “Double Locking” Defense 
with CHICAGO sean 


All Civilian Orders 
Filled on Priority 
Rating Basis 

Locks 
BOTH 
SIDES 

« Shackle 





Shown Actual Size 
2 DOUBLE BITTED 
MILLED KEYS 
with Each Lock 








ictual Siee 


All CHICAGO LOCKS—lock BOTH SIDES of shackle 


Cut Open View 


Pot set 


CHICAGO 
LOCK CO 
CHICACOILI 
MADE IN A 


CHICAGO 
LOCK CO 


os ler\clem ia & 
MADE INUSA 


Medium Priced Popular Seller. 
BOTH 11 Criss-Cross Tumblers lock 
BOTH SIDES of Shackle. 


There's a CHICAGO 
LOCK for EVERY Need 
and especially for 
Defense 
against 
SABOTAGE 


— No. 1978 
Single Bitted. 
For Desks, Cup- 
boards, Ward- 
robes, ete. 


Lowest Priced Popular Seller in 
Chicago Line. Locks 
SIDES of Shackle. 







2 Bright Finish Single Bitted 
Keys with Each Lock 
Ask Your Jobber about | 
complete CHICAGO Line * 





Drawer Lock No. 1970 
Shown Half Size 


Zone 14 


Bock c 2024 NPRACINE AVE. 
Or CHICAGO, ALL. 
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| of data submitted by manufac- 
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‘Set Procedure Permitting 
| Padlock Makers to Seek 


| Advances In 


Padlock manufacturers unable 
to maintain production under 
existing ceiling prices have been 
provided a method for applying 
for such increases in their prices 
as will cover actual manufactur- 


of Price Administration an- 
nounced Jan. 31. OPA has an- 
nounced that after examination 


turers in applying for price ad- 
will determine 
whether jobbers and retailers of 
padlocks will be permitted to 
pass on any increase resulting 
from upward adjustment of 
manufacturers’ prices. 

OPA has stated that present 





available data indicate that in 
many instances retail prices will | 


Some Instances 


not be affected but that in spe- 


cific cases where it finds neces- ; 


sary the passing along to con- 
sumers of increases they will be 
permitted. Increases in ceiling 
prices permitted in Amendment 
3 to Revised Price Schedule No. 
40 (Builders’ Hardware and In- 
sect Screen Cloth), effective Feb. 
5, 1944, will be limited to an 


| amount recovering the actual 
cost to manufacture and sell the 
padlocks. 


Provision has been made that 
before a manufacturer seeking 
an advance must obtain from the 
national office of OPA a state- 
ment as to the specific informa- 
tion required in order that his 
application may be _ processed 
within the shortest possible time. 








Chemical Plants Under P-89 Get 
Individual Instead of Blanket MRO Rating 


Chemicals manufacturers oper- 
ating under Preference Rating 
Order P-89 hereafter will be as- 


ings and allotment symbols for 
application to their purchase 
orders for maintenance, repair 
and operating supplies in place 
of the blanket rating of AA-1 and 
the allotment symbol MRO-P-89, 
formerly provided by P-89, it 
was announced Jan. 14 by the 


War Production Board. 





Amendment of the preference 


rating order, putting the new 
policy into effect, does not 
change the restrictions which 


confine use of MRO ratings and 
symbols assigned under it to pur- 
chases of fabricated parts and 
equipment having a value of less 
than $500 and of aluminum in 
controlled material forms to 
amounts not to exceed 500 lbs. 
in any one calendar quarter of 
the year. 








Farm Need Flashlight 
Mast Take Turn 


By a new directive, WPB has 
instructed battery manufacturers 
to disregard all farm-need orders 
(M-330 and PR-19) or on WPB- 
547 applications. Outstanding 
orders so rated must take their 
regular turn with unrated orders, 
for equitable shipment as goods 
are available, pro-rated on 1940 
business. The actual effects of 
this action will not be felt for 
some months, however, as most 





Battery Orders 
With Unrated Orders 


independent manufacturers have 
been instructed to allocate their 
first-quarter production: 40% 
for Army, Navy and other Gov- 
ernment needs; 40% for orders 
rated under MRO or other CMP 
priorities for industrial use and 
20% for civilian needs (or this 
percentage may be bettered if 
MRO ratings require 
their full 40%) 


do not 
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Issue No. 11 of WPB’s Ma- 
terial Substitutions and Supply 
List reflects an increased easing 
of the metals supply situation. 
The most significant changes are 
the easing of copper and steel in 
Group II. 

The list, which is revised 
quarterly carries several hundred 
raw materials, groups these ma- 
terials in three degrees of crit- 
icalness. The supply of those 
materials in Group I is insuf- 
ficient to satisfy war plus essen- 
tial industrial demands. Those 
in Group II are currently suf- 
ficient to satisfy these same needs, 
Group III materials are in excess 
of current essential needs. 

In opposition to the general 
trend toward easement most 
chemicals and plastics have be- 
come slightly tighter. There is 
practically no change in the lum- 
ber, textiles and fibres clasifica- 
tions. 

An exception to the general 
easing in non-ferrous metals is 
tin because of its continued criti- 
cal supply. WPB says the use 
of tin in bronzes and plating 
should be avoided wherever pos- 
sible. Another such exception 
is the advance of lead from 
Group IIf to Group II, due to 
a gradually declining supply. 

In most cases the degree of 
availability of these materials 
applies only to the raw materials 
themselves. According to WPB 
certain metal fabricated forms 
are less free than the metals 
themselves, because of limited 
manpower or processing facili- 
ties. Currently such products 
that are tighter than the ma- 
terials from which they are made 
include: cold drawn seamless 
steel tubes, steel plates, wire 
rope, rails, hot rolled sheets No. 
18 gauge and thicker, malleable 
iron castings, fine insulated cop- 
per wire, large size copper tub- 
ing and aluminum permanent 
mold castings. 

WPB says that due to man- 
power shortages greater empha- 
sis should be placed on the use 
of materials best suited to low 
unit labor processes such as 
stamping, die moulding and die 
casting, automatic screw ma- 
chines, etc. With the recent 
improved supply of certain ma- 
terials, the corresponding admin- 
istrative controls now permit 
somewhat broader use of such 
materials in essential applica- 
tion. 

A portion of the WPB memo- 
randum accompanying the new 
list gives the following sugges- 
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Material Substitutions and Supply 
List Reflects Easing of Metals Supply 





tions to users of materials on the 
lists: 

“When large metal tonnages 
are involved first consideration 
still should be given to the fer- 
rous metals to avoid disrupting 
the supply of smaller tonnage 
non-ferrous or plastic materials. 

“For new construction the 
choice should be masonry, steel 
and wood in the order named, 
giving due weight to the type of 
need, the application and _ local 
conditions of supply. 

“Military requirements must 
retain a maximum flexibility of 
reserve supply, hence anyone con- 
templating a new product or a 
revision of an old one that will 
require additional controlled ma- 
terials or products under alloca- 
tion, should first consult the 
claimant agency or the WPB 
division responsible for the prod- 
uct involved, to be sure that suit- 
able amounts of the needed ma- 
terials are available. 

Copies of this list may be 
obtained by writing, using official 
letterhead, Editor, Material Sub- 
stitutions and Supply List, WPB 


Conservation Division, Room 
2616, Tempo “D”, Washington 
Za. ws G. 


INCLUDE PLAY PENS, 
ETC. IN ADVANCES 
ON WOOD FURNITURE 


Play yards, play pens, juve- 
nile porch and stair gates, in- 
fants’ toilet seats and bathinettes 
have been listed with those 
articles of wood household furni- 
ture covered by the 5 per cent 
increase granted Dec. 17, 1943, in 
manufacturers’ prices, the Office 
of Price Administration an- 
nounced Jan. 27, 1944. Whole- 
salers may also adjust their prices 
on these items in accordance 
with the terms of the order. 

Since the original order pro- 
vides that the increases in manu- 
facturers’ and wholesalers’ prices 
are to be absorbed by retailers, 
no increase in present retail 
prices for the infants’ furniture 
items will result. 

Sand boxes, and other articles 
for infants’ amusement, are ex- 
cluded from the price adjust- 
ment privilege since they are not 
generally produced by the wood 
household furniture industry, 
OPA said. The above action was 
contained in Amendment No. 2 
to Order 1052 under Section 
1499.159b of Maximum Price 
Regulation No. 188, effective 
Jan. 27, 1944, 








































Here's a way to make up for reduced merchandise sales 
and build up your earnings. Add hundreds of dollars a 
year to your income filing: saws with a Foley Automatic 
Saw Filer. There are many saws in your community that 
need sharpening repeatedly, used by home owners, car- 
penters, farmers, factories, mills, schools, etc. This serv- 
ice shows quick results, brings you new customers and 


increases store traffic. 


With the Foley any clerk can file dull saws with uneven 
teeth and turn them out better than an expert hand filer. 
The Foley automatically joints the saw as it is filed— 
brings large and small teeth back to uniform size. 





FOLEY CKciimic 


SAW FILER 








ONE Machine Files 
Hand—Band-—Circular Saws 








FILED THOUSANDS OF S/.WS 

anal are using the Saw Filer 

with complete satisfa:- 

pS ot an have _ thousands of 

saws with it.”’ Russell & Doughty 
Hardware, Lynn, Mass. 


USED DAILY FOR 3 YEARS 

"I bought one of your Filers 3 
years ago. I am very well pleased 
with its berformance and it is in 
everyday use.’’ T. H. Reed Hard- 
ware, Erie, Pa. 




















FOLEY MFG. CO. 


Mail Coupon for FREE PLAN 


77 Second St. = < 


The Foley files all hand, 
back and mitre box saws up 
to 16 points per inch, also 
circular saws and band 
saws. No eye-strain. Start a 
saw sepair department now; 
be ready for the big building 
boom when peace comes. 
No special priority appli- 
cation required—delivery 
guaranteed, The Foley can 
be purchased through your 
hardware jobber. Send cou- 
pon direct to us for full 
information. 
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{FOLEY ; 
= SAW FILER! 











a Foley Automatic Saw Filer. 


Name_ a — 


Address : ‘2 


Please send FREE PLAN on saw filing service with 


















NOW you oon out Genuine 
NATURAL 






BACKED BY NATIONAL 
ADVERTISING 
* 
PACKED AND PRICED 
TO SELL ON SIGHT= 
TO PAY A NICE PROFIT 









A display like this on your 
counter will jump your 
sponge sales, increase 
your sponge profits, 


Wy 


“HANDY CHENILLE" is the kind of sponge people 
like to buy and merchants like to sell. For it isn't an 
“ersatz’’ material ...but genuine natural sponge 
pieces padded into a convenient shape in a cover of 
soft, half-inch tufted chenille. Because it is a natural 
sponge, “HANDY CHENILLE” holds plenty of water 
... Will not drip ...is soft and pliable when wet. 
The cover preserves the shape of the sponge, adds 
extra cleaning friction. And the prices are ‘way 
below those for uncovered natural sponges in com- 
parable sizes ... as low as 35c retail for the 4x5 14 
inch size. Other sizes at 50c, 75c, $1.00 and $1.50. 

Millions of people soon will be reading about 
this big sponge bargain in national magazines and 
newspapers like Better Homes & Gardens, Our Sun- 
day Visitor, the 24 Register papers, Walther League 
Messenger, Christian Herald. An attractive ‘HANDY 
CHENILLE" display carton on your counter near the 
cash register will help you cash in on this advertis- 
ing—without any further sales effort on your part. 
If you haven't plenty in stock, order from your Job- 
ber NOW. If your Jobber cannot supply you, please 
address nearest division, giving his name. 


Geese id sdedddddddddddddcddddddddda VIUOLLULLULLULULLLMLULULLUULUULLLLULLULALUDUMDOM My yy 





SCHROEDER & TREMAYNE, INC. 


St. Lowvis, Mo. New York, N. Y. Montreal, Can. 
1711 Delmar Blvd. 291 Church St. 455 St. Sulpice St. 
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48 Hour Work Week Exemption 
Under WMC CanBe Applied F or 


Merchants who are now work- 
ing a 48 hour week in their en- 
tire operation need not report to 
the War Manpower Commission 
as to hours worked. Merchants 
who have less than 8 full-tme 
employees in any one unit need 
not report. Merchants who do 
not operate on a 48 hour week 
but can show that they will not 
save man-power by going on a 
48 hour week need not report. 

However merchants with 8 or 


| more employees who are work- 
| ing less than 48 hours a week 
| should file Form WMC 25 with 
the War Manpower Commission 
asking for exemption from the 
48 hour week requirement. After 
Form WMC 25 has been filed, 
seeking exception, no further ac- 
tion on the part of the merchant 
is mecessary and no changes 
need be made in your working 
schedules unless and until you 
hear further from the War Man- 
' power Commission. 











Horse Collar Production Increase 


Ordered; Makers May Seek Price Relief 


As a result of insufficient pro- 
duction of horse collars for farm 
animals essential to the produc- 
tion of foodstuffs, it has become 
necessary to issue special instruc- 
tions to manufacturers of horse 
collars, the War - Production 
Board announced Jan. 27. 

The Direction was issued pur- 
suant to paragraph (b) (2) of 
General Conservation Order 
M-310, and instructs manufac- 
turers not to cut, use or incorpo- 


rate leather in any product unless | 
they first fill orders for horse | 
collars in the three-month period | 
| beginning Feb. 1, 1944, in quan- 


tities at least equal to the num- 
ber produced by them during the 
first months of 1942. In the first 
months of 1942. In the first 
quarter of 1942 the production of 
horse collars was approximately 
400,000. Production in the year 
1942 was about 1,500,000.” 

It was pointed out that this 
production program for horse 
collars must be met. In instances 
where manufacturing of horse 
collars is being conducted at a 
loss under applicable ceiling 
prices, the manufacturer may 
request suspension of the direc- 
tion by written notice to the 
Textile, Clothing and Leather 
Bureau of WPB, that application 
for price relief has been filed 
with the Secretary of the Office 
of Price Administration in Wash- 
ington. 

The Office of Price Administra- 
tion has agreed, in order to fur- 
ther the purposes of the WPB 


Direction, to adjust manufac- 
turers’ ‘ceiling prices for horse 
collars in those cases where price 
relief is necessary to permit the 
program to be carried out. An 
adjustment provision authorizing 
price increases in conformity 
with Stabilization Director Vin- 
son’s directive of Nov. 16, 1948, 
is now being developed and will 
be issued shortly. 


EASE METAL FOR 
LOOSE LEAF USE 


The use of metal in the manu- 
facture of rings and binder parts 
for loose-leaf and blank books or 
covers has been increased for 
1944 from 30 per cent to 75 per 
cent of 1941 usage, the War Pro- 


duction Board Printing and Pub-' 


lishing Division announced re- 
cently. 

The amount of metal that may 
be issued to any manufacturer in 
each quarter of 1944 is 18.75 per 
cent of the iron and sieel fabri- 
cated by him into metal parts 
and units in the calendar year 
1941. This action will enable 
manufacturers to decrease the 
use of substitutes that have been 
used since August 3, 1942, and 
also will permit producers to re- 
employ many metal dies now in 
storage. 

The change made in an amend- 
ment to Limitation Order L-188, 
became urgent when the supply 
of substitute materials was found 
short. 
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A standardization and simplifi- 
cation schedule for wood-boring 
bits, which will permit the man- 
ufacture of 422 kinds and sizes 
of bits instead of 1285, a reduc- 
tion of approximately 67 per cent, | 
was announced Jan. 22 by the | 
War Production Board. 

The present output of wood- | 
boring bits is insufficient to | 


Wood Boring Bit Simplification 
Permits Making 422 Sizes, Kinds 


pendix A are: auger bits; car 
bits; machine auger bits, except 


| ship auger; ship augers (square 
| shank); ship augers (machine or 


round shank); ring augers, ma- 
chine plub bits; hand plug bits 
with threaded guide, hand plug 
hits with screw point; expansive 
bits; Forstner bits (hand and 
machine); double cut gimlet 


take care of essential civilian and | bits; drilfs and countersinks for 
non-military export demand after | boring for wood screws; wood 
the heavy requirements of the | drills; bell hangers or elec- 


° | 
armed services have been filled. | 


tricians drills; dowel bits; ma- 


The industry has a large backlog | chine bits; and tapping or sugar 


of orders, chiefly as a result of 
manpower shortage. Simplified 


tree bits. 
Wood-boring bits that do not 


practices effective Jan. 22 are ex- | conform to the simplified produc- 


pected to result in increased 
production of permitted types. 
Schedule VIII of the hand tool 
simplification order L-157 limits 
manufacture of wood-boring bits 
to the 18 types and the sizes, 
styles, grades, etc., of each type 
set forth in Appendix A, at- 


types designed for special pur- 
poses and not used in large quan- 
lities are exempted from the 
restrictions of the Schedule. 


Manufacturers and dealers are | 


prohibited from holding sets of 

bits in inventory but sets may be 

made up to fill specific orders. 
Permitted types listed in Ap- 


| 
| 
| 
tached to the Schedule. Eleven | permitted types, sizes, etc., were 
| 
| 
' 


tion practices put into effect Jan. 
22, 1944, may be manufactured 
to fill orders held by producers 
on their books before that date, 
the War Production Board an- 
nounced Jan. 29. Provisions of 
Schedule VIII to hand tool sim- 
plification order L-157, giving 


effective Jan, 22, with shipment 
and delivery of non-conforming 
hits permitted until April 22. 
An amendment to the Sched- 
ule, issued Jan. 22 makes clear 
| that this three months’ period 
may be used only to fill orders 
| for non-conforming bits held by 
manufacturers before Jan. 22. 








Steel Spring Filled Furn. Makers 
Mast Observe March, ’42 Prices 


When 


Manufacturers of upholstered 
furniture who are returning to 


the production of previously | 
marketed steel spring-filled items | 


that they sold during March, 


1942, or thereafter, must not sell | 
above the maximum prices for- | 


merly established for these par- 
ticular items, the Office of Price 
Administration said Jan. 28. 
The announcement was made 
by OPA im answer to pricing 


Resuming Production 


queries from furniture manufac- 
turers who expect to resume 
production of the items following 
a War Production Board action 
| of Jan. 14 (Directive L-260) per- 
mitting the use of steel up- 
holstering springs by qualified 
| manufacturers in an amount each 
| quarter not to exceed 12% per 
| cent of the total dollar value of 


springs used by the manufacturer | 


during the base period year, 1941. 








FURTHER LIMIT USE 
OF JAVA GRADE KAPOK 


The War Production Board on 
Jan. 28 restricted the use of Java 
Grade kapok to the manufacture 
of life-saving equipment, such as 
life jackets, life vests and collars, 
for the U. S. Army, Navy, Mari- 
time Commission and the War 
Shipping Administration. 

Because of the superior float- 
ing properties of the Java grown 
kapok, and inasmuch as imports 
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are no longer available, it is 


conserved and held for the pro- 
duction of such life-saving equip- 


WPB has amended Conservation 
Order M-85. 
Heretofore, kapok imported 


used in the manufacture of air- 
plane seat cushions, and in cer- 
tain types of insulation padding 
for airplanes. 





from Java was permitted to be | 


essential that present supplies be 


ment. To establish control, the 


| 
| 





Wartime 
Developments 
By LOWE BROTHERS 


Will Serve You 
Better in Peace 

















greater profit to you. 


PAINTS 


Someday, not too far distant, 
you and your customers will 
benefit from Lowe Brothers 
continuous and intensive war- 
time developments in the 
science of paint making. 
Direct result of Lowe Broth- 
ers war-proved “know-how” 
in the formulation and sup- 
plying of finishes which are 
today protecting war weap- 
ons and essential home front 
products, will be new and 
improved products. In peace- 
time they will bring greater 
consumer acceptance and 












































A FINE OLD NAME IN GAS RANGES 
Graces this New War Model 


@ Some of the skilled craftsmen at Roper are turn- 
ing once again to the kind of work they had done 
for years before the war — manufacturing Roper 
gas ranges. 

These gas ranges are available for you to sell to 
those who have no cooking equipment or whose 
cooking equipment is beyond repair. Roper is 
pleased to lend its efforts to this governmental 
desire. 

Complete with many modern features, the new 
Roper gas range, now coming down the assembly 
lines, provides an oven, broiler and top-of-range 
cooking service. The range can be purchased through 
the surrender of Stove Purchase Certificates in ac- 
cordance with provisions of the Stove Rationing 
Program. 

Remember—this gas range bears the name Roper. 

GEO. D. ROPER CORPORATION, Rockford, 
Illinois, manufacturer of ROPER, “‘America’s Finest 
Gas Range,” for all gases, including LP (Liquefied 
Petroleum) Gas. 
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Wood Pulp Shortages Reduces 
Supply of Wrapping Paper and Bags 


Retail shoppers must expect to 
do with fewer package wrappings 
this year, because war shortage 
of wood pulp for paper making 
will not permit a normal supply 
of wrapping paper and bags, 
Arthur D. Whiteside, WPB vice- 
chairman for Civilian Require- 
ments, said Feb. 4. 

“Total production of retail 
wrappings is expected to run at 
least 50 per cent under 1942,” 
Mr. Whiteside said. “Americans 
will often be asked to carry 
home unwrapped purchases.” 

Last year, inventories fore- 
stalled the effect of the growing 
wrapping paper shortage, but 
stores no longer have large re- 
serves of wrappings and so must 
depend almost completely on cur- 
rent production. This will mean 
a sharp reduction in available 
quantity. 

The quantity of wrapping paper 
will be dtermined by quantity of 
wood pulp. With insufficient man- 
power to cut pulpwood, and heavy 
military demand on the tonnage 
that can be produced, allocations 
for civilian wrappings cannot at 
present be much above minimum 
requirements. 

Military shipping cartons, de- 
signed to withstand rough treat- 
ment and extreme weather condi- 
tions, require enormous amounts 
of pulp. In addition, a number 
of ordnance items, such as tubes 
for artillery shells, draw heavily 
on the pulp supply. Civilians will 





sacrifice a measure of their ac- 
customed wrapping convenience 
to these military necessities. 

It is expected that civilian 
supply will include adequate 
quantities of absorbent wrapping 
paper used by butchers, a mod- 
erate supply of paper and variety 
bags for general wrapping pur- 
poses, and enough big bags for 
assorted groceries provided house- 
wives save these bags and take 
them back to stores for their own 
reuse. The shopping bag with 
handles will be made in quan- 
tities at least equal to last year’s, 


but must be used many times 7 


to substitute for individual pack- 
age wrappings. Folding boxes, 
for apparel purchases, will be in 
considerably less than peacetime 
supply. 

“No store should be subjected 
to customer criticism because it 
is sometimes unable to supply 
as much wrapping as the com- 
petitor across the street,” Mr. 
Whiteside said. He added that 
it would be extremely complicat- 
ed for the Government to regu- 
late the distribution and use of 
retail wrapping material, and that 
each store will naturally make 
every effort to give the most ef- 
ficient wrapping service possible. 

Wood pulp supply will be 
stretched to make the maximum 
wrapping yardage as the weights 
of papers and boxboard will be 
reduced as far as reasonable ser- 
viceability permits. 








HIDE, KIP PRICE 
SCHEDULE POSTPONED 


Postponement of the effective 
date of Amendment 3 to Revised 
Price Schedule 9, Hides, Kips 
and Calfskins, from Feb. 1, 1944, 
to June 1; 1944, was announced 
by the Office of Price Administra- 
tion Feb. 2. The amendment 
makes 13 changes in the regula- 
tion, some in pricing require- 
ments and some only in wording. 

OPA agan postponed the effec- 
tive date of this amendment in 
order to study comments re- 
cently made by the three industry 
advisory committees representing 
the packers, dealers and brokers, 
and tanners on the changes in 
the existing price schedule that 





had been embodied in a proposed 
new regulation. 





BATHTUBS FOR 
WAR HOUSING 


Production of 50,000 cast iron 
bathtubs for war housing proj- 
ects was authorized Dec. 30, 
1943, by the War Production 
Board in Direction No. 1 to Or 
der L-42, Plumbing and Heating 
Simplification. None of these 
tubs will be available for ci- 
vilian purchase, it was pointed 
out by WPB’s Plumbing & Heat- 
ing Division. All will be released 
for installation in construction 
projects which have been author- 
ized by preference ratings regu- 
larly assigned to war housing 
projects. 
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THE ONLY 
HOUSEHOLD REPAIR 


CEMENT THAT 


pyar aa te dee 
X-PANDOTITE 


Tow ct can be sold { Immediate deliveries 


to the American and Canadian trade — no priorities 
required . . . permission has been granted us: to 
manufacture X-Pandotite in increasing quantities 
and to pack it in metal containers. Until now pro- 
ducticn has, of necessity, been limited. The au- 
thorities ok’d production for X-Pandotite because 
X-Pandotite is a repair cement that replaces new 
materials and because it is so easy to use that it 
saves calling in skilled repairmen. X-Pandotite is 
the only cement that expands as it sets. The ex- 

ding action causes a permanent, perfect, strong 

nd. No cther cement has this amazing advantage. 


FOR THOUSANDS OF PERMANENT 
HOME AND BUILDING REPAIRS 


- 
K's Easy vo Use — Mold it, trowel it, or 
pour it. Use X-Pandotite in any desired consistency. 
It’s so simple to use that home repairs become a 
pleasure. 


4 ¢ Econamical _ You won’t have to make 


repairs a second time. Anyone can use it. A little 
goes a long way. 


Wakes nefpacrds last because it is leak- 


proof, moisture-proof, vibration-proof, and water- 
proof. It completely fills cracks in marble, plaster, 
tile, concrete, terrazzo and wood. A perfect anchor- 
ing material. It’s guaranteed not to shrink. It 
expands! X-Pandotite is unaffected by heat, oil, 
soap, or caustic solutions. 



































Order from your nearest job- 
ber. If his stock is short, write 
vs and we'll arrange for 
delivery. 





X-PANDOTITE 


A High Profit, Quick 
Selling Repeat Item! 


Accredited Jobbers 
please write! 


FOR pemmanent 


im 
: STALLATIONS ano eePa'? 





X-PANDO CORPORATION 


43-15 36th Street e Long Island City 1, N. Y. 
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WILL SELL 
TREE TANGLEFOO]! 


CASH IN 














For nearly forty 
years TREE 
TANGLEFOOT, 

has been found the 
most dependable means 
of preventing tree climbing 
insects from reaching the limbs 
where their larvae devour the 
foliage and buds and cause serious 
crop loss and tree damage. Now in its 
third year of national advertising, com- 
mercial orchardists, victory gardeners 
and residential tree owners are banding 
as never before. Sales of TREE 
TANGLEFOOT DOUBLED last year 
and are bound to be much higher in 
’44. Ina merchandise-short market it’s 
doubly worthwhile to stock this profit- 
able, steadily-repeating item AT 
ONCE. Call your jobber. 


packaged 








A band of TREE 
TANGLEFOOT is an 
insurmountable barrier 
for all tree-climbing 
insects. 


25 1b. PAIL 





DISPLAY BOX 
OF Doz. Gor. 
CARTONS 


ee 


THE TANGLEFOOT CO., Grand Rapids, Mich. 
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Boiler Production Now Subject to 
WPB Plumbing, Heating Div. Schedule 


Restrictions on production of 
boilers for stock have been made 
applicable to the types subject to 
the scheduling jurisdiction of the 


The type of boilers affected are: 
1. Steel low pressure heating boil- 
ers designed to withstand a pres- 
sure of 15 pounds or less per 








Plumbing and Heating Division, | square inch other than those de- | 


the War Production Board an- signed for shipboard or locomo- 


| 
| 


exceed 70 per cent of his quota 
for the tntire year. 

These provisions are set forth 
in Order L-39-a, issued Jan. 13 
by WPB. They are designed to 
establish a ceiling on shipments 
in line with estimated over-all 
requirements. 


OPA NAMES HARD 


nounced Feb. 1. Such boilers are | tive use. 2. Steel boilers designed | SURFACE FLOOR COMM 


those generally used in domestic | |ur steam pressure over 15 pounds 
plumbing and heating installa- | per square inch having less than 
tions. | 500 square feet of boiler heating 





A similar direction, was re-| Surface of the following types, 
cently issued for boilers under | Unless designed for shipboard or 
the scheduling jurisdiction of the | !ecomotive use: (1) water tube, 
Power Division, but after it was|‘2) scotch marine, (3) hori- 
issued some of the items subject | 20"tal return tubular, (4) refrac- 
to the Power Division were trans- | '0TY lined firebox and (5) oil 


ferred to the Plumbing and Heat- | ©OU""TY. 3, Steel boilers de- 
ing Division. | signed for steam pressure over 15 


pounds per square inch, all sizes, 

facture for stock of high and low a again a ae te 

pressure steel boilers of the types types: Q)- steel firebox, (2) 

listed in Table 14 of General | vertical, and (3) miniature. 

Scheduling Order M-293 without This ruling is contained in 

of | Direction No. 1, Table 14, Order 
| M-293. 


The action prohibits the manu- | 





the specific authorization 


WPB. 








L-30-d Amendment Enables Production 
Some Household Items With 5% Steel 


Simultaneously with authori- | various other articles containing 
zation for the production of up| not more than five per cent of 
to a total of 400,000 pressure | iron and steel by weight, includ- 
canners before July 1, L-30-d was | ing joining hardware. Previously 
amended to provide for produc-|this percentage was to be used 


tion of kitchen, household, and | only for joining hardware. 








Remove Some Farm Implements 
From Government Control 


The War Food Administration 
has removed moldboard plows, 
one-way disc plows or tillers, 
cultivators, stationary threshers, 
and stationary pea and bean 
threshers from the list of ma- 
chinery items, over which the 


government maintains distribu- 
tion control. 

The recent new schedule to 
food production order 14 leaves 
the distribution of these items 
entirely in the hands of the 


manufacturers. 








CLARIFICATION OF 
TERM, “WHEELS” IN 
L-158 (AUTO REPAIRS) 


The War Production Board 
stated Dec. 29, 1943, that the 
term “wheels” as used in Order 
L-158 (Automotive Replacement 
Parts) does not include hub 
caps, wheel caps and wheel trim 
rings which serve only as orna- 
mental or decorative items. How- 
ever, hub caps which serve as 
gtease retainers are considered 
components of wheels. 

This clarification is contained 
in Interpretation No. 2 of the 
order. L-158 as amended Nov. 
13, 1943, provides for the pro- 
duction and distribution of re 
placement parts and components 
essential to the operation of auto- 


134 





motive vehicles. The term 
“wheels” is included in the 
enumeration of essential automo- 
tive replacement parts which 
may be produced. 





FIRE SPRINKLER HEAD 
SHIPMENTS ON QUOTA 


Shipments of sprinkler heads, 
for fire sprinkler systems, have 
been placed on a quota basis, 
the War Production Board an- 
nounced Jan. 13. 

For the year beginning Nov. 1, 
1943, and for subsequent years, 
each manufacturer is limited to 
shipping 78 per cent of the num- 
ber of sprinkler heads he shipped 
during 1941. In any six months’ 
period, his shipments must not 





The OPA recently appointed 
a Hard Surface Floor Covering 
Industry Advisory Committee. 
The members of the committee 
are as follows: Kenneth O. 
Bates, Armstrong Cork Co., Lan- 
caster, Pa.; Benjamin H. Robers, 
Bird & Son, Inc., East Walpole, 
Mass.; Samuel Spector, Bonafide 
Mills, Inc., New York; Melvin 
R. Greiser, Carthage Mills, Cin- 
cinnati, Ohio; 
Shaffer, Congoleum-Nairn, Inc.. 
Kearny, N. J.; Walter J. Binder. 
Delaware Floor Products Co.. 
Wilmington, Del.; Roy C. Gibbs, 
J. C. Dunn & Co., Camden, 
N. J.; Neil L. Campbell, Mann- 
ington Mills, Salem, N. J.; Wil- 
liam H. Lowe, the Paraffine Com- 
panies, Inc., San Francisco, Cal.; 
John Clement, Sandura Co., Inc., 
Philadelphia, Pa.; Houlder Hud- 
gins, Sloane-Blabon Corp., New 
York City, and Edward J. 
O’Brien, Chandler Palruba Co., 
Taunton, Mass. 





VENETIAN BLIND 
INDUSTRY COMMITTEE 


The WPB recently appointed 
a Venetian Blind Industry Ad- 
visory Committee with govern- 
ment presiding officer George 
M. Chandlee. The committee 
members are as follows: Oscar 
Brand, Artcraft Venetian Blind 
‘Mfg. Co., St. Louis, Mo.; C. 
W. Goodsell, The Bostwick- 
Goodell Co., Norwalk, Ohio; J. 
S. Human, National Venetian 
Blind Co., Miamisburg, Ohio; 
Edward C. James, Consolidated 
Venetian Blind Co., Houston, 
Tex.; David W. Klau, « Airex 
Venetian Blind Co., New York 
City; Edward Reukauf, Jr., 
Carey-McFail Co., Inc., Phila- 
delphia, Pa.; H. B. Stamm, ‘The 
Columbia Mills, Inc.; New York 
City; A. F. Waltzinger, Venasco, 
Inc., New York City; and A. V. 
Weaver, Southern Venetian Blind 
Co., Miami, Fla. 


OPA NAMES ADVISORY 
INSECTICIDE COMM. 


An Agricultural Insecticide & 
Fungicide Industry Advisory 
Committee, consisting of execu- 
tives of 22 manufacturing firms 
representing various parts of the 
country, was recently appointed 
by the OPA. The personnel of 





Theodore J. | 


the new committee are as fol- 


lows: W. Leonard Bartlum, 
president, Florida - Agricultural 
Supply Co., Orlando, Fla.; W. 
C. Bennett, president, Phelps- 
Dodge Refining Corp., New York 
City; J. H. Boyd, executive vice- 
president, Commercial Chemical 
Co., Memphis, Tenn.; J. B. Cary, 
president, Niagara Sprayer & 
Chemical Co., Middleport, N. Y.; 
Leon David, president, Brooklyn 
Chemical Works, Inc., Baltimore, 
Md.; H. C. Davies, president, 
California Spray-Chemical Corp., 
Richmond, Cal.; R. E. Demmon, 
vice-president, Stauffer Chemical 
Co., New York City; W. S. 
Gavan, sales manager, American 
Cyanamid & Chemical Corp., 
New York City; Harold R. King, 
vice-president, R. J. Prentis & 
Co., Inc., New York City; G. F. 
Leonard, vice-president, Tobacco 
By-Products & Chemical Corp., 
Louisville, Ky.; T. H. McCor- 
mack, assistant sales director, 
Grasselli Chemicals Division, E. 
I. du Pont de Nemours & Co., 


| Inc., Wilmington, Del.; Roy E. 





Miller, president, Miller Products 
Co., Portland, Ore.; D. F. 
Murphy, sales manager, Rohm & 
Hass Co., Philadelphia, Pa.; 
Harold Noble, manager of the 
Insecticide Division, S. B. Penick 
& Co., New York City; O. M. 
Poole, . president, Derris Inc., 
New York City; Fred S. Porter, 
sales manager, Tennessee Corp., 
Atlanta, Ga.; Fred C. Shaneman, 
vice-president, Pennsylvania Salt 
Mfg. Co., Tacoma, Wash.; M. L. 
Sommerville, plant 
dent, The Sherwin-Williams Co., 


superinten- . 


Bound Brook, N. J.; R. B. Stod- | 


dard, manager of the insecticide 
department, Dodge & Olcott, 
New York City; D. 1. Trainer, 
director of the technical service, 
General Chemical Co., New 
York City; B. P. Webster, vice- 
president, Chipman Chemical 
Co., Bound Brook, N. J.; and 
Alfred Weed, vice-president, 
John Powell & Co., Inc., New 
York City. 
MAVERICK HEADS 
SMALLER WAR PLANTS 
CORP., WPB 


Chairman Donald M. Nelson 
recently announced the appoint- 
ment of Maury Maverick, San 
Ant>nio, Tex., as vice-chairman 
of the WPB in charge of the 
Smaller War Plants Corp., and 
as a member of the Board of 
SWPC. Mr. Maverick has been 
serving as chief of the Govern- 
ment Division of WPB, which he 
organized shortly after WPB’s 
inception. For 12 years, he was 
a lumber dealer and home build- 
er in San Antonio, Tex., with ex- 
perience in the manufacture and 
retail sale of lumber and in 
mortgage financing. 
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Post-War Opportunities Discussed 


At Wisco Convention 





WISCO OFFICERS—Left to right: P. M. Ellingson, Edgerton, treas- 
urer: Darwin Follett, Coloma, vice-president: Roy Beat, Mt. Horeb, 


president: J. A. Fitschen, 


HE 17th annual merchandis- 

I ing school and sales show of 

the Wisco Hardware Co., Mad- 

ison, Wis., dealer-owned wholesale 

hardware house, was held at the 

company’s offices and warehouses 

Jan. 24-26, 1944, with more than 

600 dealers, their families and ex- 
hibitors in attendance. 


Officers Elected 


Monday morning was devoted to 
a meeting for stockholders, election 
of directors and officers and closed 
with a session of directors. Officers 
elected are: President, Roy A. Beat, 
Mt. Horeb; vice-president, Darwin 
Follett, Coloma; treasurer, P. M. 
Ellingson, Edgerton; secretary and 
general manager, John A. Fitschen, 
Madison. These officers and the fol- 
lowing comprise the board of direc- 
tors: Henry Kozelka, Prairie du 
Chien; F. E. McKichan, Fennimore; 
Jos. B. Eagan, Avoca; Clarence S. 
Walker, Columbus; Otto Gaardner, 
Orfordville. Mr. Gaardner is the 
new director succeeding Joe Voe- 
geli, Monticello, whose term ex- 
pired. 

Luncheon was served each day 
at the warehouse and banquets were 
held Monday and Tuesday nights at 
the Lorraine Hotel. The Swiss Fam- 
ily Braunfelders entertained both 
evenings and made a great hit as 
they had two years previous. 

The Monday afternoon session 
opened with a brief welcome by 
Hon. James R. Law, now State High- 
way Commissioner who for 11 years 
had been mayor of Madison. He 
was followed by H. E. Atwood, vice 
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Madison, secretary-general manager. 


president, B. F. Nelson Mfg. Co., 
Minneapolis, Minn., who told of 
the great present and future oppor- 
tunities for the sale and installation 
of prepared roofing. He said that 
asphalt roofing (prepared roofing) 
now enjoys about two-thirds of the 
roofing business which could nor- 
mally be increased to 90 per cent. 
The materials required in its manu- 
facture, he said, were a by-product, 
otherwise wasted, and that the only 
current problem was one of man- 
power. 

A. A. Nelson, sales manager, 
Keystone Stee] & Wire Co., Peoria, 
Ill., spoke on the steel situation, 
saying that all signs pointed to re- 
lief and release but that all such 
progress was necessarily slow at 
best. He reminded the audience 
that many restrictions are still in 
force, and may continue, notably on 
finishes. He felt that the steel in- 
dustry could reconvert to normal 
peace time production very quickly 
as most of its production was actu- 
ally for the same kind of goods for 
war as in peace. 

Geo. Nolte, John E. Lucas & Co., 
Phila., Pa., told of the progress of 
Kem-Tone, which, he said, was in- 
correctly identified, in some circles, 
as a water paint, when it actually 
had a substantial oil content and 
provides an oil flat finish. He ex- 
plained and demonstrated the new 
Kem-Tone tray which dealers sell 
customers for ten cents and ex- 
pressed the opinion that much more 
of the product could be sold in 
1944 to people doing their own 
painting because of labor short- 
ages. 


J. W. Parshall, Building Supply 
News, Chicago, urged dealers to 
plan to “get by” on the minimum 
available supply of lumber and 
lumber products and to gear them- 
selves to such restriction. Then, he 
said, if they get any further allot- 
ments they will have them as a plus 
in their operations. 

Charles J. Heale, vice-president 
and editor, Harpware AGE, brought 
the Monday session to a close dis- 
cussing the post-war problems and 


-outlook of the hardware trade. He 


said that hardware dealers, now in 
business, had every reason to be 
able to stay in business for the 
duration, but stressed the need of 
preparing to meet old and new com- 
petition when the war is over. He 
predicted smaller margins which he 
said would have to be adjusted by 
more efficient and less costly dis- 
tribution operations. This could only 
come about, he said, by more co- 
ordination between wholesale and 
retail factors. He also urged hard- 
ware men not to be stampeded by 
reports of more civilian goods and 
said not to expect “too much, too 
soon.” He said all business men 
must look at the post-war era in 
two ways: first, from their overall 
obligations as citizens and, second- 
ly, from their obligations and op- 
portunities as present in their own 
businesses. 


Stove Discussion 


Tuesday morning Harvey Wilde, 
sales manager, Quincy Stove Co., 
Quincy, Ill., urged dealers to work 
for larger WPB stove inventory 
allowances and told of the difficul- 
ties which manufacturers and deal- 
ers face under present restrictions. 
He didn’t quarrel with the need of 
rationing, but felt that there is a 
lack of needed flexibility in the 
rules. 

Hugo Weyrauch, vice-president, 
National Mfg. Co., Sterling, II1., 
urged dealers to maintain a strong 
cash position and on a good turn- 
over basis and to watch with greater 
care the trend of inventories, prices, 
etc. He said there is no success 
without the human element entering 
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into the picture and said that there 
was no substitute for hard work. He 
also said that post-war merchandise 
would be much the same immedi- 
ately after the war, but to look for 
new models and new finishes a year 
or two after the peace. 

Wednesday morning R. H. Perry, 
U. S. Department of Commerce 
(Chicago office), told of bulletins 
available for hardware and lumber 
dealers. S. A. Witzel, Professor of 
Agriculture, University of Wiscon- 
sin, Madison, told of the latest de- 
velopments in farm building con- 
struction and needs. W. J. Peter- 
son, secretary, Wisconsin Chamber 
of Commerce, told of state-wide de- 
velopments which affect small busi- 
mess and Paul N. Reynolds, execu- 
tive director, Wisconsin Taxpayers 
League, outlined present and past 
tax trends and the future tax out- 
look. 

At the Monday evening banquet 
Geo. L. Peterson, newspaper col- 
umnist, told of his recent trip along 
the Alaska Military Highway, for- 
merly known as the Alcan Highway, 
and Wisconsin’s U. S. Senator Alex- 
ander Wiley gave a stirring address 
on “World Affairs” and their effect 
on our domestic economy. 

At the Tuesday night banquet, 
President Roy A. Beat, Mt. Horeb, 
Wis., briefly outlined the company’s 
progress and turned the meeting 
over to secretary and general man- 
ager John A. Fitschen whose inter- 
mittent contributions had livened up 
each session of the convention. Mr. 
Fitschen outlined a future program 
for Wisco, predicting a potential 
membership of 700 with a gross 
wholesale sales volume of $25,000,- 
000. He traced the sales volume, 
cash position, combined assets, etc., 
of the company showing great strides 
in recent years as compared to the 
earlier years of the organization’s 
progress. He was followed by Vice- 
President Darwin Follett, Coloma, 
Wis., who said that every successful 
dealer had to have some kind of 
definite tie-up in the future and that 
the days of the lone-wolf retailer 
were over. 


Service Department 
Fills the Gap 
(Continued from page 86) 
isch takes pride in having them 


handy where he can get them 
without waste of time. 


Because the shop services many 
farmers this also results in the 
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sale of many items to the farm 
trade. Filter discs, gas lamp re- 
pairs, dairy barn brushes, milk 
house cleansing agents .ahd the 
like are all in demand. 

In addition to his regular man, 
Mr. Zilisch gets some part time 
help from a brother-in-law who 
has another regular job, but who 
can come in evenings and half 
a day on Saturdays to work in 
the service department. 





“During wartime it sems that 
we have no trouble in getting lots 
of jobs for our service shop,” 
states Mr. Zilisch. .“One farmer 
will tell another about how we 
fixed his washing machine or 
soldered his aging milk cans and 
this in turn will send more farm- 
ers to our shop. When we haven’t 
any too much merchandise to 
sell, this service shop volume is 
very welcome.” 
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In a recent survey among people who 
had used both Weldwood Glue and 
other kinds, 9 out of 10 said they 
prefer Weldwood Plastic Resin Glue! 


Doesn't that clinch it? This modern 
glue has what your customers want — 
tremendous strength, fast setting qual- 
ities and ease of mixing! 


With its hundreds of uses for hobby- 
ists, cabinet-makers and industrial 
concerns, you can’t afford not to stock 
it. 


It comes attractively packed in display 
cartons for counter sales in 10¢, 25¢, 


Weldwood Glue has everything: 


1. Tremendous strength. 

2. Waterproof, bacteria- 
and rot-proof. 

3. Quick and easy to use 
No heating. Mixed just 
by adding tap water. 

4. Economical. 

5. Applied cold. Quick 
setting. 

6. Stain-free. 


“Makes the Glué Line the SAFETY Line” 


WELDWA4UD 





WATERPROOF GLUE 
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50¢, 85¢ (1 Ib.) sizes and also in 


5 Ib. cans. 


Order Weldwood Glue from your 
jobber today. Or send in the coupon 


for complete information. 


New York 18, N. Y. 


Please send literature, prices, dis- 
counts, samples, and information on 
WELDWOOD Glue dealer plan. 


| 
1 Name 


UNITED STATES PLY WOOD CORPORATION 
Weldwood Glue Dept. 57, 55 West 44th St. | 





Address 





My jobber's name is — 




















Minnesota Convention 





R. M. STEVENSON 


President 


NAME & PLACE- Minnesota Re- 
tail Hardware Association, 47th an- 
nual convention and exhibit, Jan. 18- 
20, 1944, at Radisson Hotel, Minne- 
apolis, Minn. 


NEW OFFICERS President, R. 
M. Stevenson, Minneapolis, succeed 
ing C. A. Peick, Slayton. Vice- 
president, Geo. H. Herreid, Deer 
River. Manager-treasurer, C. J. 
Christopher. Minneapolis. Directors 

F. C. Larson, Warren; J. A. 
Moren, St. Paul; L. A. Luedtke, 
Fairmount; P. A. Anderson, Sta- 
ples; A. <. Kasner, Foley; A. J. To- 
tushek, Belle Plaine, and Geo. 
Mueller, Bemidji. Mr. Mueller is 
the new member of the board. all 
others were re-elected. 


RESOLUTIONS Favored: Leg- 
islation protecting small business 
and helping to maintain free enter- 
prise: continuation of Robinson- 
Patman law and related fair trade 
legislation: government economy: 
simplification of income tax; orderly 
distribution of post-war surplus 
goods and passage of Patman Bill 
(HR102) and repeal of state money 
and credits tax. Opposed: Increase 
of Social Security tax. 

ADDRESSES —After the presiden- 
tial message of Mr. Peick, who -re- 
viewed the past year’s progress, 
Manager-treasurer Christopher re- 
ported on finances, membership 
status, etc., and said that although 
inventories were shrunk drastically 
most Minnesota dealers enjoyed 
more business in 1943 than they ex- 
pected; that credits were in good 
condition; obsolete stocks are gone 
and that dealers should start think- 
ing about getting rid of strictly war- 
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time goods and substitute merchan- 
dise in advance of the flow of post- 
war goods, 

Sever Paulson, Hopkins, started 
the post-war panel discussion from 
the dealer’s standpoint, stating that 
the care with which the hardware 
man treats customers now is the big- 
gest factor to protect his post-war 
business. Only one out of five cus- 
tomers can be satisfied with today’s 
inventory, he said, and the way 
dealers handle the other four deter- 
mines their good will status afte: 
the war. He believed that women 
employees in hardware stores have 
improved appearances, brought a 
more orderly, cleaner and _ better 
looking display, particularly for 
housewares. gift items, ete. 





Cc. J. CHRISTOPHER 
Manager-Treasurer 


Harold W. Hirth, vice-president, 
Frankfurth Hardware Co., Mil- 
waukee, Wis., followed Mr. Paul- 
son. His comments, practically in 





GEO. H. HERREID 
Vice-President 





Cc. A. PEICK 
Retiring President 


full, appear elsewhere in this issue- 
He was followed by Hobart M. 
Thomas of N.R.H.A., who said Dun 
& Bradstreet report 1943 as lowest 
retail failure year for 49 years. He 
expressed disagreement with WPB 
Administrator Donald Nelson’s view 
on availability of civilian goods and 
felt that more of such goods might 
be available sooner than is now ap- 
parent in order to stop unemploy- 
ment; empty plants, etc. He also 
brought out the fact that this is a 
presidential election year and that 
with labor very much in the saddle 
some urge from that quarter might 
prove helpful. He said the darkest 
cloud, for retailers, is the surplus 
goods outlook and told of the 
American Retail Federation’s cam- 
paign for more orderly and equita- 
ble handling of this problem. For 
the post-war he urged cutting of 
costs, more sales promotion and the 
careful watching of victory model 
inventories, 

J. H. Rasmussen, commercial 
manager, The Crosley Corp., Cincin- 
nati, Ohio, urged hardware dealers 
to start identifying their stores as 
radio and appliance stores now—in 
preparation for the time when these 
products are available. He _ pre- 
dicted several new and very active 
appliance items, notably frozen food 
cabinets. room coolers, electric gar- 
bage disposal units, etc. He stressed 
the need of. making major appli- 
ances and radio a major effort with 
special attention, and said the re- 
turns from such special efforts are 
well worth while. 

Other speakers, from outside the 
hardware industry, were John W. 
Brandt, Land O’Lakes Creamery, 
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Minneapolis, on “Agriculture’s Place 
in Post-War Planning”; Paul W. 
McCracken, Federal Reserve Bank, 
Minneapolis. on “Post-War Business 
Prospects”; Merrill Hutchison, Me- 
Cann-Erickson Advertising Agency, 
Minneapolis, and Senator Joseph H. 
Ball. 


Washington News Reel 


(Continued from page 93) 


effective date of the order, dealers and 
manufacturers should be able to clear 
up their stocks of war models. 

The proposed amendment to the order 
would also remove restrictions on the 
production of accessories which would 
permit production of thermostatic oven 
controls. These controls conserve a 
great deal of fuel as well as a great 
deal of food. 

A shortage of alkyd resins may cause 
a temporary delay in this program. This 
substance is the principal ingredient of 


synthetic enamel and is used by some | 
manufacturers as finish for stoves and | 


ranges. About 90 per cent of these 
resins is being taken for direct military 
use. However, possible substitute fin- 
ishes are being worked on. The supply 
of valves for these ranges is believed 
adequate. 

WPB has also predicted that if the 
landing craft program is under control 
by the second quarter of this year some 
sheet steel might become available for 
all types of stoves and ranges. 


x & ® 
IF THE RECOMMENDATIONS 


of the three-man task group of the 
Hardware Industry Advisory Committee 
are accepted the hardware retailer can 
look forward to several innovations in 


hardware packaging. The task group’s | 
study was prompted by the urgent need | 


for conserving paper, paperboard, 
hoxes and cartons. 

The chief recommendations, _ pre- 
sented at the last meeting of the full 
committee in Washington, are: idle or 


excessive stocks paper and paperboard | 


should be liquidated or sold: cartons 
should be reused and customers should 
he asked to reuse cartons; damaged 
cartons should be repaired; waste 
paper, which is generally burned, should 
he sorted, baled and sold to paper 


dealers. The task group also suggested | 


the elimination of partitions separating 
boxes into two compartments; the 
shortening and simplification of instruc- 
tion sheets for mounting hardware; 
and the elimination of display boxes, 
since sales promotion is not needed 
now. 

One member stated that on the basis 
of 1941 output the elimination of in- 
dividual boxes for padlocks and cabinet 
locks would save 45 tons of paper a 
year and that for many other items 
the number of pieces packed in one 
box could be increased. 
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TARPAULINS 
Ly, Covers, 
Machinery Covers 


in the Field 


“ yt 
Wey 
RSS 


It will be a ‘as — before farmers can replace barns and stor- 
age buildings. In the meantime they need to protect their crops 
from weather and dirt. Harvested feed grasses, such as alfalfa, 
clover, hay, etc., deteriorate when left to the mercy of rain and 
snow. Farmers should protect their crops and farm machinery 
stored on the outside with Fultex Waterproofed Tarpaulins. 

Fulton Bag & Cotton Mills, established in 1870, also manufacture back 
bands, cotton twine, tarpaulins, truck covers, tents and other canvas items. 


WRITE ‘DEPT. H A‘ FOR INTERESTING DEALER PROPOSITION 


FULTON BAG & COTTON MILLS 


Manufacturers since 1870 


Atlanta St. Louis Dallas 
Minneapolis New York New Orleans Kansas City, Kan. 
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TOP CROSS SECTION ) 
not—hardware must operate smoothly 


haa | aon 
and quietly like the patented Ame- — . — 


Whether homes change radically or P 


bo L 
of 7 wie A | ¢ -~~100R_—~ 
rock winged latch-bolt catch at Oe AA + 
right. Extra-long throw of sliding —s m 
bolt moving parallel with door as- sunt Re 


sures perfect operation regardless of 








@ PATENT No. 2,233,278 





ordinary swelling or shrinkage of 
door. Built for lifetime service. Ask Your Jobber! When new home building 


i ‘ a resumes and new hardware is available, your 
it requires no lubrication, yet oper- Amerock jobber will offer you only dependable, 





ates easily and quietly fast-selling merchandise because 
F Ps ie he is interested in serving you 
Another Amerock “first”! GENUINE for many yéars to come. 


AMERICAN CABINET HARDWARE 


ROCKFORD, ILLINOIS 
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And Still Available for Hardware Distribution 


Model Airplane Kit 

First of a series of solid scale kits is 
the Boeing B-17E, U. S. Army Bomber. 
Kit contains fully shaped wood parts, 
sandpaper, cement, filler, printed trim 





and insignia and is complete with de- 
tailed step-by-step photographically 
illustrated instructions, and assembly 
drawings explaining exact procedure to 
be followed. According to the maker 
the model is based on official U. S. 
Navy Bureau of Aeronautics scale de- 
sign. Testor Chemical Co., Rockford, 
Il. 





Carbon Dioxide 
Extinguisher Book 


Entitled, “Recharging Instruction for 
Carbon Dioxide Extinguishers,” this 
booklet is illustrated with detail draw- 
ings of the equipment required for re- 
charging and the procedure to be fol- 
lowed in recharging both system 
cylinders and portable extinguishers 
made by the C-O-Two Co. Made avail- 
able to the company’s field service 
agents and recharging stations, C-O- 
Two Fire Equipment Co., Newark 1, 
eS 


Disney Paint Set 


Paint and crayon set with Donald 
Duck, Minnie and Mickey Mouse, 
Dumbo, and many other Disney charac- 
ters. Included in the set is a large 
artists’ pallette with 16 vivid colors, 
blackboard and chalk, eight wax 
<rayons, and many sheets of action 
pictures to paint all of which feature 
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the Disney gang and other activities. 
Also contains five Disney “stand-ups” 
to be colored and used as decorations 
in a child’s room, and extra large pic- 
ture of the whole Disney family, a paint 
brush, and mixing cups. Box top of 
this Bild-A-Set, has a bright crimson 
background, a large head of Donald 
himself, and all the ther Disney 
characters in full color. D. A. Pachter 
Co., Merchandise Mart, Chicago 54, 
Il. 


New American 
Stove Model 


New range, 7701-30, has most of the 
Magic Chef pre-war features built into 
it, including the red wheel regulator, 
automate top lighter, 16 in. oven, full 
insulation, 3-in-1 Magic Chef top bur- 
ners, and porcelain enamel finish. 
Manufacture of the range is permitted 
by the OPA. While the stove may ap- 
pear small, it has the standard size 
oven, broiler and cooking top facilities 
the maker states. American Stove Co., 


Cleveland, Ohio. + 





Extension Ladder 


Made in sections 20 to 24 ft. in length 
with the bottom sections reinforced 
with extra rails running through the 
center. Master Brand ladders are 
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backed by the company with an insur- 
ance policy protecting each dealer 
against defective or faulty performance. 
Total length is 100 ft. Woodenware 
Products Corp., St. Louis, Mo. 





Norton Lasier 
Booklet 


Entitled, “From Scratch,” this book- 
let shows the type of planes which are 
used in the different theaters of war. 
With the colorful illustration of all 
planes mentioned are included letters 
from their manufacturers commend- 
ing the Norton Lasier Co., 466 West 
Superior St., Chicago, 10, Ill., for its 
production record. In peace time this 
company manufactures door closers, 
however, now it makes hydraulic and 
fuel line fittings for these planes. A 
chart is shown comparing production, 
labor costs, prices, and profits. Copies 
may be had upon request. 
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Boice-Crane Lathe 


Has deep gap bed, 60 in. center 11 
in. swing over bed, and 17 by 3 in. 
over gap. Maker states there is enough 
distance between centers to turn a full 





length lamp pedestal. Extra heavy cast 
iron head base and tailstock are pro- 
vided. Has improved indexing device 
which is said to permit easy layout of 
circular work into any number of equal 
divisions. Tailstock spindle is cali- 
brated for boring operations of accurate 
depth. All boring, reaming and milling 
operations are performed in a master 
jig. Live spindle has hole clear through, 
for chucking long rods or dowels. Both 
spindles have No. 2 Morse taper sockets, 
and tailstock has a self-ejecting center 
feature. Maker states that the lathe is 
quiet, smooth running, and vibration- 
less. Boice-Crane Co., 990 Central 
Ave., Toledo, Ohio. 


Wooden 
Speed Clamp 


Empire Speed Clamp made entirely 
of maple wood, uses a single action 
leverage principle of operation. Parts 
to be clamped are merely inserted be- 
tween the “jaws,” the sliding arm 
moved up into position, and the hinged 





lever flipped down. Said to leave no 
marks. Has capacity of from % to ll 
in. Weighs 12 ounces, dimensions, over- 
all: 8 by 12 by % in. Empire Level 
Mfg. Co., Milwaukee, Wis. 
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Recognized QUALITY 


National ADVERTISING 


Generous PROFITS 


AT YOUR JOBBERS—NOW! 


HILL-SHAW CO., CHICAGO, ILL. 















































THE amount of material availa- 
ble for the manufacture of Dazey 
Churns is enough to fill only a 
small part of the demand for this 
popular product. But we are tak- 
ing care of the largest possible 
number of customers by confin- 
ing production to the one- and 
two-gallon sizes. 


We know that Dazey Jobbers and 


DAZEY CHURN 


ST. LOUIS 












Dealers, anxious to aid the war 
effort, will do their best to see 
that Dazey Churns are distributed 
where they will be most effective 
in satisfying the appetites ‘of 
butter-loving Americans. 


and MFG. CO. 


MISSOURI 
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Gas Healers 
FOR LASTING QUALITY 


Post-war research data reveals that the greater 
port of war savings and “pent-up” buying 
power will be used for building new homes 
and purchasing new household equipment. 


This evidence points to a huge market for 
America's most popular gas heaters—Temco 
and Circu-Ray. 


Compore these outstanding features and plan 
now for satisfied customers and ‘'repeat'’ busi- 
ness by selling Temco or Circu-Ray Gas 
Heaters: 


* A size and model for every heating require. 
ment. 12,000 to 90,000 B.T.U.—vented or 
unvented models. 

Beautifully designed cabinets finished i 
porcelain enamel, “the lifetime finish.” 
Scientific construction by experienced crafts- 
men assures the maximum in operating ef- 
ficiency and economy. 

Automatic controls provide a constant, 
healthful temperature at all times. Aveail- 
able as optional equipment on all models. 
A.G.A. approval—your customers will recog- 
nize the seal of the American Gas Associa- 
tion Laboratories as the symbol of efficiency 
and high standards of safety. 


Tennessee Enamel Mfg. Co. 
Nashville 9, Tennessee 


; @ 
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Myers’ Calendar 
Poster 


The entire wartime line of the com- 
pany is shown on the back of the 
calendar. Head-piece represents a 
modern treatment of Myers trademark. 
Products are presented in an orderly 
manner. Poster is published in two 
editions, one covering the line of 
pumps, water systems, hand and power 






















Dake of your fal fo the 
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MYERS PUMPS | 
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sprayers, and hay unloading tools. The 
other edition covers pumping equip- 


ment only. F. E. Myers & Bro. Co., 
Ashland, Ohio. 


Moth-Gas : 
Vaporizer 


This product which was formerly 
packaged in tin lithographed containers 
with a wire hook for hanging now is 
packaged in a paper substitute with a 
press board cut-out hook for hanging. 
The Lewy Chemical Co., 707-709 Broad- 
way, New York City. 
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Tomovzows PRODUCT 
FOR Todays Wise... 


COLLINS VISIBLE 


The Glass Mail Box... 


Multiplies Its Own Saie: 
Every Home a Prospect 
The All-Glass Mail Box 


Absolutely No Metal or 
Wi Parts 











Because of demands of Wy 
Housing Projects, we canne 
always fill orders immed 
ately. War orders must haw 
priority, but the regu 
trade gets quickest possibe 
attention THE COLLIN 
VISIBLE creates quick sale 
repeat orders and year -rou 
market for a handsome, us 
ful, non-competitive Hous 
hold Necessity 





FEATURES 


@ Contents Always Visibk 
@ Heavy Crystal Class Bod 


@ Saves Time, Unnecessary 
Trips and Exposure in 


Bad Weather in Attractive Stippled 
@ Will Never Tarnish, Split, Design 
Warp, Rust or Swell @ Large Capacity 


A POPULAR SALES LEADER 


Dealers everywhere report increased sales 
Stock and display now. 


ORDER THROUGH YOUR JOBBER TODAY 


GEO. F. COLLINS & CO. 


SAPULPA, OKLAHOMA 








WHY MAKE IT 
THE HARD WAY? 


Time and material 
are precious! 


Many a job now milled out of a 
solid block of metal could be 
made faster out of wire, and the 
waste would be nil! Where you 
have leeway in your specifica- 
tions, we'll gladly give you the 
benefit of our long experience in 
making wire forms re a wide 
range of applications. 


M. S. Brooks & Sons, Chester, Conn. 


Since 1848 


“‘BROGKS HOOKS 
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O-Cedar Hand Guard 


Designed for men and women for 
factory, farm, or home use, this hand 
guard helps keep grime and grease 
from penetrating the skin. Also said 





to offer protection against paint, oils, 
inks, surface where they can’t touch the 
skin. Maker states that one application 
will afford protection for three to four 
hours of steady exposure to all types of 
grime and grease. Applied before 
work, it will rinse off in plain water. 
Packaged in 12 ounce jars with special 
display material available. O-Cedar 
Corp., 2246 West 49th St., Chicago, Il. 





Decalcomania 
Check-Chart 


Designed to show how to select and 
specify the right Decalcomania name- 
plate for 16 different types of surfaces. 
Published in file folder form to hold 
subsequent data sheets to be distributed 
periodically. Also contains check-list 
of 25 wartime uses for Meyercord De- 
calcomania used on 34 different types 
of combat equipment. Chart illustrates 
actual Decal nameplates and describes 
application methods, types and_ uses, 
as well as special features such as re- 
tention and shut-off fluorescent, non- 
specular, mar-proof and_ elasticized 
Decals. The Meyercord Co., Chicago, 
Til. 


New Type Solder 


Fluxed wire solder which contains 
flux in longitudinal grooves on the sur- 
face. As the flux in Fluxrite is outside, 
it liquefies and flows onto the work be- 
fore the solder melts. Maker states that 
this solder has an unbroken flow of flux. 
The flux supply is always visible to the 
user and can be checked quickly, ac- 





cording to the maker. Available in two | 


compositions designated as red stripe 
and green stripe, which refers to the 
color of the flux. 


Room 1815, 111 Broadway, New York 
City 6, 
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National Lead Co., | 


7 WHY 


A MAGOR 


at the cutting edge.” 
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agor Hand Shovels are manu- 
factured from the highest quality steel to 
insure that extra toughness needed in to- 
day’s wartime jobs — specially heat treated 
to impart superior strength and flexibility 
in the blade and shank — normalized to 
produce a blade that will not split or turn 












MORE BONDS 
FOR MORE BOMBERS 






























BIG 
PROFITS 


SYNTHETIC 
FISHING LEADER 


Knotless Leaders in Coils 
FULL STRENGTH — WET or DRY 


AUG * 19 AlISWE SILL 
REQUIRES NO SOAKING 


Length 


SYNTHETIC 
PICTURE WIRE 


ideal for Every Home 





ALMOST INVISIBLE 


STIVS YVW LON THA 


COWARDS MFG, CO, 
2218S MICHIGAN AVL 
cn 

























y Wet or dry, this plastic fishing leader has 
full strength and ties evenly. It 
requires no soaking. 


Replenish your picture wire stock with thi. 
new plastic item—it will not rust and will 
not mar walls. Almost invisible! 


if Your Jobber Cannot Supply You, Write to 


| 
EDWARDS MFG. CO.” ciicaco is, mL. 
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AVAILABLE! 





Yes! We are able to fill your 
order for original Minute 
Mops with the famous cellu- 
lose sponge head that ab- 
sorbs 20 times its own 
weight in water and gives 
such marvelous service. It’s 
priced to sell at $1.59—and 
how it sells! With women 
more and more forced to do 
their own work, the Minute 
Mop and Drainer is one of 
the hottest promotions you 
can possibly put into your 
housewares department, so 
put it in—starting NOW! 
Wire or ‘phone your order 
TODAY. 


MINUTE MOP (0. 


i3 &.23 rd. St. 
CHICAGO 1/6 ILL. 
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Oklahoma Convention 


NAME & PLACE — Oklahoma 
Hardware and Implement Dealers 
Association, 4lst annual convention, 
Jan. 20-21, 1944, at the Skirvin 
Hotel, Oklahoma City, Okla. 





Cc. A. FAHNESTOCE 
Retiring President 


NEW OFFICERS —President R. 
R. Smith, Wakita, succeeding C. A. 
Fahnestock, Okmulgee; first vice- 
president, C. S. Springer, McAles- 
ter; second vice-president, Matt 
Culp, Duncan; secretary-treasurer, 
C. F. Nelson, Oklahoma City. Direc- 
tors, C. A. Fahnestock, Okmulgee; 
C. S. Springer, McAlester; Stewart 
Martin, Okmulgee; Matt Culp, Dun- 
can; G. G. Pinkerton, Bartlesville; 
J. A. Wheatley, Yukon; J. Dewey 
Clemens, Ardmore; E. R. Bauman, 
Elgin, and C. L. Murphy, Stillwater. 


RESOLUTIONS—Opposed any 
increase in the postal rates. Sup- 
ported the report and recommenda- 
tion of post-war planning committee 
of NRFEA and urged adherence to 
“Standards of Practice” in their pro- 
gram for farm equipment dealers. 
Urged enactment of a more realistic 
tax law and tax return. Recom- 
mended orderly disposal of surplus 
government stock. 


C. <A. Fahnestock, Okmulgee, 
president of the association, opened 
the convention. 


ADDRESSES —. F. Nelson, sec- 
retary - treasurer, summarized the 
convention theme as “shortage of 
goods and also primary impor- 
tance of disposal of surplus mate- 
rials that the government now has. 
Billions of dollars’ worth of mate- 
rials will be distributed and we want 
them distributed through regular 


channels instead of through syndi- 
cates, etc., we want regulated price 
control.” 

At the Friday noon luncheon, 
compliments of the Manufacturers 
and Wholesalers division of the 
Oklahoma City Chamber of Com- 
merce, Jeff Williams, Chickasha, 
Okla., attorney, gave an inspiring 
and patriotic address; and Frank 
Streetman, known as the Mayor of 
Sasakwa (an Indian town in Okla- 
homa), brought good humor to the 
convention with his witty remarks 
on politics and business. Mr. Street- 
man is with the Oklahoma State 
Board of Affairs, at the Capitol. 

A. A. Stone, Washington, chief of 
the farm machinery and tractor sec- 
tion of OPA, and author of various 
text books and bulletins on farm 
machinery and tractors, led a dis- 
cussion of farm machinery for food 
production. 

Chester E. Young, Fairview, spoke 
on “Your Association” and the 
“Wholesaler Looks Ahead.” Rivers 
Peterson, managing director NRHA. 
used the subject, “Facing the Fu- 
ture.” R. S. Williams, supervisor of 
sales for International Harvester 
Co., Chicago, discussed the indus- 
try’s outlook for 1944. D. D. Fox, 
manager of Federated Hardware 
Mutuals, Dallas, spoke on “Safe- 
Guarding your Business.” 

P. M. Mulliken, executive secre- 
tary of the National Retail Farm. 
Equipment Association of St. Louis, 
Mo., said there is a possibility that 
research and new developments dur- 
ing the war may revolutionize the 
hardware industry. He predicted! 
the low point in farm equipment 
would be the calendar year of 1943. 
“The future of the industry will de- 





C. F. NELSON 
Secretary-Treasurer 
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NEW CUSTOMERS. 
FOR YOU! 












SELL 


HOUSEHOLDERS! 
HOBBYISTS! 
-.. AS WELL AS 
WAR WORKERS! 



















49°. 


NO PRIORITY 
NECESSARY ‘ 


Fuller Mallets have won the en- 
thusiastic approval of war workers. 
This number is now available for 
your general trade. Ideal for 
valves, ignition, fenders, bronze, 
plastics, lead, copper, furniture, 
wood work, sheet metal. Mar- 
proof, amber head, genuine hick- 
ory handles. 


6 to a Box with Sell-On-Sight 
Display Card for 2 Mallets 


Order from Your Jobber Today 


JOBBERS: Write for Salesmen's 
Catalog Pages 


FULLER TOOL CO. 


Makers of Fuller's Unbreakable Amber 
Handle Screw Drivers and Wood Chisels 


207 W. 25th St. New York 1, N. Y. 
ee 
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pend on economic development of 
agriculture,” he said, adding that 
much of the individual’s success will 
depend on “opportunity, competition 
and ability.” 

W. L. Stout, True-Test Market- 
ing, of Chicago, IIl., spoke on “Look- 
ing Around the Corner,” with war 
distribution problems. “Distribu- 
tion costs must come down, more or 
less from reaction, as production 
costs have come down. Syndicate 
merchandise has reduced production 
costs and some of our lowest cost 
distribution systems were indepen- 
dent. The independent dealer and 
distributor have the power to re- 
duce at this point, as much as any- 
one, if they will do it. It is pretty 
much up to the dealer, who had bet- 
ter do it after the war, if he is 
going to be in the parade!” 

Clifton Rodes, director of sales 
for the Belknap Hardware & Mfg. 
Co., Louisville, Ky., emphasized the 
necessity of the independent hard- 
ware dealer carrying a complete 
stock. Next to a full stock, in im- 
portance, is the merchant’s own per- 
sonal efforts, training his sales 
people, organizing his sales promo- 
tion campaigns, getting new cus- 
tomers into the store by personal in- 
vitation, the proper handling of per- 
sonnel in maintaining morale among 
his sales force. 

Mr. Rodes predicted that the low 
point in hardware supplies wilil 
probably be between July, 1943, and 
July, 1944, with merchandise begin- 
ning as a trickle, from factories, and 
becoming a good-sized stream by 
the end of the year. The amount of 
goods a jobber will be able to ehip 
will depend upon his own physical 
ability to handle merchandise. Re- 
tailer and jobber are carrying on 
against great odds and considezing 
that there has been scant basis for 
charge of profiteering on either job- 
ber’s or retailer’s part. 

“There is no hope for the satisfied 
man, but on the other hand, there 
is no chance for the man who does 
useless worrying,” he said. “Keep 
thinking and keep working and we 
will be able to meet our post-war 
competition although doubtlessly, 
independent retailers and jobbers 
are going to have more severe com- 
petition after the war, but as the 
syndicates do research and get 
smart, we will come right along 
with them! Jobbers are, in many 
instances, going on a 48-hour week. 
That is certainly the case of one 
organization. The president and all 
the other employees are working in 
the warehouse, including the women, 
putting our shoulders to the wheel.” 
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a For inside 
measurements 
You take your &% 


read bere. 
reading directly 
from the rule GB 


when you use a YJ 
MASTER “Inter- eA 
lox”. You waste no 
time in adding or sub- 
tracting. There’s no 

awkward folding or un- 
folding. Each segment 

slides out like a telescope, %) 
and locks into place, holding |*\ 
the reading indefinitely. Bold, ‘ 
clear numerals make easy, accu- 
rate reading. 

The “Interlox” is made from 
the finest straight grain white 
maple, and finished with hard 
friction-proof lacquer of light 


boxwood color. Joints and clips 
are of solid brass. 



































Ask your jobber fo show you 
the MASTER “Interlox” today. 


Use the coupon to order your free sup- 
ply of the new 16 page pocket sized 
manual “Rules For Measurement”. 
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TAPE RULES 
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MASTER RULE MFG. CO., INC. 
815 E. 136th St., N.Y.C., Dept. A-2 
Branch: 541 S. Spring St., Los Angeles, Calif. 


Please send me, without charge, ‘‘Rules for 
Measurement"’ 
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that works 
for your 
success... 


Again this year 
Prime’s big, steady 
farm paper adver- 
tising campaign is 
building business 
and leadership for 
the Piime dealer 
— working for 
your success in 
1944 and the years 
to come. 
Twenty-five 
papers from coast 
to coast tell the 
story of Prime’s 
quality, safety, and 
dependability, 
backed by ten 
years of success on 
thousands of farms. 


Put this adver- 
tising to work for 
you. Ask your 
jobber why it pays 
to “depend on 
Prime.” 

















Prime High-line 
Model 48-V, ap- 
proved for safety 
by Underwriters’ 
Laboratories. 















The Prime 
Mfg. Co. 


Milwaukee, Wis. 
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Convention 





INDIANA OFFICERS—Left to right: Roy H. Hunter, Versailles, 


retiring president; Charles 


NAME & PLACE — The Indiana 
Retail Hardware Association, Inc., 
held its 45th annual convention Jan. 
25-26, 1944, at the Hotel Lincoln, 
Indianapolis, Ind. 


NEW OFFICERS President 
Charles W. Link of Rockport, suc- 
ceeding Roy H. Hunter of Versail- 
les; vice-president, Elmer A. Hum- 
mer of Lakeville; executive secre- 
tary, G. F. Sheely of Indianapolis. 
Directors: Homer J. Klopfenstein, 
Portland; Daral Parsons, Muncie, 
and Robert Everett, Crown Point. 
Advisory Board: Roy H. Hunter, 
Versailles, and Jesse FE. McCoy, 
Cloverdale. 


RESOLUTIONS’ — Urged the 


enactment of legislation to provide 


for an orderly disposal of surplus 
government goods. 


| ADDRESSES — Emphasis was 
placed during the convention on 





post-war planning for the Indiana 
merchant. 

Following a luncheon at noon 
Tuesday, Jan. 25, which opened the 
convention program, President Roy 
H. Hunter, of Versailles, gave the 
annual president’s message. He 
asked, “Have war conditions changed 
your customers?” and advised the 
dealer to know his customer as well 
as the potential customer who passes 
his door. “Now is the time to build 
good will,” he said. “It is the thing 
which unlocks the door that other- 
wise would be closed. The customer 
is the purpose of your work and he 
who gives the best service, does the 


W. Link, Rockport, president: 
G. F. Sheely. Indianapolis, executive secretary. 








most business. Don’t worry about 
what you can’t get, but sell what 
you have.” 

Rivers Peterson, managing direc- 
tor NRHA, spoke on “Facing the 
Future.” He said that everybody 
hasn’t been able to get what they 
wanted in the post, but what of it? 
Inconveniences must be endured and 
the important thing is to keep the 
supply line going to the armed 
forces. 

Carl A. Miller, Kendallville, Ind.. 
past president, member of the na- 
tional board of governors and a 
member of the post-war planning 
committee talked on, “A Hardware 
Retailer Plans Ahead.” He recom- 
mended a complete “remodeling of 
both places and methods of doing 
business. Start with the store front,” 
he suggested, “change store  fix- 
tures,” and give better display. He 
advised a course in sales training for 
personnel, and the installation of a 
new and simpler accounting system. 

Following a banquet Tuesday eve- 
ning, Carl Taylor; Milwaukee, Wis., 
discussed, “America Tomorrow.” 

On Wednesday morning’s program 
were George H. Smith, general sales 
manager, Edison General Electric 
Appliance Company, Chicago, IIl., 
who spoke on “The Future of the 
Appliance Retailer,” and Don H. 
Malcom, manager, Agricultural 
Markets Department, The American 
Rolling Mill Company, Middletown, 
Ohio, were discussed, “Prepare for 
Peacetime Business.” 

After the Wednesday luncheon 
the members heard a talk on “Hard- 
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* For new construction or 
maintenance work, UTICA 
Pliers and Adjustable 
renches provide the de- 
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| in Washington. He called for a re- 





-pendability of high quality 








ware Merchandise Outlook in 1944,” 
by Luther R. Stein, vice-president of 
the Belknap Hardware & Manufac- 
turing Co., Louisville, Ky., and R. 
Worth Shumaker, assistant director, 
National Americanism Commission 
of The American Legion, Indian- 
apolis. 

An open discussion with questions 
and answers followed the various 
addresses during the convention. 

Marking the 25th year Mr. Sheely 
has served as executive secretary of 
the Indiana Retail Hardware Asso- 
ciation, he and Mrs. Sheely were pre- 
sented with a silver service, desk 
and chair at the banquet. 


Texas 
Convention 


NAME & PLACE — Texas Hard- 


ware and Implement Association, 
annual convention and exhibit, Jan. 
11-13, 1944, at Dallas, Texas. 


NEW OFFICERS — President H. 
R. Turner, Navasota, succeeding J. 
D. House, Jr., Paris; Claud Rogers, 
Frisco, first vice-president; Henry 
Rush, Marlin, second vice-president; 
Hugo Swan, manager-counsel. 


ADDRESSES — Two addresses 


which claimed closest attention were 
those by Walter W. Rector, vice- 
president of the American Fork & 
Hoe Co., Cleveland, and Oscar J. 
Koepke, president Texas Wholesale 
Hardware Association, Corpus Chris- 
ti. Mr. Rector outlined the place 
and function of private enterprise in 
the American system of economy 
and the interferences therewith by 
the multiple bureaus now established 


lease of business from stifling rules, 
regulations, and supervision. 

Mr. Koepke stressed the need for 
close cooperation between the retail- 
ers and their suppliers, pledging 
that the wholesalers would do their 
part to furnish all available goods 
as of now and as new availabilities 
come along as reconversion of plants 


may occur. 


One other address which struck a 
new note was delivered by Frank C. 
Smith, president, Houston Natural 
Gas Corp., Houston. This is one 
utility company that does not engage 
directly in the sale of appliances. It 
has a sales department, but it makes 
the sale for the dealer. Any dealer 
may have samples on display at the 
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Good Tools Are Weapons 
Use Them—Don't Abuse Them 








utility’s sales room, and any orders 
received are turned over to the | 
dealer. 


















> SKILLMAN 


Monufacturers 


% 9) BUILDERS HARDWARE 


Locksets 
Cast Shelf Hardware 
A Dependable Product 
PROMPT SHIPMENTS 
SKILLMAN HARDWARE 
MFG. CO. 
Trenton 4, N. J., U.S.A. 


a) KEY BLANKS 


from 
“America’s Largest Exclusive 
Locksmith Supply” 


In —_ use any stand- 
ard manufacturer’s number. 
If the origina] blank is not 
available, we will endeavor 
to ship the proper substi- 
tute. 


WHITLOCK SUPPLY CO. 
17 Warren Street, New York 7, N. Y. 


,UARANTEE 
FORGED TOOLS 


SCREW DRIVER SCREW DRIVER BITS | 


op die) ie tele) Mige) |) 7.1, bi 


G. G. CAMPBELL, Pres 
1633 N. 2nd Street Philade!phia, Pa. 
































SS = 
Ee ~ NU-WAY 
rh; toe WF Calf & Cow 
| WEANER 


SELLS ON SIGHT 





PATENTED 
BECAUSE THE PRINCIPLE IS peene 
Thousands of satisfied users from const 
Jabs the Animal Weans Them ~~ ™ 
the Sucking Iiumane Way 
— An liem That Ty — 
SEE YOUR JOB 


AUSTIN MFG. CO., ROUND “GROVE, ILL. 
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ESTABLISHED 1888 
mw Priority required. Consult your jobber 


. HANSON SCALE CO., Chicago 











You'll find REAL 


Sales Representatives ad- 
vertising in the Sales Ac- 
counts Wanted Columns 
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TEXAS OFFICERS—Left to right: Harvey Turner, president; Claud Rogers, 
first vice-president, and Henry Rush, second vice-president. Extreme right. 
J. D. House, Jr., Paris, retiring president. 


Among the exhibits most popular 
was a repair shop, showing ways and 
means to offset short stocks and main- 
tain income through repairs of several 
varieties, including machinery for key 
fittings, lawnmover sharpening, knife 
sharpening, rehandling of tools, re- 
pairs to radios, appliances, bicycles, 


tennis rackets, etc. Actual work was 
done as a demonstration of methods 
and practices, and showing the suc- 
cess that could be obtained. This 
feature was under the auspices of 
the implement jobbers, members of 
the Dallas Hardware and Implement 
Club. 





North Coast Convention 


NAME & PLACE—North Coast 
Retail Hardware Association Con- 
vention, Jan. 23-24, 1944, at Mult- 
nomah Hotel, Portland, Ore. 





NEW OFFICERS—President, E. 
R. Whitmore, Buckley, Wash., suc- 
ceeding Hiram R. Groves, Lebanon, 
Ore.; vice-president, Roscoe Hazer, 


NORTH COAST OFFICERS—Left to right. front row: Hiram Groves, Lebanon, 

Ore., retiring president: Don D. Stewart, Seattle. Wash., secretary-treasurer. 

Rear row: E. R. Whitmore, Buckley, Wash., president: Roscoe Hazer, North 
Bend, Ore., vice-president. 
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EMBURY MFG. CO. 
WARSAW, Kt. Y. 
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North Bend, Ore.; vice-president, 
L. E. Gruver, Sedro Wooley, Wash.; 
secretary, D. D. Stewart, Seattle, re- 
elected. Directors (two . years): 
Ruel D. West, Portland; Ronald 
Hubbard, Medford; Frank Taylor, 
Reedsport; Harold Enger, Tacoma, 
Wash.; A. W. Weber, Seattle, 
Wash.; Fred H. DeVore, Ferndale, 
Wash. 


ADDRESSES — Secretary D. D. 
Stewart, in annual report, advised 
that the “Road Ahead” looked much 
brighter, advising association had 
closed a successful year. 

President Hiram R. Groves, Leba- 
non, Ore., held a cheerful outlook 
for members when the war has 
ended and building begins. 

“The Field of Appliances Border- 
ing the Road Ahead,” subject of 
A. L. Shellworth, manager Sunset 
Electric Company, Portland. He held 
it necessary that association dealer 
members and wholesalers of indus- 
try carry our future heavy loads or 
else government will do it for them. 
He advised that utility companies 
expected to dispense with appli- 
ances, and devote more effort to sale 
of kilowatts. This means more sales 
of electrical appliances by hardware 
dealers, provided they do a good 
job. 

Jos. B. Channing, managing sec- 
retary of the Pacific Northwest 
Hardware and Implement Associa- 
tion, Spokane, warned of increased 
competition for dealers following 
end of war, with increased farm 
stores chains, even wholesale dry- 
goods houses and national tire firms. 
He suggested that more dealers add 
implements and declared lack of 
manpower the real problem now. 


“The Road Ahead as Seen by 
Small Town Dealer” was the sub- 
ject discussed by Fred DeVore, 
Ferndale, Wash., who said, in part, 
“We must get rid of the ‘barnacles.’ 
Analyze your customers, and sur- 
vey your territory. Carefully select 
merchandise. Watch for plenty of 
competition in coming months, and 
do not get scared of ‘chains.’ Re- 
member they are not our lines un- 
less we keep them.” 

Henry Peterson, Seattle, former 
president of the association spoke 
on “The Road Ahead as Seen by 
the City Dealer.” “It will be a 
bumpy road, but we'll like it, and 
make the grade,” he said. “Nine- 
teen forty-four will see a number of 
‘victory’ items go. Rehabilitate your 
stocks, watch your personnel, watch 
the shift of population. Owners now 
should turn on the courtesy person- 
ally for customers.” 












DETACHABLE BLADE 


K NIVES.. for HOBBYISTS 


& EVERY ART & 
CRAFT! 


No other item you've ever handieg 
returns you so much sound, steady 

profit, or your customer such com- 

plete satisfaction . . . and that’s why coa- 

stant repeats make your profits swell. Here's 

healthy prosperity just waiting to be asked 
.. GRAB IT! 


Address inquiries to Alfred Field & Co., 
sole distributors in Hardware Field, 93 
Chambers Street, N 






Get our deal for 
this beautiful 
silent salesman. 


Let Sharp-Edged Advertising Help 


A national ‘‘big push’’ in publications reaching the 
very people who buy from you . . . plus strong, 
compelling “Dealer Helps’’ and this handseme 
time-proved display cabinet containing ample stock 
. . these together make X-acto Kaives with 8 
interchangeable blade types PROFITABLE. Get 
all the facts today. 
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PRODUCES PERFECT COTTER PINS 


Solo Cotter Pins meet the exact engineer- 
ing specifications of all Army, Navy and 
Air Force requirements. Their excellent 
performance is certain, because they are 
triple gauged and rigidly inspected for 
quality and uniformity. Available from 
1/32” x %” to %” x 4” including all 
intermediate sizes. Standard, special or 
export packing to Army and Navy or your 
individual requirements. 


ORDER SOLO COTTER PINS 
FROM YOUR JOBBER TODAY! 


SOLO PRODUCTS CORPORATION 


395 Fourth Avenue, New York 16, N. Y. 
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Used in Oven 


for individual custards 


Refrigerator 


Each Mold 


Kentucky Convention 


NAME & PLACE Kentucky 
Hardware and Implement Associa- 
tion annual convention, Jan. 26-27, 


Kentucky Hotel, Louisville, Ky. 


NEW OFFICERS President Roy 
Wessel, Shively, Ky., succeeding J. 
@. Cayce, of Hopkinsville; first vice- 
president, Henry C. Skidmore, re- 
tained in same position while with 
the armed forces, Corporal in Com- 
pany C. 19th Bat. A.R.T.C., Fort 
Knox, Ky.; second vice - president, 
N. C. Hancock, Russellville; Board 
members for two years: Clarence 
Jansen, Covington, and B. F. Nor- 
fleet, Harrodsburg. Morris L. P. 
Jones is announced to be new secre- 
tary-treasurer replacing J. M. Stone, 
retired after 37 years’ service, and 
will assume duties of the office in 
near future. 


RESOLUTIONS — Adopted post- 
war planning program of NRHA; 
urged action by Congress to prevent 
war-goods surpluses from falling in- 
to hands of speculators and to as- 
sure small business men in regular 


KENTUCKY OFFICERS 


Left to right: 
Roy Wessel, 
Shively, president; 
N. C. Hancock, 
Russellville, 
second vice-pres- 
ident, and Corp. 
Henry C. Skidmore, 
first vice- 
president. 


lines ef distribution, a chance to bid 
on same. Manufacturers were urged 
to continue production of farm 
equipment as far as permitted. Both 
trade and government were urged to 


The “Little Princess” Individual 


Heat-Resisting Glass Ring Molds 





and baked goods 


OR 





for all jellied molds 
and frozen desserts 


Tt ad 
a) Over a Halt-Million were sold during 1943 by 5,000 
} leading stores! A perfect pick-up-and-carry-home item 
that every housewife needs! Guaranteed heat-resisting 
f ulass. Place your orders now for immediate shipment. 


meng “6 FOR #190 


West of Denver, 6 for 1.25 


HICKEY 


|Sales Company 


Law & Finance Building 
Pittsburgh 19, Penna. 


U. S. Patent D-133-413 





4.89 28 q OucenAnne 


j S > > ) 


. 
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12 Sets in 


5 o2. Capacity * Packed 6 to a Set o Gatien 








encourage use of any qualified dis- 
tributors with adequate facilities and 
to discourage or discontinue non- 
service outlets. Approved a seven- 
point ethical code for the trade. 


ADDRESSES-—C. P. Van Giesen, 
of Goodyear Tire & Rubber Com- 
pany, Cleveland, Ohio, forecasted 
more tires for farm machines as a 
result of successful experimental 
production of synthetic rubber. This 
product stands up better than crude 
rubber, but while the industry is 
proud of it and its 24 months of pre- 
paratory work, the speaker frankly 
admitted it did not age or ship so 
well. An assistant, using synthetic 
latex, produced some rubber in a 
few minutes as an illustration. 

Paul M. Mulliken, executive sec- 
retary of the National Retail Farm 
Equipment Association, St. Louis, 
Mo., urged retailers to begin post- 
war planning now by accepting lead- 
ership from implement makers and 
providing adequate service to their 
customers. Raw materials are more 
plentiful and repair parts are not 
limited this year. New competition 
must be expected in the future and 
met by ability and watching for new 
opportunities, 

B. F. Norfleet, dealer, held that 
servicing and efficiency were the 
chief requisites for future success of 
hardware dealers in the face of com- 
petition from new outlets that may 
include chain-stores, filling stations 
and other lines now unprepared to 
conduct a hardware business. 

N. C. Hancock, dealer, spoke on 
the value of the hardware associa- 
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= FOR ACTION! 


Double X is ready to serve America’s 
Home Front by making old floors do 
for the duration...and then some! A 
seasoned soldier with a great service- 
record; and nationally advertised. Or- 
der from your jobber! Schalk Chemical 
Company, Los Angeles and Chicago. 














We're All Set 
Now 
to Fill Your 
Complete 
Plantabbs Needs! 





All 


Shipments 


Sizes — Prompt 


Big circulation magazines and 
newspapers are carrying the 
Plantabbs story to indoor plant 
growers throughout the country. 
This advertising will be followed 
up with the Plantabbs message 
going to growers of spring and 
summer garden flowers and Vic- 
tory Garden vegetables. 


Year ’round Good Profit 


Most all wholesalers, or 


PLANTABBS COMPANY 


Baltimore 1, Maryland 
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tion to its members. Rivers Peter- 
son, managing director NRHA, ad- 


vised reduction of inventories, fore- | 


cast a brief post-war depression and 
then an era of expansion and some 
profitable business for those wise 
enough to meet a new competition. 

C. C. Hulette, Williamstown, pic- 
tured the post-war competition of 
old line distributors including 
even barber-shops. We have no op- 
tion on batteries, shells, razors and 
razor blades and must expect all 
sorts of new outlets, he said, urging 
that trained hardware men adopt a 
planning program now and carry it 
through. 


as 


Luther Stein, vice-president of 
Belknap Hardware & Manufacturing 
Company, Louisville, warned dealers 
against expecting wide deliveries of 
metal products though materials are 
getting easier but slowly, The war 
comes first and victory must be cer- 
tain, he said. i 

President J. Raymond Schutz, of 
the Standard Life Insurance Com- 
pany, Indianapolis, Ind., said busi- 
ness men unable to adjust them- 
selves to progressive thinking after 
the war, face’ oblivion. Some of our 
home front news causes much bitter- 
ness among the soldiers fighting 
abroad, and letters from all the 
fronts reaching him prove it. When 
these men come home, if they have 
to form a soldier block to protect 
themselves and country, they will be 
the greatest single power in the land. 


A Five-Point Program 
For Distributors 
(Continued from page 74) 


times ahead and how they may 


affect you. 
It is easy to be successful in a 
war-time seller’s market — you 


look at your sales and feel satis- 
fied. Aren’t you overlooking the 
fact that most of this business was 
thrown in your lap? 

It might be well to look ahead. 
The moment peace comes you'll 
find yourself in a new, fiercer 
battle of competition than you 
ever dreamed of. Will you hold 
your own or will you pass out of 
the picture. There will be thou- 
sands of young men who'll come 
back looking for a job. Think of 
their qualifications. Age—21 to 
Health — rugged, with a 





PAINE 


MALLEABLE 


Ce 


| threaded for square or flat- 








SHIELDS 


* The LASTING 
FASTENING 


For use in Concrete, Tile, 
Slate, Brick, Stone and 
other materials. 


PAINE MALLEABLE 
SHIELDS are _ precision 


tened end lag screws or 
machine bolts. Easily and 
quickly installed without 
a setting tool. Packed 50 
to a box. 


MALLEABLE SHIELD 








Ask your Jobber TODAY and. write for catalog. 


THE PAINE COMPANY 
2963 Carroll Ave., Chicago 12, Illinois 
Offices ip Principal Cities 


FASTENING 
and HANGING 


DEVICES 








We Sewe the Entire USA. 


W/TH A COMPLETE MODERN LINE OF 


SPACE HEATERS 


USING ALL FUELS IN ALL PRICE BRACKETS 





Cole Hot Blast Space Heaters have 
National Consumer Acceptance, Fin- 
est Construction, Patented and Spe- 
cial New Features. 


Attractively priced to compete favor- 
ably with all heaters on the market 
today. Write now for catalog 
illustrated in full colors. 


Manufacturers of 


Gas—Oil—Coal— Wood Heaters 
Gas-Oil Fired Floor Furnaces 





COLE HOT BLAST 
MANUFACTURING CO. 


3108 W. 51st Street, Chicago 32, Ill. 


15k 





National 


Still a symbol 
of fine 
HARDWARE 












UT for the duration many mem- 

bers of this extensive line will 
not be seen on the home front. The 
facilities of our lar}e modern plant 
dive first call to the war effort, and 
whateveravailable hardware is allotted 
for civilian use will be fairly rationed 
to our many loyal dealers. 


We hope the day is coming, soon when 
a decisive victory will give us the 
“GO” sign for full-speed production 
to serve a world at peace. 


Wesuppest usin}, Government priority 
forms for all of your urgent hard- 
ware requirements. 


NATIONAL MANUFACTURING 
COMPANY 
STERLING «+ + + ILLINOIS 


LAWN MOWER 








> A.M.Collot Supplies 


"224 N.W.B7*Ave Miami Fla 


THEY PULL—CLINCH—HOLD 


he eutetending fastener fer moking, repeiriag 
- furalture. ote. 


qertins frames, 
ORDER NOW FROM YOUR JOBBER 
SUPERIOR FASTENER CORPORATION 
2949 Elston Ave. Chicago (18) Il. 














A COMPLETE LINE 


75 Years Reoulaliore. 


tx He Trade 


AMERICAN SHEARER MPG. CO, nasnus, nn 
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physical endurance you can’t 
match. Experience—not in hard- 
ware but in tieing in on a cam- 
paign —their determination and 
their drive. They found out in 
service they didn’t know it all— 
they’ll study and better fit them- 
selves. 

And lastly, discipline — they 
learned fully the value and need 
for it. They'll do what they’re 
told to do and when they’re told to 
do it without question. 

Yes, some of these boys will 
make excellent hardware  mer- 
chants, for they will unhesitatingly 
follow the headquarter’s programs. 
*I suggest that those salesmen 
who have been riding with their 
feet on the handle bars get them 
down on the peddles again, that 
you start to sell merchandise, and 
finally that you find your weak- 
nesses and correct them before it 
is too late. 


Arthur H. Motely, publisher of 
the American Magazine, has this 
to say: 

“Selling built the standard 
of living the United States is fight- 
ing to defend. Selling built the 
industrial enterprises that now are 
supplying our fighting forces with 
the sinews of war. Selling is 
going to make it possible for our 
country to pay for the war after 
peace comes. 

“What is the problem going to 
be after the war? Not produc- 
tion. We can build anything any- 
body wants and plenty of it. The 
problem is going to be distribu- 
tion. 

“In a world at war we salesmen 
and sales executives may be in the 
second line; but in a world at 
peace, anyone connected with dis- 
tribution is going to be in the 
front line. That is a ringing chal- 
lenge that calls for belief in our 
work, for confidence, for courage, 
for understanding. 

Now that we have covered the 
five parts I outlined at the start 
let's put these parts together in the 
test tube. 

Part 1. Competition 

Part 2. Distribution Costs 

Part 3. Right Merchandise 


Part 4. Retailer-Wholesaler Co- 
operation 


Part 5. Intelligent Selling 
All put together you get action. 





sreticnlp Prompt deliveries 


FZ 
JIREGRID 
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both types! 


WIREGRIP Belt Hooks that ean 
be applied with any make lacing 
machines, have double (patented) 
aligning cards that hold hooks in 
perfect alignment, prevent han- 
dling and card-end loss—every 
hook saleable and usable. Made in 
6 sizes. 


STEELGRIP Belt Lacing is applied 
with a hammer. Comes in 8 sizes, 
in standard boxes, handy packages 
or long lengths for wide conveyor 
belts. Have 2-piece hinged rocker 
pins. 


Priority Business 
—is waiting on belt lacing at local 
plants, and schools, 

Write for Catalog 
ARMSTRONG-BRAY & CO. 
“The Belt Lacing People” 

5348 Northwest Highway, Chicago, U.S.A. 













































FOLKS NEED 
to repair walls, floors, 
furniture, woodwork or 
plaster. This plastic 
repair material comes 
in powder form...just 
mix with water and 
ase. Will not shrink. 
Sticks and stays put. 





” Your jobber can give immediate YX 


delivery on Durhom's 

Weoter Putty. Pocked twelve 1-b. 
cons or four 4-4b. cons to case. 
Also eveileble in 25, 50 ond 
100-Ib drums fer industriel users. 


— DURHAM CO. 
Des Moines lowe 


The PLASTIC Repair Material 


in POWDER Form 


(WERE'’S WHAT ) 















15 days— 


before date of issue 
is the closing date 
for the classified ad- 
vertising section. 
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AEG. U.S PAT. OFF. 


Where the Need is Greatest 


SAMSON 


BRAIDED 


CORD 


serves best — now and always — 


whether for the many uses to 
which it is put by our armed 
forces, or, in peace time, for 
sash cord, clothes line, awning 
line, small lines, etc. All kinds, 
sizes, colors, and qualities. 


Samson Cordage Works 
BOSTON 10, MASS. 


SAMSON SPOT SASH CORD 




















The RIGHT LIGHT 
at the right time: 


GD 


AX | Wh 


BRIGHT 


Z20°): 
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WANTED 





Output Distributed Through the 
Jobbing Trade Exclusively 





R.E. DIETZ COMPANY 
i840 NEW YORK 1944 
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Coming Conventions 
and Events 


Arkansas Retail Hardware and Im- 
plement Ass’n, annual convention, April 
4, 1944, at Little Rock, Ark., Head- 
quarters, sessions and exhibit at Marion 
Hotel. George L. Turner, 322 E. Mark- 
ham St., Little Rock, Ark., is secretary. 


Alabama, Retail Hardware Associa- 
tion of, annual convention, May 8-9, 
1944, at Montgomery, Ala. Head- 
quarters and sessions at the Whitley 
Hotel. J. H. Crowe, 1906 Fifth Ave., 
Birmingham, Ala., is secretary. 


American Hardware Manufac- 
turers’ Association, meeting jointly 
with the Southern Hardware Jobbers’ 
Association, April 17-20, 1944, at the 
Netherland-Plaza Hotel, Cincinnati, 
Ohio. Charles F. Rockwell, 342 Madi- 
son Ave., New York City, is secretary 
of the manufacturers’ association, and 
T. W. McAllister, 1020 Grant Building, 
Atlanta, Ga., is secretary of the jobbers’ 
association. 


American Toy Fair, March 6-18, 
1944, in New York City, 200 Fifth Ave- 
nue, 1107 Broadway and at other per- 
manent show rooms and also at the 
Hotel McAlpin, Herald Square, New 
York City. James L. Fri, managing 
director, Toy Manufacturers of the 
U. S. A., Inc., has his headquarters at 
200 Fifth Avenue, New York City. 
Horatio D. Clark, assistant director, 
Toy manufacturers of the U..S. A. 
ae is manager of the American Toy 

air. 


Arkansas Retail Hardware and Im- 
plement Association, annual conven- 
tion, April 4, 1944, at Little Rock, Ark. 
Headquarters, sessions and exhibit at 
the Marion Hotel. George L. Turner, 
322 E. Markham St., Little Rock, Ark., 
is secretary. 


Connecticut Hardware Association, 
annual convention, Feb. 22, 1944, at 
Hartford, Conn. Headquarters and 
sessions at Hotel Bond. Carl Nygard, 
Branford, Conn., is acting secretary. 


Eastern Hardware Golf Associa- 
tion, golf tournament, June 8, 9 and 10, 
1944, at the Westchester Country Club, 
Rye, N. Y. H. L. Gilliam, Wood Shovel 
& Tool Co., 30 Rockefeller Plaza, New 
York City, is treasurer of the club. 


Illinois Retail Hardware Association, 
annual convention and exhibit, Feb. 
22-23, 1944, at Chicago, Ill. Ieadquar- 
ters, sessions and exhibit at Sherman 
Hotel. C. G. Gilbert, 1455 Merchan- 
dise Mart, Chicago, Ill., is secretary. 


Michigan Retail Hardware Associa- 
tion, annual convention, Feb. 22-24, 
1944, at Grand Rapids, Mich. Head- 
quarters, sessions and exhibit at the 
Pantlind Hotel. H. A. Daschner, 1112 
Olds Tower, Lansing, Mich., is secre- 
tary. 

New England Hardware Dealers 
Association, annual convention and ex- 
hibit, Feb. 29-March 1, 1944, at Boston, 















Call Ryerson when 


you need steel — any kind, shape, 
or size. Large stocks are available 
at ten convenient plants. Ask for 
a Ryerson Stock List —your guide 


to quick shipment of steel. 


Principal Prodocts"imciegs. 


Bars + Shapes « Structurals « Plates « Sheets 
Floor Plates « Alloy Steels + Stainless Steel 
Shafting « Screw Stock-« Wire-« Mechanical 
Tubing « Boiler Tubes « Reinforcing Steels 
Tool Steels « Babbitt « Nuts « Bolts « Rivets 


Welding Rod « Etc. 


JOSEPH T. RYERSON & SON, Inc. 


Plants at: 


CHICAGO, MILWAUKEE, ST. LOUIS, DETROIT, 
CINCINNATI, CLEVELAND, BUFFALO, BOSTON, 


~ 


PHILADELPHIA, JERSEY CITY 














CHICAGO 


LAG SCREW SHIELDS 


_ Greater Expansion 


Greater Holding Strength 


Made of finest grade malleable 
iron, Chicago Lag Screw Ex- 
pansion Shields are outstanding 
for anchoring in concrete, brick 
or other masonry — particularly 
on jobs where it is desirable not 
to use a setting tool. Reinforced 
rings on the outside are designed 
to give maximum bite and will 
not flatten out as easily as 
shields with lighter rings. In- 
ternal threads match standard 
lag screws. Chicago Shields 
available in all standard sizes 
from %” to %” diameters. 


IMMEDIATE DELIVERIES on these and 

other dependable Chicago anchoring de- 

vices. Write for New Catalog. 
JOBBERS 

Get complete facts now on the ‘‘Line that 

Holds . . . Customers.’ 


| cnicaco | CHICAGO EXPANSION 


BOLT COMPANY 


2227 W. Ogden Ave. @ Chicago 12, il 
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Solid Steel Fish Rods 


Will Again Be Best 
Sellers When Victory Comes 


Right now, the entire facili- 
ties of Premax Products are 
devoted to building An- 
tennas for the Armed Forces. 
But plans have been com- 
pleted for a quick reconver- 
sion as soon as materials are 
released. 


. ee ee 


Division Chisholm-Ryder Co., Inc. 
4409 Highland Ave., Niagara Falls, N. Y. 

















BUY 





ris 
ALL ITEMS IN STOCK— 
ORDER FROM YOUR JOBBER 


















OFFICER'S 
BAG 


No. 83 Officer's 
bag for service men 
or civilians. Made 
of heavy army duck 
with leather  {it- 
tings. Built to take 
the hard knocks of 
all traveling. Folds 
up into compact 
bag that conserves 
space 








———— 

ChE TEL 

ee No. 96. They will be in big de- 
mand this spring and summer. 
Cash in on this item. Made from 
heavy washable Khaki Duck ma- 


terial, reinforced for long and hard 
wear. In ordering specify No. 96. 


FAST SELLING 
SCHOOL BAGS 


No. 93 Pillow slip style; 
made from heavy duty 
Khaki Duck, shoulder 
strap style only. Approx. 
size 10 by 13 inches. 


SPRADLING'S Inc. 
ST. LOUIS, MO. 
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Mass. Headquarters, sessions and ex- 
hibit at Hotel Statler. Russell R. 
Mueller, 189 Dartmouth St., Boston, 
Mass., is secretary. 

Southern California Retail Hard- 
ware Association, annual convention, 
Feb. 24-25, 1944, at Los Angeles, Cal., 
Headquarters, sessions and exhibit at 
the Elks Club. J. V. Guilfoyle, 509 
Rives Strong Building, Los Angeles, is 
managing director. 


Southern Hardware Jobbers’ As- 


| sociation, meeting jointly with the 


American Hardware Manufacturers’ As- 
sociation, April 17-20, 1944, at the 
Netherland-Plaza Hotel, Cincinnati, 
Ohio. T. W. McAllister, 1020 Grant 
Building, Atlanta, Ga., is secretary of 
the jobbers’ association, and Charles F. 
Rockwell, 342 Madison Ave., New 
York City, is secretary of the manufac- 
turers’ association. 


Tennessee Retail Hardware Associa- 
tion, annual convention, Feb. ‘22-23, 
1944, at Nashville, Tenn. Headquarters 
and séssions at the Andrew Jackson 
Hotel, Morris Jones, P. O. Box 784, 
Nashville, Tenn., is secretary. 


Triple Mill Supply Convention, 
May 22-24, 1944, at the Palmer House, 
Chicago, Ill., comprising the Southern 
Supply & Machinery Distributors’ 
Ass’n, E. L. Pugh, 314 Volunteer Build- 
ing, Atlanta, Ga., secretary; National 
Supply & Machinery Distributors’ 
Ass’n, H. R. Rinehart, 505 Arch St., 
Philadelphia, Pa., secretary, and Amer- 
ican Supply & Machinery Manufae- 
turers’ Ass’n, H. Kennedy Hanson, 1108 
Clark Building, Pittsburgh, Pa., gen- 
eral manager. 


Virginia Retail Hardware Associa- 
tion, annual convention, Feb. 21-23, 
1944, at Richmond, Va. Headquarters 
and sessions at Hotel John Marshall. 
G. T. Omohundro, Jr., Scottsville, Va., 
is secretary. 


Correct Answers to 
“Test Your Hardware 
Sense” 


(Questions on page 84) 


1—Answer—Cash discount amounts | 


to 2 per cent of purchases. 
2—Answer—Hourly wage 60 cents 
per hour. Salesman works 40 hours at 
regular hourly rate. He works eight 
hours at time and a half the regular 
rate which is the same as 12 hours at 
the regular rate. Divide weekly wage 
by 52 hours to find the regular hourly 
rate of pay of 60 cents. 
3—Answer—Balance due on this in- 
stallment sale is $70. Carrying charges 
on the $100 sale are $5 making a total 
due of $105. One-third of this or $35 
must be paid as a down-payment, leav- 
ing $70 due. 
4—Answer—Six gallons of paint are 
required to do this job. 
5—Answer—Four gallons of roof 


| paint are needed. 











4 New 
BETTER BRAND 





see the 


HOME GUARD 
wood trigger 
mouse trap — 


McGILL METAL PRODUCTS CO. 
Marengo, Iilinois 


































YOUR SHARE OF 


INDUSTRIAL ‘| 


/SOLDERING IRON. 


BUSINESS? ~ 





One thing is certain in these 
uncertain days—your best pros- 
pects are those plants engaged 
in defense production. You can 
sell DRAKE Soldering Irons to 
those plants—for DRAKE irons 
have the stamina to take the 
punishment of constant use. In- 
vestigate this “live” prospective 
market. 

Illustrated here is No. 600-10 (100 


watts, % in. tip) from the line of 
DRAKE Industrial Soldering Irons. 


ASK YOUR 
JOBBER FOR 
INFORMATION 


DRAKE ELECTRIC WORKS, INC. 


3656 LINCOLN AVE. CHICAGO, ILL. 
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These Two Po ppular| THE EASY WAY TO HANG DOORS 


RICH LADDERS Champion 


aze Available | Detachable Sereen Door 
Hinge No. 74 





FOR IMMEDIATE 
NEEDS CONTACT | 
YOUR JOBBER 








RELIABLE To take down the door 


A good reliable ex- } 
tension ladder with 
creosoted rung ends, |-|M} 
automatic hooks 
and roller guide. |. 


without removing the 
screws—simply  with- 


draw loose pin. To 





rehang the door just 


DUREX set it in place and re- 


A Good House- 
hold Ladder. 
Light weight and 
non-skid steps. 


The RICH LADDER 


& MANUFACTURING Co. 


1000-1028 DEPOT STREET 
CINCINNATI. OHIO i. THE CHAMPION HARDWARE COMPANY 





turn the pin. 

















Hinge is attractive with spring protected. 





Choose 74 in ’44 to hang the door! 




















&’ 
AMES 
Since 


1774 


For one hundred and seventy years, the name “Ames” has stood fér 


perfection in shovels. From a humble beginning “Ames” has grown 
with America and is known around the world as a leader. 















THE SYMBOL 









Today you will find “Ames” the most complete line of shovels avail- 
able. Plain Back, Solid Shank and Hollow Back types, each supreme 
in craftsmanship, outstanding in value and unequalled in service. 







So, let “Ames” build your post-war shovel business! 






RAM COLT 
* * 
RED EDGE “AMES” BRANDS OPTIMUS 
* * 
KNOX ALL MONONGAH CARTER O.AMES TWO STAR PEERLESS 


* * * * * 
BRONCO PINNACLE HUSKY PONY THREE STAR FAVORITE 


* * * * * * 
Parkersburg, W. Va. AMES BALDWIN WYOMING co. North Easton, Mass. 


SHOVELS © SPADES e SCOOPS e FORKS @ HOES @ RAKES @ POST HOLE DIGGERS 










FEBRUARY 17, 1944 155 





Sy 


Always in Season 
Because— Zs 


BLACK LEAF 40 
has So Many Uses! 


@ It kills many destructive insects on 
flowers, fruits, vegetables and other types 
Victory Gardens § = of vegetation; or spread on roosts it kills 





—— Sheep poultry lice and feather mites. As a dip 

it is effective for scab on sheep and lice 
Flowers and ticks on sheep and cattle. Used also 
Fruits to control internal parasites in sheep and 
Shrubs goats. Full directions with every package. 


Tobacco By-Products & Chemical Corp.,incorporated 
Louisville 2, rae ‘. -  Mentucky 


They Look For the Leaf on the Package 














Rx for PROFIT! 


Quality products — highly specialized for lubricating 
efficiency— 


plus outstanding merchandising packages — 5-gallon 
UTILITY CAN,—2-gallon oblong oil can (now limited 
to 6 special farm oils)—quart and gallon cans. (Oils 
also available in 15, 30 and 55-gallon drums)— 


plus aggressive current selling promotion. 


That’s the APEX formula for hardware dealers to make 
money selling oils and greases. Write or wire, giving 
name of jobber. 


Jobbers in 40 states, Canada and Mexico sell APEX Preducts. 


APEX Ol) PRODUCTS CO. 














A BIT FOR 
EVERY 
BORING 
JOB 













Here are a few of the numerous 
auger bits in the Russell Jennings line. 
Each has been added to meet a wood 
worker's need—not just to “fill out.” 
And because the quality has remained 
constant, so has the demand... with 
the result that for many long years the 
trade has heartily recommended the 
genuine “Russell Jennings” wherever 

.» good workmanship was important. 





STANDARD BIT FOR HAND BRACE—Single Thread Point 





ROUND SHANK MACHINE DOWEL BIT 





THE RUSSELL JENNINGS MFG. COMPANY 
CHESTER, CONN., U.S.A. 


9999902 


DOWEL BIT FOR HAND BRACE 


Rumell Gennings AUGER BITS nes 
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DANIEL 
BOONE 


FIRST IN | 
HICKORY yy 


For over 80 years Daniel 
Boone Hickory Handles have 

been made from only the finest 
second growth hickory in the 





world. 


They are uniform in grade and per- 
fect in pattern; 37% above the average 













‘CLARK GEM FLUE STOPPERS 





Featuring 


Attractive new 
series of pictures, 
lithographed oy 
metal blan 

(changed to paper for the duration) permanently clenched 
into the face of the flue stoppers. olding wire fasteners 
attached to slots raised from the metal of the blank. 


#1 Gem 


#5 Fle Steppe 










ed of all other useful grades of hickory in Specifications for the complete line 

ils ' strength as proven by independent testing Shipping Woleht 
engineers in leading universities. For cus- Dieu , , Pestonere Per Dosen Per Gross 
tomers who require the best in value and Se Ht fag hy at $ Re. 5 os. 3 Be. 

ke service, recommend Daniel Boone. Order from = as — A ar < 3 3 Ibs. 7 os. aT tbe 

ne your jobber. #5 Flue 8-17/04° Adjustable } Ponte, H Ibs. 13 on. 47 lbs. 


PACKING—1 dozen per ecartem, 1 gross Our metal allotments 
permit making the Ne 8 Gem only at thls time and we sre. spporioaing 
our supply as equitably as pessible em the basis of former consumption by 


C. our 
Order from Your Whelesdler, or Write Us for Reference 


J. L. CLARK MANUFACTURING CO., Rockford, Illinois 





TURNER, DAY AND WOOLWORTH HANDLE CO., IN 
LOUISVILLE, KENTUCKY 
FOR OVER 80 YEARS—WORLD’S LARGEST HICKORY HANDLE MANUFACTURER 




















, TINTONE glassware 


Prste! suc- 


' yo W ONDER SA 
aa F , N eatured by so many large, 
= ' is 


Je inds in 8) u- 


: cessful retailers. yee ure ’ 
A volume line with g 
‘ pat . of rose, greet 
: ) trades of roses 
; ~ 6 m h is in blended pastel shade 
me : . 7 finis 
IT 


Also manufacturers of vai ; ° 
pure silver inlaid glass- f 
ware ... the nationally 
known Maestro line. 





5960 Broadway 


Ralph Higgi 
Chicago 40, Ill. . . 


Mdse. Mart, Chicago 
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Help Wanted, Accounts Wanted 
Business Opportunities 
Sales Representatives Wanted 


Set solid, maximum, 50 words....... $4.00 
All capitals, maximum, 50 words.... 5.00 
Each additional word ........ .08 


Positions Wanted 
(Special Rate) set solid, maximum, 


BOXED DISPLAY RATES 
GE BD eid di onde cssecucesedscnss $6.00 
Each additional inch......... 4.00 








REMITTANCE MUST ACCOMPANY ORDER 


Samples of Merchandise, Literature, Cata- 
logs, etc., will not be forwarded to box 


HARDWARE AGE is published every other 


Thursday. Classified forms close 15 dey 
previous to date of publication. ‘ 


Address your correspondence and replies to 


HARDWARE AGE 


Classified Opportunities Dept. 








pS EE err ee $1.00 4 : 
Each additional word......... .05 number advertisers unless accompanied by 
Allow Seren Wards for Kewed Addrens or Your Address sufficient postage for remailing. 100 East 42nd St., New York City 
Essential Workers Need Release Statements 








WELL ESTABLISHED 
CANADIAN WHOLESALE ELECTRICAL 
AND HARDWARE DISTRIBUTOR 
covering Canada, desires the addition of 
one or two good lines for present or post-war 
business. In a position to carry warehouse 
stock in Canada. Strictly commission basis. 
Address Box H-353, care of HARDWARE AGE, 
100 E. 42nd Street, New York 17, N. Y. 


WASHINGTON REPRESENTATIVE 
formerly operating as a manufacturers’ sales 
agent in the Eastern states, now available 
for any legitimate services in Washington. 
Fee basis only. 


Address Box H-333, care of HARDWARE AGE, 
100 E. 42nd Street, New York 17, N. Y. 


A REAL PRODUCING SALESMAN FAMIL- 
IAR with industrial and mill supply trade, 
to represent a world known Chain Hoist, 
in either New York City, Chicago, Cleve- 
land, or Pittsburgh, on salary. Permanent 
position. ae oF of availability required. 


Address Box H-355, of Beaeenrs AGE, 
100 E. 42nd Street, B New York 17, N. Y. 








Distribution — Present and Postwar 
Established — Reliable — Aggressive 
Selling Agents 
ANCO CORPORATION 
Pittsburgh, Penna. 

Branch Offices 


New York — Philadelphia — Detroit 
Chicago — Cleveland — Louisville 
Covering ull clusses of jobbers. We will 


carry the accounts or you can bill direct. 
Write for further information and 
references. 
Address Box H-319, care of HARDWARE AGE 
100 E. 42nd Street, New York 17, N. Y. 











WANTED, FOR POST-WAR, BY estab- 
lished sales organization one good well paying 
commission line direct from factory to the large 
hardware dealers, mill supply, builders’ supply, 
farm supply and general store supply—we want 
exclusive sale South Eastern States. Address Box 
H-345, care of Harpware Acs, 100 E. 42nd 
Street, New York 17, N. Y. 


PROGRESSIVE BUSINESS MANAGER 
AVAILABLE. Do you need the service of a 
capable merchandising executive? Here is one 
with practical experience in retail and wholesale 
hardware including all kindred lines with a 
background of successful store and business man- 
agement. Best of references. Address Box H-352, 
care of Harnpware Acz, 100 E. 42nd St., New 
York 17, N. Y. 


SPECIALTY SALESMAN, 14 YEARS WITH 
ONE FIRM covering 20 States, calling on Hard- 
ware and Mill Supply Houses desires to make 
full time connection with manufacturer of Paint, 
Polishes or various other compounds. Age 43, 
Photo and references on request. Address Box 
H-350, care of Harpware Acre, 100 E. 42nd 
Street, New York 17, N. Y. 


MANUFACTURERS’ AGENT, COVERING 
FLORIDA TERRITORY specializing in sales 
to Hardware and Building Supply accounts de- 
sires additional volume line. Twelve years’ con- 
tact of Florida trade and sell all the largest 
accounts. Address Box H-349, care of Harpware 
Acr, 100 E. 42nd Street, New York 17. N. Y. 


DISTRIBUTOR—Interested in acting as dis- 
tributor or manufacturer’s representative for New 
York City and any parts of the eastern seaboard. 
Have numerous contacts with department stores, 
hardware dealers and jobbers and with public 
utilities and various manufacturing plants. If 
unable to make deliveries at present, interested in 
discussing post war representation. Address— 
ee Wolff, 420 Lexington Ave., New York 

















LINES WANTED 
Well known concern in Hardware 
Field, with SPLENDID NATIONAL 
SALES ORGANIZATION, now in 
position to take on a few Select 
Lines to supplement its own. Best 
promotional sales efforts guaranteed. 
Comprehensive NATIONAL AD- 
VERTISING CAMPAIGN to assist. 


Write Box H-329, care of Hardware Age, 
100 E. 42nd Street, New York 17, N. Y. 








ESTABLISHED 
HARDWARE MANUFACTURERS’ 
AGENTS AND DISTRIBUTORS 


desire contact with reputable manufacturers of Domes- 
tie Hardware for Ontario and Eastern Canada rep- 
resentation. ition connection guaranteed. Write 


JARSHALL-HALL CO. 
9 Wellington St., E., Toronto, Ontario 











MICHIGAN LINES WANTED—I would like 
to represent a live wire competitive Hardware or 
Plumbing Jobber that is interested in securing 
volume—have connections. Cover entire 
State of Michigan, calling on leading dealers. 
Good opportunity to establish post war_ business 
now. Address Box H-337, care of Harpware 
Acz, 100 E. 42nd Street, New York 17, N. Y. 


HARDWARE AND HOUSEFURNISHINGS 
WESTCHESTER COUNTY resident, age 41, 








LINES WANTED 


Financially Responsible Representatives 
22 Years Experience in the Hardware Field. 
Prefer Our Own Billing 
References Exchanged. 
Housewares or Hardware 
For Wholesale or Retail 
Also for Dep’t. Store Trade 
Have Large Warehouse 


SHAY-JUDD & CO. 
445 N. LASALLE ST. 
CHICAGO, ILL. 

















ALES MANAGER: EASTERN MANU- 
FACTURER OF Builders’ Hardware, long 
established, is ready to consider applications is 
post-war attractive position. Write — = 
information as to experience; strict 
assured. Statement of availability required. < 
dress Box H-321, care of Harnpwargs Aes, 1 
E. 42nd Street, New York 17, N. Y. 


MOPSTICKS LIMITED AMOUNT METAL, 
SPRINGS STRONG REINFORCED WOODEN 
WRINGER BUCKETS STEEL WRINGER 
QT. PAINT BRUSHES 





THESE ARE 7” GOOD HEAVY 
STRONG HANDLE FOR SIDEWALK USE. 
ALSO COMPLETE LINE FLOOR BRUSHES. 
IMMEDIATE DELIVERY. SCOTT’S PROD- 
UCTS CO., 15227 SARANAC RD., CLEVE- 
LAND, OHIO. 





former retail dealer, seeks position as g 
or buyer. Conservative yet progressive. Has 
ability to make triends out of customers. Mini- 
mum salary $45.00 per week or percentage 
arrangement. Address Box H-354, care of 
ane Ace, 100 E. 42nd Street, New York 
1 % 


YOU MAKE IT! WE'LL SELL IT! Aggres- 
sive Manufacturers agent covering Hardware Mill 
Supply, Automotive jobbing trade in Minnesota, 
Dakotas, Iowa, Wisc., wants line housewares, fly 
swatters, tools, kitchen gadgets, toys, games, fuses, 
plugs, switches. If you can’t deliver now, let's 
talk post-war. Address Box H-318, care of 
one Acr, 100 E. 42nd Street, New York 








LINES WANTED FOR NEW ENGLAND 
N STATE BY. EXPERI- 
ENCED SALES-ORGANIZATION .. . BOS- 


PLAN 
FOR POST WAR NOW. ADDRESS PERKINS 
SALES CO., 610 NEWBURY STREFT, 
BOSTON 15, MASS. > 





PACIFIC COAST SALES ORGANIZATION 
WELT ESTABLISHED, FINANCIALLY RE- 
SPONSIBLE. WAREHOUSES LOS ANGELES 
AND SAN FRANCISCO. TOP TOBBER CON- 
TACTS. COVER THREE WEST COAST 
erase INTERESTED IN ANOTHER GOOD 

LINE WITH POST WAR POSSIRILITIES. 
T. C. CARNEY COMPANY, 939 SANTA FE. 
LOS ANGELES. CALTF. 
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WISCONSIN. HARDWARE MAN, 35 


“YEARS, DESIRES permanent connection with 


opportunity for advancement with reliable manu- 
facturer. Capable of shouldering responsibility, 
hard work and does not drink. Very best ref- 
erences as to character and ability to produce. 
18 years’ experience in the hardware field. Class- 
ified 2 A. Address Box H-351, care of Harpware 
Acer, 100 E. 42nd Street, New York 17, N. Y. 





REAL OPPORTUNITY FOR AN <—* 
RIENCED, capable, hardware man. Must 
familiar with hardware, paints, and house m. 
nishings and willing worker. Write fully stating 
age, experience and references. Statement of 
availability required. Charles Librett Hardware, 
184 Huguenot Street, New Rochelle, N. Y. 


WANTED—MANUFACTURER’S AGENTS, 
WELL-ESTABLISHED, to handle ACID-O and 
DIKE. SEE PAGE AD, this issue, page 85. 
Good territories. Also, one experienced hardware 
man. Attractive salary. Statement of availability 
required. Write Geo. B. Klee Co., Dana & 
Floral, Cincinnati 7, Ohio. 











WANTED. MANAGER FOR RETAII. 
HARDWARE STORE. Salary and bonus. Pres- 
ent owner being drafted. Statement of avail- 
ability required. Address Box H-356, care of 
a Ace, 100 E. 42nd Street, New York 
> 7 A js 


EXPERIENCED, VERSATILE EXECUTIVE 
AVAILABLE. Can you use the service of a 
man capable of responsibility? Here is one qual- 
ified to give you pleasing satisfaction. Thoroughly 
experienced in all branches of retail and whole- 
sale hardware including all kindred lines. Also 
paint, Mill and Factory Supplies. Industrial, 
Automotive, Electrical, Plumbing and Heating, 
builders’ supplies and Equipment. Productive Sales 
Manager and Capable business executive. Address 
Box H-342, care of Haroware Ace, 100 E. 42nd 
Street, New York 17, N. Y¥. 
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MILWAUKEE 
WROT WASHERS/. | 


L 
opt P burns 





YOUR Needs! 


© Lock Washers 

® Shakeproof Lock Washers 
@ Malleable tron Washers 
© Split Repair Washers 

© Fibre Washers 


® Standard Washers 

© S. A. E. Washers 

© Riveting Washers 

® Light Steel Washers 

© Square Washers 

© Machinery Bushing Washers 
® Carriage Washers 

© Brass Washers 


WROUGHT WASHER Mec. Co. 


2218 SOUTH BAY STREET 
MILWAUKEE 7, WISCONSIN 









YEAR’ROUND 
SELLER! 


Installs in garage, base- 
ment, attic or playroom in 
winter — outdoors in sum- 
"mer. 
Two saddle-type seats; ex- 
tra-rugged construction of 
hard wood for safety. 
$9.95 — at a 
Order 









Retails at 
WRITE TODAY for illustrated price 
Niet and bn th showing other fast- fine profit for you. 
selling wood specialties. through your jobber. 


NOCKONWOOD INDUSTRIES, Ltd., Dept. A, Bloomfield, lowa 
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lability ; 
ana & of the product you want, the quickest way to 
—-- determine: “Who Makes It?” is to turn to the 
— General Directory Section of the Merchandise 
avail. Directory Number of HARDWARE AGE and 
York you will find the trade-name listed alphabeti- 
Saas cally under the product heading of the item in 
TIVE question. Alongside the trade-name you will 
| qual. find the name of the manufacturer. Alphabeti- 
ugly cally arranged in the same list you will find 
Also the firm name and address. 
istria!, 
eating 
i HARDWARE AGE 
Tine 100 East 42nd Street New York City 
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<iRnct> COLORTOP FUSES 


MONEY MAKERS 


FOR 


DEALERS 


@ COLOR TELLS SIZE 
@ EYE-APPEALING 
@ SALES GETTING 
This attractive 7-colo: 
self-serving display box 
sells 5 fuses at a time. 


For greater profits — 
sell COLORTOPS. 


Ask your 
Jobber for 
COLORTOPS. 
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TRICO FUSE MFG. CO. Miwa 











© WATCHES ® DIAMONDS 

* OPTICAL, SPORTING 

AND LEATHER GOODS 

© CHINAWARE ® TEXTILES 

© NOVELTIES * GIFTWARE 

if you are in need of popular, timely items, you 


need the Hagn Flyer! Issued regularly, they show 
seasonable lines available for immediate delivery. 


) FOR THE 
DURATION.. 


we're working 100% for Uncle Sam. But . . our engineer- 
ing department is constantly experimenting with new 
ideas and materials to assure GEP’s post-war line being 
first with the best and latest . . as usual. 


GEPHART MFG. CO. 
1020 West Adams Street + Chicago, Ill. 


Specialists in Steel Fishing Rods for 
BAIT CASTING « FLY FISHING « SALT WATER FISHING 











OQundex So 


Adwentine 





Afes @ Ga. WemawG@. 1... co: caceatse 48 
Aluminum Cooking Utensi} Co.....135 
American Cabinet Hdwe. "Corp... 139 
American Chain 4 Cable Co., ine. 68 
Americen Chain Div............... 
American Molded "Wroducts Sales 
GE PER tila ona - ceencecen 125 
American Screw Co........ 
American Shearer Mfg. Co 
American Steel & Wire Co. = 
American Thermos Bottle Co., The !7 






Ames Baldwin Wyoming Co....... 15S 
Animal Trap Co. of America...... 60 
Apex Oil meget Slisvicsecesheks 156 
PP WE Gis iccctccccncecenss 52 


Armstrong Bray & Co 
Assoc. of Gas Appliance & Equip- 
ment Manufacturers ........... 14. 
Austin Mfg. Co | 
Automatic Products Co............ 24 


a eee 56 
Barr Rubber Products Co.......... 16! 
Bennett Co., The (Fireplac 

DN _dcivenadeodhae 
Berea Abrasives ... 
Bethlehem Steel Co 




















MOORE 
Push-Pins 
Push-less Hangers 
Sell them TOGETHER for every 
pin-up or hang-up need. 44 


years of dependable service. 
Ask your jobber. 












Gene" DOMES 2 SILENCE 


SLIDE SILENTLY - SOFTLY - SMOOTHLY 
4c SI sev - lOc SET-10c SET SAVE FURNITURE 





& FLOORS - CREATE QUIET 


Look for name 
“Domes of Silence” 











— Insulated Cushion Glides 
For Tile, Marble, Cement and Bathroom Floors. 


Noiseless. Sizes for metal beds, wood beds, large 
chairs and all furniture. 
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Boston Varnish Co... , 
Briddell, Inc., Chas. one 
a Gg Ry Sree 142 
Brown, Arthur & Pro.............-. % 
Carnegie-iilinois Steel Corp....... 39 
Camels FONE Wick vessé<cecicaccoea 52 
Century Metalcraft Corp.......... 157 
Champion Hardware Co........... 155 
Chicago Expansion Bolt Co........ 153 
ov — yo ae gsteauded 128 
cago Spr nge Co......... 50 
Clark Mfq. Ce, i: Mnttaveses coo 
Clarke Sanding Machine Co....... 52 
Cleveland Chain & Mfg. Co. -- & 
Cole Hot Blast Mfg. 151 
Collins & Co., jo. .. 142 
Collot Supolies, A. M.. ... 182 
Columbia Steel Co.. 22, 39 
Columbian Rope Co............... 63 
Columbian Vise & Mfq. Co........ 54 
Columbus-McKinnon Chain Corp.. 48 
Corning Glass Works............. 127 
Coughlan Co., G. N.........00055 33 
Covert Mfq. Wa... Abbaecicesase?: 107 
eS Et eee 13 
Damascus Steel =e Corp... —- 
Dazey Churn & ag hicascunnaa 
Dietz Co., The be ere 183 
Domes of Sitenes ai che endinnn deeds 160 
Drake Electric Works, Inc......... 154 
Draper-Maynard Co................ 64 


~ a de Nemours & Co., Inc., 


taht s ba ctbSnaisine cabin 

mn - Therm Div. of Motor Wheel 
ee) BRO ROS ae $1) 
Durham is a dcccctdecces 152 
Edwards Mfg. Gibaelabutaddoveses 143 
Electro-Line Fence Co.............. 103 
ee oe rae 149 
Empire Level Mfg. Co............. 159 
Englishtown Cutlery, Ltd............ 19 
Federal Tool Gore bnenhdéedwesdndel 42 
Flexible Steel Lacing Co........... 50 
Flint & Walling Mfg. Co., Inc... . 49 
seed ML TEN 4 catdeohiebechedes 129 
Forsberg Mfg. Co..........s.00e00 90 
TY SM. oc cdastiastcsaenaces 8 
ND Mn. cn cceanckasovecss 14S 
Fulton Bag & Cotton Mills........ 139 


Gas Appliance & Equipment -. 
MS Aathssecllinss dhee cs cmen edt 

General Electric Co., Lamp Div.. 

— Motors Corp., Frigidaire P 


Tr) 


A WE Gs icccccgccaccsves 160 
Gilbert Clock i  Bhsenaeaes 32 
I I, Ts ncncnsccnnacee 

Grand Home Appliance Co........ 32 
Greenlee Tool ban hacageeseccadsenss 119 
Hagn Co., Joseph .......ccccccess 60 
Hamlin Metal oducts i 102 
TE Sa 148 
Hazard Insulated Wire Wks....... 36 
SU MENU lis cicss depeccseccess 5” 
§£ i 150 
SN Ms nos cedtidecosccoonsae 141 
Modell Chale Ce... cccccccescces 107 
Holley Chemical Co............... 55 
Hoppe, Inc., Frank A.............. él 
Independent Lock Co.............. 71 
Irwin Auger Bit Co................ 1 


Jennings Mfg. Co., The Russell... .156 
Justrite Mfg. Co 92 
Kaul Importing Agency, Inc., oes 64 
SY di vedinidinkpestocdaties 8-29 





Klee Co., George B................ 85 
Klein & Sons, IR ci nacicunsesd 87 
Knapp-Monarch Co.............+++ 43 
eR re re = 61 
Landers, Frary & Clark...........« , 65 


Lewis Engineering & Mfg. Co., The. 25 
Libbey-Owens-Ford Glass Co....... 
EIQNORURGRGR oc cc ccccccccccccoccess 109 





Lindemann, A. J., Hoverson Co..113 
















Ese PrOducie Ce... .cccscocccccsss 2 
Lowe Brothers Co................. 131 
Macklanburg-Duncan Co........... % 
OY. ea eae o 
le I ae 143 
Manning, Bowman & Co........... 51) 
re ae 3 
Master Metal Products, Inc......... 9 
Master Rule Mfg. Co., Inc......... 145 
Mayes Brothers Tool Mfg. Co., Inc.. 16! 
McGill Metal Products Co........ \S4 
McKee Glass . RE oe ae ? 
McKinney Mfg. Cco........ 
Miller, Inc., x E.. 
Minute Mop  —— 
Moore ‘Push Pin Co....... 
Murray Ohio Mfg. Co., 
Myers & Bro. Co., F. E : 
National Brass Co ee 162 
National & 9 “ 
National Lock Co.............0+6 co 
National Mfg. Co..............000- 152 
New York Solder Co., Inc......... 12 
Nicholson File Co.............+00+ 
Nockonwood Industries, Ltd........ 15? 
North Bros. Mfa. Co.............+5 47 
Norton Lasier Co...............008 27 
Okonite wo Seer % 
Ott Mfg. [SRS eee 7 
Owens Somnin Fiberglas Corp.... 6 
TS eR SR eee 48 
Pacific Plastic & Mfg. Co., Inc.. .44-45 
Page Seed > RCCL Sete 16t 
ee Oe a rrr 1s? 
ale A ae CGievsias accente 4” 
Pearl-Wick Corp. .....-+.s0---eeee 16 
Pioneer Gen-E-Motor Corp......... 
—— Plate Glass Co., Brush ol 
Plonfabbs 0 PE OR re 15! 
Plymouth a Bini ccasdnesccce e) 
Darter, Be., 4. Ban .nsicecesscy 000. 107 
Premax Products Div..............++ 154 
A. FRPP 146 
Puritan Cordage errr 40 
Raybestos-Manhattan, Inc. (Indus- 
fried Sales Div.) .....cccccccccce 4 
Remington Arms Co., Inc.........- 8} 
Reynolds Wire Co............0+-+ 4! 
Rich Ladder & Mfg. Co., The..... 15s 
os meg ey RFs. CO..ccccccces 23 
Ridge Tool Co...........sssseceees 105 
Roper Corp., Geo. D..........+050+ 132 
Réce-Merry Ce........ccccscccccces lov 
Royal Electric Co., Inc...........-+ 8? 
—_ Burdsall & Ward Bolt 18 
Ryerson 3 “Son, t.. Aits Vasedssaee 153 
Samson Cordage Works Wea, Spare 153 
Savage Arms Corp.........+.++-+08 18 
Savogran Co., The.......-..se-se0+ 16) 
Schalk Chemical Co............06 151 
Schollhorn Co., Williom...........- 161 
Schroeder & Tremayne, Inc......... 130 
Shapleigh Hardware Co........... 164 
Simonds adhe & Steel Co........... 59 
Simontz Co. .....cccccscccccccccccs 121 
Skillman Hardware Mfg. Co...... 148 
Smith, Inc., Landon P..........+++ 163 
Smith & Son, Inc., Seymour........ 161 
Socony-Vacuum Oil Co., Inc.. . 8 
Soilicide Laboratories . 53 
So-Lo Works ........ .. 101 
Solo Products Corp............ - 14 
Sonora Radio & Television Corp... 35 
Southington Hdwe. Mfg. Co., st 
Spradiing’s, Inc. ......ccccccccrces 
Stanley MR esanmanness ney 
Superior Fastener Corp. ..........- 152 
Tanglefoot Co., The..........+-+++ 133 


Tennessee Coal, Iron & Gctbons 
Co. 22 








Tennessee Enamel Mig. C 

Textile Mills Corp.......... 42 
— By-Products & Chemical 
Trico has Mig. Mi iocctacaseeten 159 
i eer err ae 


Turner, Day & Woolworth Handle 
Co. 157 


Union Hardware Co 30 
United States Plywood Corp. 
(Weldwood Div.) 137 
United States Stee! Corp.......22, 39 
Utica Drop Forge & Tool Corp.. ..147 
Vaughan & Bushnell Mfg. Co...... 
Warren Tool Corp. ..... 
Warwick Mfg. Corp.... 
Whitlock Supply - 
Whitney Carriage Co., 
Witt Cornice Co..... 











Woodruff & Sons, Inc 
Wooster Brush Co.......... a 
Wrought Washer Mfg. Co. 15? 





X-Acto Crescent Products Co., Ine. 148 


26 1 M-Pande CatGooscsorcacqseccviccece 


Yale & Towne Mfg. Co............ 3 
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Ask Your Jobber! 


THE SAVOGRAN CO. 
India Wharf, Boston,Mass. 











“At Your Service Since 1896" 
48 YEARS OF STANDARD QUALITY 
Fall line of selected and tested varieties of 


FIELD, VEGETABLE and FLOWER SEEDS and 
Lawn Grass Mixtures at WHOLESALE. 


Our 


>a KETS PA-SE-CO ste-tare! 
available Seed Corn 


SALE and is highly recommended. 


RETORN 
CONTRACT Write for Wholesale Price List 


for 1944 THE PAGE SEED COMPANY 


P. 0. BOX B-3 GREENE, N. Y. 

















Any Mechanic 
WILL TELL YOU! 


BERNARD 


Parallel Action 


TOOLS 








“1 ruth at 
<M. ore eongunnd tovuans 


POWER / to You!” 


Serving industry for over three-quarters of a century 


THE WM. SCHOLLHORN CO., NEW HAVEN, CONN. 
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aise ee AND ALUMINUM 
hy oa MAYES GUARANTEES ACCU enh, Geet 
. @ ASK — *AND DURABILITY >: cmiillare 
MAYES TOOLS MAYES BROS TOOL MANUFACTURING CO., Inc. =e Micu. ol 

set - 
“4” | | MEN WHO CLEAN GUNS ||P) TODAY—WAR PRODUCTS 
9 PREFER HOPPE'S No. 9 LON ALL_FIGHTING FRONTS iy 
at Demand can be started with advertising but it re- 
ny 

Bl > ires customer satisfaction to build 

19 fOOp WILL: Hoppe's No. 9 is backed 

t 59 by both. It is a time tested gun clean- 

ie ing Solvent endorsed and demanded by 

163 | sportsmen and soldiers everywhere. That's 

i why Hoppe's No. 9 is a SAFE investment 

— | and a SURE seller with every retail dealer 

ag who handles it. Ask YOUR jobber. TOMORROW— FINER, MORE 

: FRANK A. HOPPE, INC. 

ia 2314A North 8th St., Philadelphia 33, Pa. [| BEAUTIFUL RUBBER TOYS! 
“133 jee BARR RUBBER PRODUCTS CO. cio vs x 

139 

142 

42 

Ise 

159 

83 

157 Black 

- Guide Palch This fast cutting, easy operating tool, and other num- 
£4 bers in the Seymour Smith line of nationally known 
“4 PRUNING AND TREE EQUIPMENT — available in 
ss limited quantities for essential uses. Order only 
. through your jobber; he can serve you best. 

. GRASS AND HEDGE SHEARS UNAVAILABLE 
: Distributors until the war effort is served. 

4 ON oe ei’ SEYMOUR SMITH & SON, Inc., 100 MAIN ST., OAKVILLE, CONN. 
3 565 Wi: Wench. Shed, Ghidias Specialists in Garden Shears tor Three Quarters of a Century 

; FEBRUARY 17, 1944 162 
























rus 1s THE Bit 


Tals 1S THE BRACE | at ie ? 
TN . _ 


Win Sales... faster! 


Just remember to show the Dexter Bit-Guide after you have demonstrated the Dexter 
Drill-Hole installation. It's the Bit-Guide with the Drill Hole that gives a sales-winning 
combination for Dexter-Tubulars. 














Explain to your customers that the Bit-Guide is to the Bit what the miter box is to the 
saw —a tool for fast, accurate work. 


Remember to emphasize that you loan the Bit-Guide — free for nothing — as an extra 
service to your carpenter and contractor customers. They like this extra service angle 
and soon you will find they will buy one for themselves. 


Dexter is the Tubular made with care 
GUARANTEED for Life of use and wear 














Same rugged, dependable stand- 
ards, nothing has changed but the 
material in conformance with WPB 
revised order L-236. Same written 
Lifetime Warranty appears on 
each box. 






Manufactured by NATIONAL BRASS COMPANY 
GRAND RAPIDS, MICHIGAN 


162 HARDWARE AGE 
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Devi, 
BUILT FOR SPEED AND COMFORT 


RED DEVIL WOOD SCRAPERS 


with double edge, quickly replace- 
abie blades. Complete price range. 
Made to fit the hand. Speedy. 










RED DEVIL has kept faith 
with its customers. Every 
tool has been designed to 

give speed in operation 


while permitting the user 
























; RED DEVIL 
the enjoyment of a com- GLASS CUTTERS 
Well balanced, 
properly shaped 
handle. Exclusive 
Red Devil Wheel 


(j rj makes clean, hair- 


line cuts without 


fortable, effortless job. 
At no time have these 


qualities been sacrificed by 


pressure. 
substitutions. The war time 
RED DEVIL tools will give f DIAMOND 
equal accuracy and per- Wy. POINT DRIVER 
drives points into hard- 
formance to the pre-Pearl 4 est wood at machine- 


gun speed. Speeds up 
the glazing of new sash 
and repair jobs, back- 
ing up mirrors, pictures, 
etc. Holds 100 points. 
Operatesinany position. 


Harbor production. 


LANDON P. SMITH, INc. 
RED DEVIL IRVINGTON, N. J., U.S.A. 
TRIANGLE POINTS 


Available in 6 sizes from 
3/8" to 9/16" high. 
Handy packages. 


a 


; 
4 











RED DEVIL DIAMOND POINTS 
Available in convenient packages. Each 
stick contains 100 points 3/8" and 1/2" long 
for No. | and No. 2 Diamond Point Driver. 










Time tested 


In 
Fine Tools & Cutlery 


DIAMOND EDGE ond KEEN KUTTER 


FOR MORE THAN 70 YEARS 


SHAPLEIGH HARDWARE COMPANY 


=f OLU Ie 


Shapleigh National Series No. 2421 





